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Large Number 


In the important industrial city of Fort Wayne, 

Ind., having a population considerably exceeding one 
hundred thousand, a plan for reducing unemployment 
and stimulating business is being operated, with ex- 
cellent results thus far, and promise of still greater 
returns as time goes on. This movement, in the 
words of the preliminary announcement made, is 

| “sponsored by organizations and individuals interested 
in the welfare of Fort Wayne.” Needless to say, in 
the forefront of the movement are found the lumber 


of Jobs Started 


nary announcement appearing in full page space in the 
Fort Wayne Journal Gazette, epitomizes the objec- 
tives sought: 

“Let’s put the building trades back to work by start- 
ing that repair job now! Remodel the old home; re- 
paper the walls; have the house painted or the interior 
redecorated ; repair and improve the plumbing or heat- 
ing system; add another room where needed, a built-in 
cupboard, or a new floor; repair or replace that leaky 
roof, those gutters and downspouts; build new walks 
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CAMPAIGN HEADQUARTERS, 


below, thereby doing my part to relieve unemployment in 


| 

| I am interested in having work started as checked 
| 
| the Building Trades and helping stabilize conditions in our 
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Name of boy or girl.. 


dealers of that city, the following concerns being in- 
cluded in the list of sponsors: Fort Wayne Builders’ 
Supply Co., Fort Wayne Lumber Co., Gilmartin Lum- 
ber Co., Charles Hilker & Sons (Inc.), Home Build- 
ers’ Supply Co., Jacob Klett & Sons, Paxton-Fisher 
Lumber Co. and the Standard Lumber Co. Besides 
the lumber firms, more than one hundred organizations 
and individuals are participating in the movement. 
these including banks and trust companies; general 
contractors as well as those specializing in electrical 
work, plumbing, heating and other lines; the local 
Chamber of Commerce, public service companies, ete. 
| The following paragraph, quoted from the prelimi- 








around the home or repair that unsatisfactory founda- 
tion; have additional electrical outlets installed where 
needed, and new fixtures and lighting systems. There 
are innumerable things that really need to be done 
about the house that will prolong its durability, add 
to its convenience and increase its value.” 

This campaign, which in brief is an appeal to the 
home owners of Fort Wayne to help put hundreds of 
men to work, is based upon the idea that it is better 
to provide work than charity, especially as the home 
owners themselves will be financially benefited by 
having needed work done at this time. The campaign 
is being amply publicized [Turn to page 39] 
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Putting Wood Sash in the Labora- 
tory Test Tube 


HE LUMBER industry has often 
or caught unprepared by the 
attacks of competitors. One re- 
calls, for an example, that general use 
of thin, flat-grain shingles resulted in 


considerable dissatisfaction to the 
users, and that the industry, after 
sustaining considerable detriment, 


strongly recommended that only edge- 
grain shingles be used. An unfortu- 
nate result of the earlier experience 
has been that arguments that were 
valid only against flat-grain have been 
used against the use of wood shingles 
in general. 

These thoughts occurred to the 
writer of this editorial recently as he 
listened to a statement of the results 
of infiltration tests made on wood sash 
by the University of Wisconsin in co- 
operation with the American Society 
of Heating & Ventilating Engineers. 
First results of such tests were pub- 
lished in 1928. Prof. Larson, who con- 
ducted the tests, was able to claim 
that he could tell exactly what infiltra- 
tion occurred around sash, under cer- 
tain laboratory conditions. He em- 
phasized the conditions, also the ne- 
cessity for relating the laboratory re- 
sults to results that may later be had 
when the sash are installed under 
usual conditions of exposure. Sash 
that have undergone laboratory test 
therefore are being installed in houses, 
and later will be brought back to the 
laboratory, so that such relationship 
may be established. 

With the lumber industry’s present 
facilities for research, and its aware- 
ness of its value, it will not be caught 
napping, especially as a great deal of 
research work on its own products has 
been done at the same institution. It 
will, however, need to see that the 
wood sash used in these tests are fully 
representative of the best practice in 
the industry. It will also need to see 
that the best practice of the industry 
takes into account requirements that 
may be established as a result of these 
tests. 

Plainly to call “an agricultural im- 
plement” a spade, infiltration is leak- 
age, and involves loss of heat and ex- 
cessive fuel cost which will not be 
countenanced in a day when the pub- 
lic is realizing more and more the 
economy of insulation. Manufactur- 
ers of sash and frames are realizing to 
a greater extent than in the past the 
possibility of reducing air leakage. 
Among other concerns, the White Pine 
Sash Company and the Long-Bell 
Lumber Sales Corporation have pre- 
sented new designs for window units 
tighter fitting than those of the ordi- 
nary run. The fact that such en- 


deavors are being made is admission 
that there is room for improvement in 
wood sash and frame manufacture. 
Laudable endeavors also are being 
made by other leaders in the industry 
to improve practices in this regard. 
While the editorial writer lays claim 
to no special knowledge in regard to 
the principles that govern sash, door 
and frame manufacturing methods, it 
occurred to him in listening to the re- 
ports that but little attention seemed 
to have been given to the direction of 
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grain in making up specifications. 

These laboratory tests on sash, how. 
ever, and the growing importance of 
insulation, may lead to modifications 
in practice. It would seem, therefore 
to be worth investigating as ty 
whether it would be advisable to ip. 
clude in specifications a provision that 
only edge-grain pieces be used. While 
the difference in shrinkage might not 
seem important if snug fit only is con- 
sidered, it would possibly be of very 
great importance in reducing infiltra- 
tion losses. The aperture around a 
sash is never large, but outside air en- 
ters through it under considerable 
pressure, so that a small reduction in 
its area might mean much in fuel say- 
ing and comfort. 


Co-ordination of Lumber Production 


and Selling Efforts 


HE second report of the Lumber 
Survey Committee of the Timber 
Conservation Board, a summary 

of which appeared on page 26 of last 
week’s issue, suggests a production 
and sales policy for the industry as a 
whole, particularly in the present 
emergency. The report, however, con- 
tains suggestions that may well be 
made the basis of the policies of indi- 
vidual manufacturers under all circum- 
stances as well as in a situation such 
as at present. 

Not only during the beginning of the 
present depression, but frequently in 
times past producers and wholesale 
distributers of lumber have complained 
of the so-called hand-to-mouth buying 
of retail distributers and manufactur- 
ing consumers. The AMERICAN LuM- 
BERMAN, however, has repeatedly em- 
phasized the fact that the ideal condi- 
tion within the lumber industry is that 
in which lumber moves in a rather uni- 
form and steady stream from the saws 
into the channels of distribution and 
use. Of this practice the survey com- 
mittee says: “Systematic short-range 
buying under conditions of reasonably 
balanced supply and demand is an as- 
set to. the lumber manufacturing in- 
dustry, rather than a liability thereto.” 

In general it may be said that the 
selling policy of the lumber manufac- 
turing branch of the industry has been 
exemplified in an eagerness to dispose 
of surplus stocks, and the inducements 
in the way of price that are made have 
frequently led to overstocking of retail 
distributers and industrial consumers. 
This has meant a mere shifting of a 
surplus from mill yards to buyers’ 
yards. It has not altered the status of 
aggregate supply in the least. On the 
contrary, the apparent relief of the pro- 
ducer has commonly operated as a 
stimulus to the production of a new 
surplus. 


From the viewpoint of an industry 
which has a productive capacity far 
beyond the normal consumptive de- 
mand, it makes no difference whether 
consumers stay out of the market be- 
cause they are seeking bargains or be- 
cause they are overstocked with bar- 


gains ; for the time being they make no | 


demands upon the productive branch 
of the industry. 

Another suggestion made by the 
Lumber Survey Committee may well 
become a foundation stone in the pro- 
duction policy of each individual lum- 
ber manufacturer. It is urged by the 
committee that a further aid to closer 
adjustment of supply to demand is 
readily available to a majority of lum- 
ber manufacturers in the “item-produc- 
tion” of lumber. It is said that “‘it is 
evident that still to a large extent the 
item-production of lumber is being de- 
termined more by convenience of 
manufatture and economy in manufac- 
turing costs than by the marketability 


of product and the existing condition 


of item-supply.” 


Rather too often, it is believed, em- F 
phasis has been placed upon the alleged | 


fact that logs come as nature made 


them and the lumberman must convert 7 
them into a certain limited number of § 
After every rea-§ 


products or grades, 
sonable concession has been made to 
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the truth of this doctrine, there is still } 
a great deal of margin for diversifying F 


the products of the log more nearly 
in response to the demands of the 
market, whether in the matter of 
grades, sizes or values. Every lum- 
ber manufacturer knows or may 
know a considerable -period -in ad- 
vance what -kind and quality of logs 
his woods forces will bring to the mill, 
and in this fact lies his opportunity to 
concentrate his sales efforts upon the 
classes of products that will be avail- 
able to buyers. 
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“Go Forth Under 
List to Nature’s Teachings” 


DRIVE through five hundred 

miles of autumn countryside con- 

vinces one that the immortal 
Skippy was right when he observed 
that nature certainly does bat out some 
swell scenery. It makes no great dif- 
ference where the trip lies; among 
mountains or over prairies, The trees 
and shrubs that in the days of summer 
growth were a uniform workaday 
green take on individuality when the 
frosts of November touch them off. A 
maple, with the evening sun slanting 
through it, becomes a fountain of light. 
An oak turns into a Roman centurion, 
brilliant in scarlet and bronze. The 
sumach puts on a tribal dance of bar- 
baric splendor ; and even the lowly cot- 
tonwood becomes a plume of pale gold. 
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But these splashes of color, in indi- 
vidual outposts or in massed battalions, 
are not the only gifts which autumn 
has for the traveler’s eye. There are, 
for instance, the faded browns of the 
corn fields; and in the brooding. haze of 
early morning the ear catches the 
steady rhythm of the corn as it drums 
against the bang-board. The final har- 
vest of the season is in progress. But 
not the final harvest, either. In the 
next field is a drove of half-grown pigs; 
beginning to show the swelling jowls 
and paunches of maturity. Those 
mounting piles of corn in the cribs are 
for their delectation; and after them 
comes the harvest of buildings, clothes, 
school; all the things our human so- 
journ calls for. 
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Nature is doing her stuff. The old 
lady sometimes slips, but she keeps 
right on. Since the rainbow of Ararat, 
seed time and harvest, and cold and 
heat and summer and winter and day 
and night have not ceased. “The earth 
brings forth and buds and in due time 
there is seed for the sower and bread 
for the eater. 

With this great ally, nature, keeping 
her appointed courses why should any- 
one think that all familiar things have 
gone back on us? At the worst, the 
things which trouble us are human er- 
rors; and what man has done wrong, 
he can usually in the course of time 
learn to do right. Nature does not 
quit, so why should we; especially 
when we depend, in the last analysis, 
so completely upon the old lady’s ef- 
forts? So long as the mountains and 
the hills break forth into singing and 
the trees of the field clap their hands, 
there is much to do and much to hope. 





New Piers to Use Quantities of 
Lumber 


New York, Nov. 3.—By special arrangement 
between the dock department of the city govern- 
ment, and the dockbuilders’ union, work will be 
started immediately on three new 1,100-foot 
piers in the Hudson River, it was announced 
last week. Allan H. Spooner & Son, who have 
built some of the largest dock projects in this 
port, received the general contract for the wood 
and concrete structures, which will cost the city 
$4,999,000, The docks will utilize 3,000,000 feet 
of southern pine, several million feet of creo- 
soted Douglas fir specialties, and an unesti- 
mated amount of trim in the superstructures. 

About 500 men will be put to work imme- 
diately, and before the job is finished, in the 
spring of 1933, 4,000 men will be on the building 
at one time, completely removing unemploy- 
ment from the dockbuilders’ union. No over- 
time will be paid on the job, as the union has 
sacrificed this chance for extra pay for some of 
its members in exchange for steady work for 
the whole union. 





Three Large Retail Concerns 
Form $7,000,000 Corporation 


San Dreco, CaAtir., Oct. 31—The Russ Lum- 
ber & Mill Co., founded in San Diego in 1885, 
and since regarded as one of the city’s outstand- 
ing industries, has become a unit of a $7,000,000 
merger uniting three leading firms in southwest 
United States as the Patten-Blinn Lumber Co., 
incorporated, this week in Sacramento. 

The Russ firm, established by Joseph Russ, 
who in 1881, donated the $5,000 worth of lumber 
required for building a new city school and for 
whom the new school was named, had expanded 
its holdings to San Bernardino Valley besides 
its yards, mills and factory here. ; 

The merger brings together vast properties 
in southern California of the Russ company and 
the Patten Davies Lumber Co., formed in Pasa- 
dena in the ’90s, and in Arizona of the L. W. 
Blinn Co., established at Tombstone in 1880, the 
oldest of the -firms. 

The incorporation has -merged thirty lumber 
yards in southern California, planing mills and 
sash and door factories here and in Los An- 
geles, wharves and distribution facilities at Wil- 
mington (Calif.) and offices at Phoenix, from 
which the business built up by the Blinn com- 
pany will carry on. Headquarters for the new 


Patten-Blinn Lumber Co. will be in Los An- 
geles. 

All branch organizations, including the San 
Diego establishment of the Russ company, will 
remain intact with no changes in personnel, it 
was announced. The new officers of the com- 





“Unlisted 
Securities” 


An editorial entitled “Some Unlisted 
Securities That Are Still Above Par,” 
that appeared on page 20 of the Oct. 31 
issue of the AMERICAN LUMBERMAN seems 
to have struck a responsive note. Among 
expressions of approval is a letter from 
Clark & Co., Newark, N. J., reading in 
part as follows: 


“We are very much interested in the 
editorial headed ‘Some Unlisted Securi- 
ties That Are Still Above Par. We 
should like to have your permission to 
use this for publicity. We may be able 
to get free publicity; but we believe that 
the wording is so good, and the appeal 
so strong, that we could use it to great 
advantage in paid space. We shall ap- 
preciate any co-operation you can give 
us.” ae Ae 

Permission has been given Clark & 
Co. to make the desired use of the edi- 
torial, and any other readers who may 
wish to do likewise are hereby given con- 
sent, the only stipulation being that 
credit be given to the American Lum- 
BERMAN. 





pany are Henry S. Patten, president; C. G. 
Lynch, and Walter Q. Patten, vice presidents ; 
F. W. Patten, secretary, and E. C. Parker, 


treasurer. 
___— 


MAN THINKS he is speedy, but think of the 
birds. While not fast as duck hunters who “just 
missed ‘em” sometimes aver, birds do some- 
times get up tol’able speed, A duck hawk in 
California, while chasing its prey, flew. at a 
speed of 165 to 180 miles an hour, according to 
a worker of the Bureau of Biological Survey. 


Aid in Employment or Pay 
Emergency Relief Taxes 


Manpison, Wits., Nov. 2.—Wisconsin industry 
has been called upon by Gov. Philip F. La 
Follette to aid in solving the State unemploy- 
ment crisis. In connection with his call he 
sounded the warning that the less big business 
does voluntarily to restore normal working 
forces, the more it will have to pay shortly in 
emergency relief taxes. 


The Wisconsin lumber industry was -repre- 
sented together with every other large industry 
in a conference of sixty leading manufacturerd 
and business men of the State with the ‘chief 
executive. Gov. La Follette conceded the job- 
less problem is so deep seated and wide- 
spread it can not be controlled by any- one 
State and its economic system. But he main- 
tained that with co-operation of industry and 
business, including both employer and employee, 
some improvement may result. 


He favored adoption of the principle of the 
contraction and expansion of hours by industries 
and occupations so as to provide continual em- 
ployment for all of those normally employed, 
as the only sound method for reaching the mat- 
ter of unemployment produced by the displace- 
ment of men and machines. “If this principle 
is to be adopted, it must be adopted for general 
application in good times and poor; for the 
future as well as the present,” he said: - “Upon 
that basis it gives assurance to both the employee 
and to’ society that machine production must and 
will be tested not alone on the: basis of indi- 
vidual plant profit, but likewise on the basis of 
the total ultimate cost to society as a whole.” 

Among the lumber and wood-using manufac- 
turers represented were: 


W. A. Holt, Holt Lumber Co., Oconto; A. C. 
Gilbert of the Gilbert Paper Co., Menasha; 
F. J. Sensenbrenner, of the Kimberly-Clark 
Corporation, Neenah; William Mauthe, Sani- 
tary Refrigerator Co., Fond du Lac; J. M. 
Conway, Moberg Paper & Fiber Co., Green 
Bay; O. C. Lemke, Underwood Veneer Co., 
Wausau; W. H. Miner, Menasha Woodenware 
Co.; ‘J.-W. Perry, jr., Krocker Chair Co., She- 
boygan;. Charles A. Goodman, Goodman Lum- 
ber Co., Marinette; B. J. Kinzel of the Kinzel 
Lumber Co., Merrill; George W. Meade, Meade 
Paper Co., Wisconsin Rapids; A. Westermeyer, 
Northern, Furniture Co., Sheboygan; A. A. 
Laun, Kiel Furniture Co., Milwaukee;. and 
William H. Kieckhefer, Kieckhefer Box & 
Lumber Co., Milwaukee. 
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QUERY AND COMMENT 


Weathering Qualities of Two Woods 


What information have you as to the com- 
parative weathering qualities of gum and mag- 
nolia—the ability of each to withstand rain, 
heat etc?—INQuIRY No. 2713. 


[This inquiry is made by an Illinois lumber- 
man. No record is known of tests of the re- 
spective weathering qualities of these two woods. 
It is believed, however, that there would be a 
rather close relation between hardness and dur- 
ability on the one hand and weathering on the 
other; for a hard wood would withstand the 
“wear and tear” of weathering longer than a 
soft wood; and the more durable, that is the 
more resistant to decay, a wood is, the longer 
it would retain its hardness, and therefore, its 
resistance to the weather. It is of course true 
that some of the softest woods are the most 
resistant to decay in exposed positions. 

Tests and observations have been made to 
determine the relative hardness and durability 
of the various woods. Durability is expressed 
in percentages of the durability of white oak as 
100 percent. Hardness is expressed in the 
pounds of pressure required to indent clear, 
green specimens transverse to the grain to a 
depth of one-half the diameter of a .444 diameter 
steel ball. 

On these bases the hardness and durability of 
magnolia and red gum may be expressed as 
follows: 


Hardness Durability 
re rrr re 520 65-75 
ee 740 40-50 
ee GE: ccweacecenans 1,060 100 


It is quite likely that density and weight are 
influencing factors in determining the durability 
and “wearing” qualities of woods, but no data 
are known to be available on this point.— 
EpITor. | 


Books for Manual Training Students 


We have been 
manual training 
high schools for 
furniture design, 
terials. 

What is wanted is something for the man- 
ual training students to choose designs from 
and drawings covering measurements and a 
bill of specifications indicating the size and 
number of pieces of lumber required to make 
that particular piece of furniture. 

Would appreciate any information you can 


receiving 
instructors 
names of 
drawings 


requests from 
of public and 
books covering 
and bills of ma- 


give us sO we can pass same on to our 
manual training customers.—INQUIRY No. 
2719. 

[This request comes from Washington. In 


response a copy of the AmerIcAN LuMBER- 
MAN’S catalog of books for lumbermen has been 
sent, and attention directed to two books de- 
scribed therein. One book referred to is “Fur- 
niture for the Craftsman,” and the other was 
“Selected Furniture Drawings.” 

Unfortunately, neither of the two books men- 
tioned answers completely the description given 
by the inquirer. In fact, at this fime no such 
book is known to the AMERICAN LUMBERMAN. 
Inquiry is being made among the publishers 
with the hope that something may be found to 
be available, 

In the catalog referred to are listed and de- 
scribed numerous other books designed espe- 
cially for the use of manual training students. 
Still others of similar type have been published 
since the catalog was printed and they will be 
described on request of readers interested. The 
editors of the AMERICAN LUMBERMAN are con- 
fident that the manual training schools of the 
country offer opportunities in wood promotion 
of a perfectly legitimate and effective kind that 
have remained almost wholly neglected by re- 
tail dealers. The skill in handling woodworking 
tools and machines acquired in the manual 
training class remains with the pupil throughout 
his life, and it is believed that the interest in 
and preference for wood is seldom lost. Cer- 


tainly it must be true that there is no more 
opportune time and no better method of stimu- 
lating interest in wood than during school days 
and in the woodworking of the manual training 
room department. Inquiries regarding books 
for manual training students are invited. — 
Epitor.] 


Mail Course in Estimating 

I am a draftsman and estimator for a local 
retail lumber concern, and I am interested in 
improving my knowledge of estimating. I 
have wondered if there is any correspondence 
course available that would be helpful to me. 
Any information you may be able to give 
will be appreciated.—INQuiry No. 2718. 

[This inquiry, which comes from Pennsy]l- 
vania, was made orally to a representative of 
the AMERICAN LUMBERMAN. The inquirer has 
been given the names and addresses of several 
schools and other sources of instruction that 
may be able to supply him with the course he is 
in need of. His attention has been directed 
also to several books regularly supplied by the 
AMERICAN LUMBERMAN that may well serve as 
material for home study for improvement in 
estimating ability. The most complete work of 
this kind is Donley’s “A Complete System for 
Estimating the Quantities and Costs of Frame 
and Brick Houses.” This is a very comprehen- 
sive work, consisting not only of a system of 
estimating but being a handbook for the daily 
use of the estimator. Other books listed in the 
catalog are generally less comprehensive, but 
they serve excellently so far as they go to equip 
the estimator to perform his work more ex- 
peditiously, more accurately and on the whole 
more successfully. It is believed that many a 
young man is overlooking opportunities for ad- 
vancement open to him through the persistent 
and intelligent use of good textbooks of the 
type here referred to.—EbiTor.] 


Lumber Industry's Use of Wire 
Screen 


We understand that in your locality ang 
in other parts of the West sawdust is burneg 
for fuel to a considerable extent. We under. 
stand also that in burning sawdust and shay. 
ings wire screening is used above the fires 
beneath the boilers to sift the fuel to pre. 
vent clogging the fires. We should like to 
know in detail about this use of screening 
how extensively this method is practiced; ip 
fact, we should like as much information ag 
is available about the various uses of wire 
screening in the lumber industry and the 
types required. Any help you may give ip 
securing this information certainly will be 
appreciated.—INQUIRY No. 2720. 


[This request is made by a New York con. 
cern. While it is known that wire screening 


finds several important uses in the lumber in- f 


dustry, the particular use mentioned by the in- 
quirer has not hitherto been brought promi- 
nently to the attention of the AMERICAN Lum. 
BERMAN. It is to be assumed, of course, that 
if screen is used in the manner described it has 
advantages that should be more generally 
known to the industry. Lumbermen who use 
screen in this manner are therefore invited to 
respond to this inquiry with as full and de- 
tailed information as they can supply. 


It is known, of course, that open wood refuse § 


pits at lumber mills are screened to prevent 
the spread of the fire. Screens are used also 
on the top of refuse burners, as well as on 


power house smoke stacks, logging locomotives | 


and donkey engines to prevent the scattering 
of sparks. It is believed that information about 
all the uses mentioned as well as others if any 
will be helpful to the inquirer and interesting 
to the industry as a whole. 
this line will be appreciated also by the editors 
of the AMERICAN LUMBERMAN.—EDITOR. ] 
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Information along § 


The Chicago & Western In- 
diana Railway is expending 
$500,000 in building lumber 
docks at. South Chicago and 
the demand, it is said, far ex- 
ceeds the proposed supply 
which represents 19,000 feet of 
dock frontage. 

* - * 

William Mercer, C. E., of 
Bay City, Mich., recently ap- 
pointed chief engineer of the 
Quincy, Vandalia & Eastern 
Railroad, passed through Chi- 
cago a few days since on his 
way to commence a survey of 
the new road, and from him the 
LumBERMAN learned some par- 
ticulars of a recent trip made 
to a new and wholly unexplored 
timber region in Canada, trib- 
utary_to the waters of Geor- 
gian Bay. The expedition was 
— by steamer to the 
mouth of the Spanish. River, 
where it made its way by boat 
to a point nearly one hundred 
miles northeast beyond the 
range of all government sur- 
veys and to a point where the 
headwaters of the Spanish 
River, flowing west into Geor- 
gian Bay, are separated by 





only a _ short portage from 
those of the Ottawa flowing 
east to the St. Lawrence. Tak- 
ing bearings from the last sur- 
veyed line of the Canadian gov- 
ernment, the party proceeded 
through a region almost un- 
known to the Indians who 
served as guides, to a point 
which even the Indians con- 
fessed their ignorance. * * * It 
is the richest in pine of any 
region ever examined, and, he 
says, is well adapted to lum- 
bering. 

Mr. Mercer does not speak 
flatteringly of the prospects of 
the Canadian Pacific Railroad 
whose route runs for more 
than a thousand miles through 
a country without a village or 
a’ séttler, populated by but a 
handful of Indians and niyriads 
of bears and other animals. If 
the timber described by Mr. 
Mercer is as available as he 
thinks, he may have occasion 
before many years to modify 
his views of the utility of the 
railroad, for lumbermen are an 
enterprising people when a for- 
tune is in question, and the 
matter of a few hundred miles 





of branches from the main line 
will be quickly solved. 


* + * 


The tornado that recently 
swept through northern Wis- 
consin was more serious than 
at first reported. It started on 
the Pike River, and has been 
traced to Pine Creek, a dis- 
tance of forty miles. 
River where the storm began 
the swath it cut is two ‘tiiles 
Wide, which gradually lessens 
as it extends northward. The 
timber is reported as lying flat. 
The force that could toss huge 
trees around as a child would 
toss so many cobs is inconceiv- 
able. Pike River, at the point 
where the tornado swept across 
it, was so completely dammed 
by the prostrated trees that the 
water flowed over the’ banks. 
The estimates regarding the 
fallen timber run all the: way 
from 150,000,000 to -200,000,000 
feet. The Kirby-Carpenter Co, 
N. Ludington Co.; Ludington, 
Wells & Van Shaick Co., Ham- 
ilton, Merryman & Co., and T. 
W. Harvey were among. the 
losers. 
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LUMBER MARKET REVIEW 


Southern Pine Rural Trade Benefits from Advance in 
Prices of Farm Products 


Southern pine production has continued at around 61 per- 
cent of last year’s for the corresponding period. Bookings 
in the week ended Oct. 31 were 24 percent in excess of the 
cut, but shipments were about 14 percent above bookings, 
so order files have been thinned down and there has been a 
heavy reduction in stocks. From both East and West side 
groups come reports of adoption of a firm price policy, and 
it is believed that the depleted condition of their own and 
distributers and consumers’ stocks will enable the mills to 
make this effective. Some promising inquiries have come 
from southern railroads, and large bills for public construc- 
tion are being figured on. The improvement in cotton 
prices has benefited southern trade, and that in wheat has 
helped the middle West, so country yards in both sections 
are sending in more inquiry, while an advance in oil may 
result in resumption of demand for rig timbers. Both sell- 
ers and buyers are inclined to the belief that pine prices are 
going to strengthen. 


Carolina Pine Mills Report a Spurt in Demand; Roofer 
Shipments Exceed Cut 


Sales of North Carolina pine during the week ended Oct. 
31 increased to 4 percent above the production, from 12 per- 
cent below production the preceding week. Production as 
compared with that of other mill groups has been active 
for this season, but about 20 percent below last year’s level. 
The smaller mills have been favored with good weather and 
have been able to operate rather actively, but the rainy sea- 
son is about to begin, and their output will then be much 
restricted. Air drying mills have been offering severe com- 
petition at low prices, as are also the western mills shipping 
in by water. Box demand is quite dull, factories apparently 
having sufficient stocks. Orders for shed stock have been 
coming in pretty good volume from the retail yards, and 
though prices remain low they are keeping steady. Most 
rough lumber is soft; thick finish is scarce and strong. 


Air dried roofers are moving principally to Southeast 
buyers, but some orders and inquiries have been coming 
from other sections. Though 6-inch sometimes sell at $9.50, 
the usual figure is $10. As shipments have been running 
ahead of output, and output will be greatly curtailed during 
the rainy season, prices are expected to stiffen. 


Western Pine Mills Report a Light Demand and Heavier 
Curtailment Is Expected 


This week the statistical reports of the Inland Empire 
and California pine groups have been combined, so that 
comparisons with the preceding week’s figures are difficult. 
Combining the figures of identical mill groups for the week 
ended Oct. 24 production was 59 percent of last year’s for 
the corresponding week, while in the week ended Oct. 31 
identical mills cut 63 percent as much as last year. Orders 
the week ended Oct. 24 made about 99 percent of the cut, 
and in the week ended Oct. 31, 97% percent. Business in 
all markets is slow. Retailers in all sections are buying 
hand to mouth for their small current needs ; industrial con- 
sumption is light—though some interest in pattern lumber 
has recently been reported, and large millwork plants on the 
Mississippi are said to have stocked up pretty well for 
nearby requirements. In the period Oct. 27 to Nov. 2, In- 
land Empire Ponderosa inch Nos. 1 and 3 common were 
stronger, as were 10-inch C and D selects, but other widths 


Lumber Statistics Appear on Pages 42 and 43; 


of selects and all No. 2 items declined. In Idaho pine, the 
8-, 10- and 12-inch commons strengthened, but there were 
more declines than advances in other items. All grades of 
Ponderosa shop were lower. There is general dissatisfac- 
tion with prices, and more mills are closing early for the 
season, while it has been rumored that one large producer 
will completely shut down. 


Hardwood Stock Depletion Makes for Firmer Prices; 
Export Buying Better Than Domestic 


The best buying in the southern hardwood trade is being 
done for export markets; prospects for its continuance are 
clouded by possibility of a British tariff. Domestic building 
trades interests are poor buyers, and there is little move- 
ment to flooring and millwork manufacturers and retailers. 
Furniture demand is being stimulated by mid-season shows. 
Radio-cabinet makers are buying fairly well. There is a 
probability that new long-playing records, which necessi- 
tate a phonograph with synchronous motor, will bring 
radio-phonograph cabinet makers into the hardwood mar- 
ket. Automotive factories are expected to start buying soon 
for production of new models for their January shows. The 
condition of southern mill stocks, as shown by analysis on 
another page, makes for bullishness on prices. The north- 
ern list has been holding firm. 


West Coast Bookings Are 15!/4 Percent Above Output; 
Domestic Cargo Trade Gains 


West Coast mills made an improved statistical showing 
during the week ended Oct. 31, but it is hardly of a nature 
to encourage hopes that there has been a real gain in the 
strength of their market position. There was a decline in 
production to a new low of 30 percent capacity, and this 
indicates that reports of more drastic curtailment are cor- 
rect and that the mills are determined to avoid production 
of surplus and instead will reduce their stocks. The in- 
crease in demand came almost altogether from the domes- 
tic cargo market, although there was a slight gain in both 
the export and rail markets. 


Prices of rail items during the period ended Nov. 2 were 
mostly lower, flooring and drop siding averages losing 30 
cents, and No. 1 boards, 50 cents, but there was practically 
no change in the level of No. 1, 2x4-inch dimension items, 
and their average remained the same as in the preceding 
week. Retail yards are buying sparingly for immediate 
needs, but gains in prices of crops are helping country busi- 
ness in some sections. With the advance in crude oil, more 
drilling activity is expected. There is fair demand for big 
construction items, and railroads have been buying a Ht- 
tle and sending out more inquiries. 


Intercoastal trade in general is quiet, and a good part 
of eastern receipts is being added to stocks. Buyers are 
hesitant because they fear a break in the freight rate, said 
to be held firm at $10, and have had no convincing sign that 
curtailment of output will bring a strengthening in mill 
prices. Some big construction jobs will call for large quan- 
tities, and railroad requirements are out for bids. Some 
sellers are reported to be disturbing the eastern market by 
their low prices. Though shipments to California have 
shown a big increase, there has not been.a corresponding 
increase in unsold stocks, so sales must be better. 


The export trade continues quiet, China and Japan being 
poor buyers during the present Manchurian disturbance, 
while the movement to South America and Europe is light. 


Market Prices and Reports on Pages 62 to 65 
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Paul Bunyan Prosperity Special 


Train 


Westwoop, Catir., Oct. 31.—As previously 
announced, plans are rapidly taking shape for 
the Paul Bunyan prosperity special train, which 
will leave this place on Nov. 10 over the new 
Western Pacific—Great Northern transconti- 
nental link, incidentally marking completion of 
this road which has been under construction 
for the last fourteen months. 

The Red River Lumber Co. states that this 
shipment will consist of 110, if not more, cars 
of Paul Bunyan pine and products of the Red 
River company, which will move to Keddie, 
Calif., where a few cars for California points 
will be set out. The train will then proceed 
via the Western Pacific road to Salt Lake and 
thence via the Denver & Rio Grande to Denver. 
From Denver the shipment will go via the Bur- 
lington to Omaha and Chicago. At Omaha 
about half of the shipment will be cut off and 
go to Minneapolis, to be distributed and broken 
up for northwestern destinations. At Chicago 
the remaining cars will be distributed to eastern 
consumers. Reception committees and cere- 
monies are already being organized at Minne- 
apolis and Chicago, and are planned for at 
other points. Railroad officials are giving their 
co-operation and will time the schedule to reach, 
during daylight hours, points where receptions 
are to be held. 





New Oak Flooring Literature 
a Big Help to Dealers 


Litrte Rock, ArkK., Nov. 2.—New sales 
building literature for dealers just prepared by 
Southern Oak Flooring Industries is meeting a 
widespread demand, according to Ralph E. Hill, 
secretary-manager of the “Sofi” group, who 
believes this demand comes from an awakening 
of home-building and home-improvement inter- 
est and a growing determination on the part of 
lumber dealers to stimulate and take advantage 
of this interest. 

Mr. Hill said that the plan most dealers are 
following is to use the Sofi literature in connec- 
tion with sales letters emphasizing the fact that 
modern, enduring oak floors can be had now 
at prices lower than at any time since the World 
War; and, by actual figures, showing that an 
oak floor can be laid right over an old floor, 
and waxed and polished, for less than the cost 
of a good domestic rug. These letters are fol- 
lowed up systematically by personal contact. 

There are many home owners in almost 
every community, Mr. Hill said, who will 
spend some money for oak floors when the 
facts have been properly presented. Sofi 
literature brings out the advantages and 
economy of oak floors in an interesting and 
convincing manner, making it easier for the 
dealer to establish personal contact and get 
the order. 

By this plan, dealers not only are uncover- 
ing profitable flooring business in old homes, 
but also, it frequently follows that once a 
home owner has become interested to the 
extent of “doing over” a room or two with 
new oak floors, it is a comparatively easy 
matter for the dealer to sell him a complete 
remodeling job. 

Furthermore, entirely new outlets for oak 
flooring are being developed, because Sofi 
literature and the dealers are showing the 
public that oak floors not only are practical 
for homes, but also for industrial plants and 
factories, warehouses, hospitals, office and 
institutional buildings, stores, over concrete 
floors and other places where oak flooring 
has not been used heretofore. 

The new “Sofi” literature consists of six in- 
teresting and attractive pieces dealing with oak 
flooring in all its aspects. “Sofi Floors for 
Home Beauty” is a luxurious silver and gold 
booklet, profusely illustrated with examples of 
the beauty of oak floors in all kinds of rooms 
and buildings, with the text dealing with the 
ease and economy of installation. “How to 
Lay and Finish Sofi Oak Floors” is a very 
practical manual of clearly-put instructions and 
specifications, while “New Sofi Grading Rules,” 
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sets forth the very important quality standards 
which are a feature of “Sofi” flooring. Three 
small folders for broadcast distribution com- 
plete the set. 

Dealers wishing to stimulate fall and winter 
business with the help of this literature may 
obtain a supply free by sending requests to 
Southern Oak Flooring Industries, Boyle 
Building, Little Rock, Ark. 





Scotch Metropolis Specifies 
British Columbia Fir 


Ottawa, Ont., Nov. 2.—That there is an 
opportunity to develop a considerable demand 
for West Coast woods in British and other 
European markets is shown by a report from 
G. B. Johnson, Canadian trade commissioner at 
Glasgow, Scotland, to the Canadian Depart- 
ment of Trade and Commerce. He says that 
much of the lumber to be used in Glasgow in 
future will be British Columbia Douglas fir, 
and it is understood that 70,000 new houses are 
to be built there, many thousands being built 
each year under various housing schemes. 
About nine hundred houses are to be con- 
structed almost immediately. Glasgow’s new 
specifications state that all door and window 
finishings, also doors and general furnishings 
(except where otherwise stated) are to be of 
selected clear British Columbia Douglas fir. 
The framing of Douglas fir doors is to be edge 
grained and kiln dried. This timber, where 
used for flooring, joisting etc. is to be of se- 
lected merchantable grade, sawn in the British 
Empire ready for use, cut square out of ma- 
ture trees, and to be clean, sound and thor- 
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became a regular planer, then a foremay, 
and in 1918, when his employer died, he be. 
came general manager. All the while th. 
saws droned on. 

Now the forests up north were gone. Ping 
came from California, fir from Washingtoy 
oak from Arkansas and birch from Norther, 
Wisconsin. Black walnut was hauled out of 
the West Virginia mountains. And homes 
still went up. Homes that wanted quartereg 
oak flooring. Homes with walnut, birch ang 
walnut trimmings. He personally had mag 
sure of the floors and walls that had gone 
into many a fine home. There were a lot 
of houses he had helped make fine. 

Then Mr. Murdoch looked at a platinum 
watch, a chain and some cuff links that his 


fellow employees had _ presented to him 
Wednesday in recognition of his 50 years 
with the company. Then he called in old 
Herman Scheel, the general foreman, who 
had been with the company as long as he 
had. 

“Let’s go out and watch the saws,” Mr 


Murdoch said. 





———______—— 4 


Claims He Has Best Arranged : 
Wholesale Yard 


Hesron, N. H., Nov. 2.—S. F. Langdell, af 
New Hampshire lumber operator with head- | 
quarters at Manchester, proudly lays claim to 
having the neatest, best arranged and most effi. 
cient wholesale lumber yard in the State here | 
at Hebron. He even went so far as to assure | 
a representative of the AMERICAN LUMBERMAX 
that while he realizes that numerous wholesale 
yards throughout the country can beat his | 
Hebron yard in size of stock, he doubts that f 
any can be found which is neater or with its 
rapidly changing stock arranged in a more prac- § 
tical, convenient manner. 








Mr. Langdell’s yard 
occupies a site of eigh- 
teen acres and is stocked 
with both softwoods and 


hardwoods. There is 
planned an exact and 
right place for every 
species and size, and> 
one could find imme- 
diately any desired 


items by a glance at a 
master _ chart. | Each 
piece of lumber is care- ff 





Snapshot of S. F. Langdell’s yard at Hebron, N. H. 


oughly well seasoned, free from discolored sap- 
wood, shakes, pitchwood, large, loose or dead 
knots, and excess of wane. No wrack or dead 
wood will be permitted. 


Veteran Rounds Out Fifty Years 


of Service 


Detroit, Micu., Nov. 2.—As was told in last 
week’s issue of the AMERICAN LUMBERMAN, on 
Oct. 14 his associates and fellow employes of 
the Dwight Lumber Co., of this city, pre- 
sented James J. Murdoch, general manager of 
that company, with a beautiful platinum watch 
and chain and cuff links, in recognition of his 
fifty years of service with the company. 

In its “Around The Town” department, the 
Detroit Free Press carried a “human interest” 
story as follows: 

Fifty -years can sort of whiten a fellow’'s 
hair. Outside he can hear the same old saws 
cutting through the same kind of trees they 
did half a century ago. The boards will 
come out in neat patterns and go into homes 
as floors and trimmings just as they used to. 
But there is a difference. 

James J. Murdoch looked out of the win- 
dows of the Dwight Lumber Co. and listened 
to the hungry saws eating. Saws which had 
eaten their way through the forests of Michi- 
gan. When he was a boy of 13, taking the 
odds and ends away from a planing machine, 
there were great forests growing up north. 
All the pine, birch, oak and maple came from 
Michigan and a little from Northern Indiana. 
And the saws cut them up and homes spread 
out through Detroit. 

The saws kept on cutting. The boy who 
worked on a planing machine grew up. He 





fully and _ accurately) 
piled in a manner to 
facilitate air drying and f 
in accordance with the scientific methods tof 
avoid risk of warping, checking, staining and 
such casualties often experienced during _ the 
open air curing and storing of lumber. 

The yard stock is ordinarily maintained at 
about 2,000,000 feet, and the regular, even piles | 
are neatly arranged along convenient roadways 
for the easy passage of large automobile trucks. 
Any pile in the yard may be easily reached by 
a truck, even in the severest winter weather. 
The accompanying photograph is a _ snapshot 
casually made from a convenient point of van- 
tage to show as much of the 18-acre yard as 
possible, and it does scant justice to the very 
attractive and most excellent layout. 

“If there is another wholesale yard that can 
show a better arrangement and greater neat-/ 
ness than mine,” 
gested to the visitor, “I hope the AMERICAN 
LUMBERMAN will publish a photograph of it. 
I would like to see it. If I am convinced I am 
beaten I think I will take a trip to look over 
any better yard and get some new ideas.” 

eae 





WITH RESPECT to the number of employes, | 


the sawmilling industry comes first among) 


Canadian industries, and in point of wage dis- 


tribution and capital invested it comes third} 


according to the most recently published figures, 
namely, those for 1929, issued by the Dominion 


Forest Service, Department of the Interior. 
The products of the sawmilling industry, in 
addition to lumber, include pulpwood (rossed 
and cut up), shingles, railway ties (sawn), 
laths, box shooks, slabs and edgings, veneer, 
pickets, staves, poles, spoolwood and heading. 
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Huge Decline in Idaho and | 
Montana Production 


MissouLa, Mont., Oct. 31.—The largest drop 
in lumber production since 1921 occurred in 
Idaho atid Montana in 1930, as compared with 
1929, according to preliminary statement, just 
issued, based on returns from lumber census 
conducted jointly by the Bureau of Census and 
the Forest Service. The decline of 280,000,000 
feet in total lumber cut amounts to 18.3 percent 
in Idaho, and 23.6 percent in Montana, the 
figures re veal. 

Decreased production, amounting to approxi- 
mately 96 percent of the total shrinkage, re- 
sulted largely from curtailment in the cut of 
western yellow pine, larch, Douglas fir, and 
white fir, which collectively constituted 56.9 
percent of the total lumber cut. Production of 
spruce, cedar, lodgepole pine and western hem- 
lock also showed a marked decline, although 
these four species contributed less than 3 per- 
cent of the total output for 1930. 


Idaho Pine Output Maintained 


Idaho white pine, which constituted 40.2 per- 
cent of the total production in these two States, 
was the only species which could substantially 
maintain its market position, according to the 
figures. The total quantity of this specialty wood 
was only three-tenths of one percent less than 
that produced in 1929. The 1930 cut of white 
pine showed only a very slight reduction (1.2 
percent) in Idaho, and an increase of 18 percent 
in Montana. 

The effect of the demoralized market situa- 
tion on the cut of other woods is very notice- 
able when comparing the production of indi- 
vidual woods for 1930 and 1929. The total cut 
of western yellow pine in the two States de- 
clined 22.7 percent. The cut of western larch 
declined 28.5 percent. The cut of Douglas fir 
declined 41.3 percent, and the cut of white fir 
declined 40.2 percent. 

Figures show that in spite of these pro- 
nounced declines, resulting in the lowest cut for 
the last nine years, lumber production in Idaho 
and Montana was at a much higher level in 
1930 than in 1921. During the business de- 
pression of 1921, when the Idaho cut was 
542,620,000 feet, and the Montana cut 213,989,- 
000 feet, the decreases for each State, com- 


Seasonal Decline in 


A continuing down-hill tendency 
characterized lumber demand in 
October, says the National Lumber Oct. 17 
Manufacturers’ Association in its 
month, and forecast for November. 
On the other 


hand, stocks con- 
tinued to decline, and are un- 
doubtedly approaching the point 


where replenishment will be essen- 
tial to meet even abnormally low 
demand. 

Sales to retail dealers, and hard- 
wood sales to industrials, declined 
substantially in October, and soft- 
wood sales to industrials, slightly. 
Prices paid by retailers and indus- 
trials continued their downward 
tendency, as did prices paid to re- 
tailers by consumers. 

Retail and industrial stocks de- 
creased somewhat in October, the 
to 10 percent, and 
percent; al- 
though industrial consumption de- 
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of the present year. 
hands of lumber 
were 


COMPARED WITH OCTOBER 


LUMBERMAN 


pared with 1920 production figures, amounted 
to 44.1 percent and 47.8 percent, respectively. 

Details of the preliminary statement of pro- 
duction of lumber, lath and shingles in Idaho 
and Montana for 1930 are as follows: 


LUMBER SAWED DURING 1930, IDAHO AND 
MONTANA 


than 50,000 feet 
excluded) 


(Mills less 


year 


cutting during 


Combined Cut 








Idaho Montana Volume 
1000 1000 1000 
Species— Feet leet Feet % 
Idaho white pine.432,440 25,601 458,041 40.2 
Western yellow. 
eae 9,969 133,730 353,699 31.1 
Western larch... 56,284 77,889 134,173 11.7 
Douglas fir...... 61, OST 45,558 106,645 9.5 
eee OF oscccas 53,116 70 rae 4.6 
Co , 7,970 13,343 yol3 1.9 
CN - 2ccnceeee 7'612 Fahad 7,612 0.7 
Lodgepole pine.. a 764 i 781 0.2 
DS errr e 982 19 3; 001* 0.1 
| ere 840, 477 7 296, 974 1,137,451 100.0 
Lath, thousand 
Ea 84,106 14,483 98,589 
Shingles, thou- 
sand pcs...... 4,940 25 4,965 


*Includes 332,000 
tonwood, 


COMPARATIVE TOTALS FOR TEN YEARS 


hemlock and 669,000 cot- 





Idaho Montana 
Thousand Thousand 
Year Feet Feet Total 

are eee 542,620 213,989 756,609 
Eee 857,581 303,458 1,161,039 
ee ere 1,072,930 426,917 1,499,847 
|) a ere 1,017,960 350,335 1,368,295 
., SRE Re 1,140,575 388,854 1,529,429 
re ere 947,471 378,698 1,326,169 
2! 923,986 396,267 1,320,253 
2 977,468 387,879 1,365,347 
Le. SRP eee 1,028,791 388,711 1,417,502 
Aarne 840, 177 296,974 1,137,451 
NE oe aoe 05 9, 349, 859 3,532,082 12,881,941 
10-vyr. average... 934,986 353,208 1,288,194 





A BLACK walnut tree that has overlooked the 
junction of the French Creek and the Alle- 
gheny River at Franklin, Pa., for 204 years, 
is being cut down. The stump may be ex- 
hibited at the Chicago World’s Fair in 1933 as 
one of the oldest and best specimens of black 
walnut in the United States. The tree died 
several years ago and is being removed because 
of the danger arising from high winds. The 
tree was 128 feet high and the diameter at the 
base 4 feet 6 inches. 


Demand 


Stocks in the 
manutacturers on 
11.6 percent below 


31.8 percent, 
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Maple flooring and walnut lumber 
stocks on October 1 were 4.5 and 
respectively, 
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English Hardwood Market 


Firmer 


Lonvon, ENGLAND, Oct. 24.—The suspension 
of the gold standard and the consequent fall in 
the exchange value of the pound, have meant 
that English hardwood importers who are buy- 
ing in dollars have had to face a price rise of 
some 20 percent. This has naturally had the 
effect of curtailing imports for the immediate 
present, but it has also had a remarkably bene- 
ficial effect on the market here. With the cer- 
tainty of imports being very small for some 
time the stockholders are finding a brisk .im- 
provement in demand, and it is the general 
opinion of importers here that once the evils 
of excessive stocks have been surmounted the 
American hardwood trade may look forward 
with justified confidence to a much firmer 
English market. 

The general demand for Oregon pine has 
shown a further steady development during the 
last quarter. Both from the United States and 
Canada this timber continues to move freely 
into consumption, and with stocks lower than 
is usual for this time of year the continuance 
of a firm market is expected even in face of 
the increased prices which must eventually 
materialize through the lowering of the .ex- 
change value of the pound. The call for pitch- 
pine remains moderate, the demand being 
affected by the continued inactivity of the ship- 

yards, and forward business is difficult to 
rine: owing to the exchange position. 

The coopers report that there is more inquiry 
for slack barrel lines than has been in evidence 
for the last half year. Fir staves are in good 
request. Regarding American cooperage, it is 
stated that the difference in exchange has 
caused a brisk demand for such stocks as are 
on hand, though the real demand remains small. 

In their quarterly report on market condi- 
tions, Denny, Mott & Dickson (Ltd.) say: 

The increasing depression has erupted into 
a crisis of uncertainty caused by the coun- 
try’s suspension of the gold standard, with 
the consequent day-to-day fluctuation of the 
value of the pound in relation to foreign ex- 


changes. At the moment the position has 
tended to a slight stiffening of timber 
values, and to more active selling in soft- 
woods and Douglas fir. It appears to us that 
the present crisis bears with it the hope 
that the policy of drift that has so long 
prevailed is being brought to its end. 


Is Forecast 


ness there is little difference of 
opinion. Probabilities are indicated 
on the accompanying map. Saw- 
mill representatives expect a fur- 
ther slight decrease in sales to re- 
tailers, and in softwood sales to 
industrials, at even lower prices, 
although the volume of hardwood 
sales to industrials is expected to re- 
main the same as in October. Retail 
dealers are anticipating a substan- 
tial seasonal decrease in Novem- 
ber sales, at a slight price reduc- 
tion. 

Residential and farm building is 
expected to drop off from 5 to 10 
percent in November, with less. de- 
cline in industrial and public build- 
ing. 

Money for financing building is 
still generally difficult to get on 
attractive terms, although many 
financial institutions apparently 
have an abundant supply. Vacancies 
are still slightly above normal. 


below 


creased slightly. Industrial stocks 


On July 1, 1931, were 29% percent 
below those of Jan. 1, 19% 30, and 18 
percent below those of Jan. 1, 


1931, showing that a rapid liquida- 
tion has taken place since the first 


those of the corresponding date of 


1930, representing an excess of 
shipments over production since 
Jan. 1, 1931, of 8.6 percent. Sash 


and door manufacturers’ stocks de- 
creased substantially in October. 


those of the same date in 1930. 
All classes of building fell off a 
little in October, in spite of ex- 
ceptionally favorable building 
weather. 
In forecasting November busi- 


The central fact in the farm sea- 
son now drawing to a close is that 
prices of farm products have suf- 
fered a further serious slump, 
thereby decreasing an already ser- 
iously depleted purchasing power, 
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REALM OF THE RETAILER 


Retailing in 
Three States 


At Martinsburg, W. Va., in that area where the two Virginias 
and Maryland wind about each other, with Pennsylvania just across 
the way, this department began encountering industry. Martins- 
burg has farming interests of course; orchards and so on. But it 
textile center, with woolen mills, hosiery factories and 
big plants for making low-priced dresses. At the time of our visit 
the mills were mostly operating; though not all were working a 
full week or employing full forces. 

J. T. Hott, of the Thorn Lumber Co., stated that normally the 
industrial workers are rather well paid, and when industry is 
going at normal speed the town is blessed with much money in 
circulation. Here, as in a number of other places visited on the 
trip, the slackening off of income has affected our business by 
inducing two or more families to live in one house—a very tem- 
porary and a highly unsatisfactory makeshift. Nobody, relatives 
probably least of all, likes to be crowded into the close intimacy of 
such cramped quarters. So, while this of course turns upon the re- 
covery of employment, the lumber industry can look for a market 
for small houses as soon as employment becomes general. Many 
marginal houses, not far removed from the scrap pile even in 
good times, have deteriorated rapidly during a period of vacancy. 
They will call at the least for extensive repairs and in many cases 
for replacement. In fact Mr. Hott says that if the mills continue 
to run on their present basis there is likely to be a distinct 
covery in the building business before the year is out. 

Mr. Hott, it seems, is a former college teacher. 
in his youth teaching in a college in Toledo, Iowa. 
finds lumber retailing more suited to his tastes. 
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The Weyerhaeuser Mark in the East 


Mr. Thornton, of the Berkeley Lumber Co., was away when we 
called. At this yard we noticed the familiar “4-Square” sign. This 
great innovation of the Weyerhaeuser people seems to have caught 
hold quickly here in the East. We see the sign and the orderly 
bins of the packaged lumber everywhere, and the idea seems to pe 
popular with owners and builders. This company handles 
extensive lines of hardware and paint. 

Across the line at Hagerstown, Md., we called first at the big 
plant of the Danzer Lumber Co. This is a concern with a long his- 
tory in Hagerstown, and occupies a big brick office and planing 
mill with adjoining sheds and warehouses. Charles M. Danzer 
also mentioned the habit of local people in moving into co-operative 
dwellings. 

“We have about 75 rental properties,’ he remarked, “and I be- 
lieve they are occupied by about 200 families. This of course is a 
reflection of decreased income. I don’t think Hagerstown is any 
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The Danzer Lumber Co., a concern with a long history in Hagerstown, 
Md., occupies a big brick office and planing mill with adjoining sheds 
and warehouses 


Where Farming and Manufacturing 
Mingle — A Protest Against Gov- 
ernmental Paternalism — Some Hand- 


some and Modern Yards and Offices 


more depressed than its neighbors, but maybe we are more willing 
to admit that trade has not been good. We have made what re 
trenchments we could by decreasing both the yard and office forces, 
and we are quite confident that the town and the business wil] 
pull through te better times. I’m rather tired of predicting just 
when that recovery will come, for we’ve been mistaken more than 
once. 

“This business has been operating many years and naturally 
has gone through a number of depressions; but never before has a 
depression been reflected in our books. I was curious enough to run 
through our accounts and to check them up through depression 
years. I found that now and then when a new and aggressive com- 
petitor entered our field our sales fell off in volume. But times 
of business recession did not affect the amount of footage sold. 
This time it has. Perhaps that’s due to the fact that this is a 
world-wide situation and hence has touched practically all lines 
of business. 

Objects to Paternalism 
“A lumberman doesn’t know how to prepare for the future, for 


he doesn't know what kind of a future to expect. Naturally all 
other depressions have run their course, or at least the acute parts 





The front of the plant of the Hagerstown Lumber Co. at Hagerstown, 
Md., is nicely landscaped with shrubs and flowers, serving to attract 
attention of hundreds of people who drive by daily on the National 


Old Trails Road 


of them, in a comparatively short time. We rather expect history 
to repeat itself this time. If there is any reason to doubt such a 
turn, I think it lies in the excessive paternalism that had gotten 
worked up of late years. I don’t like to seem harsh toward the 
less fortunate, but I doubt if in the long run such paternalism 
ever accomplishes the good it sets out to do. It interferes with 
the natural sequence of events and keeps the inefficient going. 
Nobody seems to care whether or not lumber retailing survives, and 
yet it must be considered a basic industry. The Government seems 
very much concerned about the railroads and the farmers and is 
interfering with natural sequences to keep them running when 
they seem unable to earn a living on their own power. If they 
were left alone, as we are left alone, they’d presently strike a 
level upon which they could operate. 
they are not left alone to find this working level, the period of 
balance will be that much longer put off. The times seem tem- 
porarily out of joint, and I have nothing to suggest to lumberme? 
except to get through as best they can and see what happens.” 
Harry L. Coffman, of the lumber company that bears his name, 
said that business was jogging along. He has some new houses 
under way, some repair and remodeling and some farm trade. This 
is a rather important fruit market; but according to Mr. Coff- 
man’s account local farming is not quite up to the standards of 
the Pennsylvania German efforts a little to the Northeast. These 
Mennonite farmers of Pennsylvania are a picturesque group; and 
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they have fine farms, know how to produce and are shrewd traders. 
The men are bearded, wear flat black hats and no neckties. As a 
rule they will have nothing to do with automobiles, and usually 
they remove the dashboards from their buggies as an innovation 
that is quite too worldly. But they have a gift for making things 
grow, and when they sell an article they get all the traffic will 
pear and something extra to be sure it’s enough. Hagerstown is 
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The office of John H. Myers & Son at York, Pa., is housed in a large 

residence on a handsome residence street. The firm’s planing mill is 
employing about 30 men, working ten hours a day 

a manufacturing center and produces such things as shoes. The 

plants are working, but on a somewhat diminished scale. 


A Great Retail Plant 


The Hagerstown Lumber Co. lies on the edge of the city on 
the famous National Old Trails road that leads off toward Wash- 
ington, D. C. This is a very fine plant that was built some ten 
years ago, the owners of which give a world of thought to appear- 
ance. It covers nearly two acres of ground, and the company 
owns quite a bit of adjoining land. 

E. A. Lakin is president of the Cumberland Valley association 
and takes a lively interest in association affairs. He tells us that 
he considers his location on this much-traveled highway a real 
business asset. Some additional work is to be done on the road, 
and it is Mr. Lakin’s plan to raise the office about a foot, put in 
some curbs along the circle drive and plant additional shrubs and 
flowers. The front of the plant is already nicely landscaped with 
flowers and dwarf evergreens. It is a place that can not but attract. 
admiring attention from the hundreds of people who drive along 
the road each day. 

In addition to the landscaping and the bright paint of the build- 
ings, the company has added some large and attractive signs. Cur- 
tis woodwork has a place on the front of the main warehouse, and 
Mr. Lakin tells us that this line is one of his leading specialties 
Much of his sales effort revolve about this line. It is part of his 
policy to emphasize quality. He says it is his own natural reaction 
to be afraid of a bargain that is urged solely because the price is 
low. Long experience in other lines has convinced him that it is 
only rarely and then by accident that a person can buy anything 
that is worth more than it costs. Other things being reasonably 
even, price is a pretty good index of value; and this is true espe- 
cially in the buying of lumber. He added that there are some 
people, especially farmers, who have heard so much ‘about over- 
head they are a little suspicious about coming to a nice looking 
yard. They don’t realize that good appearance is a matter of orig- 
inal design and care in upkeep rather than of heavy investment 
in money. Most of his customers appreciate the appearance of the 
plant and like to trade in a place where some attention is given 
to appearance and to care of stock. 


A Fully-Stocked Plant 

This yard carries a large stock and seemed to have the bins 
well filled. There is a very large molding room, with the stock 
carried on end. The mill is used solely for getting out special 
items; and in this eastern country the number of such unusual 
and non-stock items is rather large. The yard carries a large and 
varied stock of hardwoods. 

Not the least of the items in the list of good appearances are 
the delivery trucks, freshly painted in the colors of the yard, 
among which orange yellow predominates. 

While calling here, the Realm met another young man likewise 
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prominent in association affairs—C. R. Stauffer, of H. M. Stauffer 
& Son, Leola, Pa. Mr. Stauffer is president of the Lancaster 
County association—the county which has. long led the whole 
country in farm production and wealth. 

Once more crossing a State line, the department made its next 
calls in York, Pa. This is a very active industrial town with 
half a dozen big concerns making locks, chain and a variety of 
other articles. Several of these lead the world in their own lines. 
We stopped first at the plant of John H. Myers & Son. The office 
of this company is a large brick residence on a handsome residence 
street; and the yard is at the rear of the office and hardly visible 
as one drives along in front. The company has a planing mill 
that at the time of our call was employing about 30 men, working 
ten hours a day. Mr. Myers looked over some comparative figures 
and said that sales this year, in volume of material, were just 
about the same as last year; and that, while prices were lower, 
this year’s sales as measured in money would run about 90 per- 
cent of the corresponding figures last years. This is cheerful news; 
and we take it as a good omen of the future. Mr. Myers stated 
that he had two other yards, in adjoining towns, that were not 
making so good a showing, though breaking even or a little better. 

York seems to be a lively city. It is building some new houses. 
If we remember correctly, Mr. Myers said he had about thirty 
under way. 

The office interior is spacious and beautifully finished in hard- 
woods. We saw here samples of the laminated flooring manufac- 
tured in Portsmouth, Ohio. This material makes its first sales 
usually for use in show windows and next in offices. 


Planing Mills for Architects’ Specifications 


Herman Noss Sons is another large plant, located nearer the 
retail center of the town. J. E. Lease, with whom we .talked, re- 
peated earlier statements to the effect that new houses are under 
way. We heard here in rather more detail the statement that helps 
explain the great number of planing mills attached to eastern yards. 

“Many and in fact most of the houses of any size,’ Mr. Lease 
said, “are built to architects’ drawings and under their direction. 
Of course we know that stock sizes of millwork are varied and 
excellent; but it is an old custom here for architects to design 
their own finish, especially the sizes and patterns of doors and 
windows. There’s a long tradition back of it, going back to the 
old days when there were no stock mills and when all: these things 
had to be made either by hand or in local shops. People are accus- 
tomed to it and perhaps prefer it; for they have the idea that 
correct balance and finished effect depend on special sizes. The 
architects probably like it, because it gives them free-rein and 








George A. Wolf & Sons at York, Pa., have purchased an old yard in 
the town and are busily engaged in modernizing it. This concern 
enjoys a fine reputation for service and original plans of merchandising. 
also makes their services necessary. Anyway, we do a great. deal 
of work from architects’ specifications. 


Industrial Sales 


“However, in normal times the big end of our trade. is with local 
manufacturers. Probably we have a rather large share of this busi- 
ness, and the plants use lots of lumber and a good bit of special 
millwork. That trade is down a little, for this year the industrial 
plants have not been working full time. Most. of. the houses built 
in York are financed through the banks. Realtors sometimes ¢arrs 
second mortgages, and there may be a little financing on monthly 
payments but not much.” 

George A. Wolf & Sons, one of the widely known lumber. con- 
cerns of the East and famous for service and original plans of 
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merchandising, have purchased an old yard in York and are busily promoting sales modern methods. 


engaged in modernizing it. 
at Mt. Wolf, Pa. Charles 
showed us over the plant. 

ture, was formerly a planing mill; 


The head office of the corporation is 
Wolf was not in, 
The main building, a 2-story brick struc- 
but with the exception of a 


but H. E. Greiman 


haeuser 4-Square. 


noticed was a system of panel signs for the trucks—signs that are 
changed about once a month to keep them both fresh and seasonaj 

In a shed visible from the street we noticed a big stock of Weyer. 
Mr. Greiman told us it is proving popular with 


Among other things yp 





























few machines this building has been cieared out and is being refin- customers, especially in such items as siding and flooring. I[, 
ished above and below stairs as a sales and display suite. The popularity extends to contractors as well as to owners, and Many 
first floor is complete and shows great displays of hardware, paint, builders have formed the habit of asking for it when they giye 
trellises, garden furniture and unpainted furniture. The original their orders. It is easy to handle, always in prime condition ang 
plan called for displays on just the first floor; but this seemed exactly on grade. Mr. Greiman said that “Guide-line had not beep 
not to be enough, so the second floor is to be included. It is a much handied but expressed the opinion that it might be highly Befo 
handsome and spacious arrangement, with exhibits beautifully dis- useful in pulling up the standards of framing construction, which 
posed. This company is bringing to bear its long experience in have been allowed to slip a little in the city since the war.” Ther 
some 
have b 
e fore V 
utting Romance Into the =» sows, | 2, 
till the 
Store Manager human 
a . Gordon Lumber Company, put of 
etail Lumber Business Fremont, Ohio fn 
wint 
home 
Time changes many things. Strange as it They injected “romance” into the selling of | English home displayed in the rear of the store Firs 
may seem, when things appear to be progress- their merchandise. They created a “buying one enters the offices and art studio. “What,” your 
ing unbearably slowly they may be taking very appeal.” They succeeded because they directed you say, “An art studio in connection with the : 
creat strides toward a definite goal. This is their efforts along correct lines. lumber business?” It may sound a bit ridicu- — 
especially true today of the retail distribution We wondered how we could inject “romance” lous on first thought, but it isn’t. It is just one know 
of lumber and building specialties. into pieces of lumber, how we could dress it up of the ways that are solving our problem; leaks | 
Not long ago, in fact the time almost may be to create “buying appeal.” Of course, it was a namely, to get the women into our store and damas 
reckoned in months rather than years, the re- laugh. It was out of the question. Our mer- thereby gain their confidence in us when they me id 
tail lumber business was still being operated chandise was all raw materials in which there have building problems that need to be solved. hie : 
along nearly the same lines as the old-fashioned _ was little beauty. We found that even after creating a beautiful right 
country store. A large percentage of retail store and putting in lines of merchandise such man 
lumber yards are still “tw operated along Must Get Confidence of Women as paint, Aono etc., we were not getting the in “t. 
these same old lines—no originality, no pep, no But we did know that if we could get the desired numbers of women into our store. We in toil 
enthusiasm, no ambition, and last, but not least, confidence of the women of our communities, then decided to create an art studio, which was Pai 
no “romance.” — so that they would come to us for help in plan- Placed under the charge of a very competent al 
However, a few lumber dealers throughout ning their homes; if we could make them feel young lady who acts as art instructor and store the o1 
the country have been awakened to the need of that we were capable of giving authentic infor- hostess. Two nights of each week are given gutte 
change in business methods. They have seen mation on everything that goes into the home, Over to art classes for ladies. On these nights pots ; 
their neighbors in other lines of business long from the footings under the foundation to the the store is filled with women who are given | ion 
since using modern methods of merchandising chimney cap, to even the pictures on the walls, structions in plaque painting, Christmas card there 
their goods. the color scheme, the curtains, the landscape Painting, lampshade decorating, glass painting weatl 
, . gardening, and every other detail, we would etc. The instruction is all free, but each lady and 
An Unflattering Picture of the Past have succeeded in injecting “romance” into our iS required to purchase all her material for the doors 
As lumber “dealers,” not “merchandisers,” we business, the like of which is to be found i art classes, such as plaques, cards, lampshades, Stee , 
used to sit around in our close, dirty, disorderly "° other. ; — sets, paints etc. from our store. All this 5 
aiiine* aan tial de teh Gata Our first problem, then, as dealers in materials = 1andise is carried and sold at a very nice now 
it their hangout; sit around on boxes and kegs; °F homes, was to so locate our places of busi- — Pront. g 6heces 
tell stories, eat, drink and smoke with them; eee as At be convenient for the lady of the Becomes Member of the Art Club p be n 
hoping that they would bring some business to Ouse while on her shopping trips downtown. come 
us and place it in our laps. When the orders The old lumber offices usually were out along Each lady as soon as enrolled becomes a ’ 
did come in, we took them out into the shed, SMe railroad where a woman was loath to g0, member of the Gordon Art Club. It is our en- It! 
loaded the items onto a wagon, delivered them "4, in fact, she was seldom seen there. We deavor to make each member feel that she is put % 
to the job, and then complimented ourselves on finally came to realize that our places of busi- a part of our organization, and that she hasa fold h 
having done a good job of selling, when, in "SS must be attractive, inside and outside. vital interest in it. To accomplish this, we the , 
fact, we had not even done a job of service. In our particular case, we chose a corner allow each registered member a discount oF r 
At that time, had one dared to mention location, one block each way from two very 10 percent on any and all merchandise which J with 
“romance” in the retailing of lumber and build- busy intercity highways, in the heart ot the she may purchase in our store, and which i ter1o0 
ing specialties, he would have been laughed to downtown district. Across the street are one carried as a stock item therein. rain 
scorn. However, today some of us do know the city’s leading banks, the offices of the We have found our art classes to be a key to outs: 
the meaning of the word “romance,” and we do POWEFr Company, a grocery, a bakery and a loan the solution of the problem we have been try- | po 
know that such a thing is possible in the re- Company. The two exposed sides of the store jing to solve. It brings the women—the house- will 
tailing and distribution of our merchandise. building we chose are arrayed with 90 feet of wives, into our store at least twice each week. look 
For some time it has been the concensus that beautiful display windows. bn —_ a the essential “romance” into once 
the housewife is, in the majority of cases, the . . the selling of home necessities and comforts. § 4 
ultimate deciding factor in we purchase of mer- Home Display and Art Studio Each woman has acquired an interest in the J _ 7 
chandise. And especially is this true of pur- The interior of the store carries a complete Gordon Lumber Co. What is the result? When ; — 
chases of merchandise which go into the home. line of a nationally known line of paints within the family decides to build a new home or make BF  proo 
It is she who goes over every square inch of _ the shelving along one side. In the rear of the TePairs on the old one, her first thought is oo FB blow 
the interior of her home, cleaning, arranging, store is built the exterior of a home designed the Gordon Lumber Co. She has faith that we ; It 
decorating, planning etc.; to make it appeal to in English architecture. The roof exposures are authority along all lines of home necessi- -ei] 
her family; that she may be able to proudly of this home are attractively roofed with differ- ties. She has talked “Gordon Lumber Co.” to _ 
show it off to her friends: and it is she who ent designs of Johns-Manville asbestos shingles. her husband so much that he, too, thinks ol Sor 
really puts the “romance” into the home. She Along the other side is a rustic porch, roofed us when in need of building materials. It meats wea 
plans and plants her garden and flower beds, with old-fashioned shakes or hand-hewn shingles. that we are in stronger position to get the cream § A 
arranges her lawn furniture, chooses the colors Near this porch and towards the front of the Of the building business without competitive et 
for painting the exteriors of the buildings, the store is displayed a beautiful colonial stairway, iguring, or ruthless price slashing, and with a § mak 
colors and designs of the roofing etc., to har- which mounts to the space over the front dis- keen satisfaction that we have rendered out § com 
monize with the surroundings. Why shouldn’t play windows. Up there is a very attractive Community a commendable service. win 
she be the deciding factor in making these pur- display of unfinished furniture. fuel 
chases? Yes, we sell unfinished furniture. Why? Be- | 
We came to realize that merchants in other cause it has a place in the home; it has an ap- THe apverTIsSeD slogan of the Blacker & — 
lines had taken advantage of this fact; and that peal to the housewife, it requires paints to Shepard Co., with headquarters at 409 Albany rial] 
by clever tactics in store arrangement, “mer- finish it: it gives the housewife a reason for Street, and a branch yard at 38 West Squantum hou 
chandising” if you please, had succeeded in ‘coming into our store. Street, Boston, Mass., is: “Everything from 


making what they had to sell appeal to women. 


Going back through the front entrance of the 


Spruce to Mahogany.” 
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Before Cold Weather 


There is still time to do 
some of those things you 
have been planning to do be- 
fore winter comes. Prob- 
ably they have been put off 
till the last possible day, as 
human nature is prone to 
put off, but if they are not 
done now, you face another 
winter in unsatisfactory 
home conditions. 

First, have you inspected 
your gutters and flashings 
around the chimneys? You 
know there’s where the 
leaks come and considerable 
damage and expense can be 
avoided by attention at the 
right time. Or, as an I[rish- 
man put it: “Nip the leaks 
in the bud by takin’ a stitch 
in toime!” 

Painting and repairing are 
the order of the day. New 
gutters and new chimney 
pots; new shingles here and 
there on the roof; new 
weatherstrips for the doors 
and windows; new storm 
doors and sash, are sprout- 
ing all over the land, for 
now is the time for all those 
necessary repairs that must 
be made before winter 
comes. 

It’s a good time, 
put a new overcoat on the 
old house. A new roof over 
the old one adds protection 


also to 


without disturbing the in- 
terior should an untimely 
rain happen along. A new 
outside of shingles or siding 
will make your old home 
look like a gay, young thing 
once more, inerease its value 
by a considerable sum, and 
add warmth and weather- 
proofing when cold winds 


blow and icicles glisten. 
It is also a good time to 
ceil the garage or put in a 


good garage floor or good, 
weatherproof doors. 

All of these things help to 
make a home more cozy and 
comfortable during the dark 
Winter months, to reduce 
fuel bills and the labor of 
cleaning, and also add mate- 
rially to the value of the 
house. 


The Happiest Room in the House 


Some day a poet will arise who will sing a paean of praise 
for the all-year sun room, that delightful, gay, informal gather- 
ing place for the family and its most intimate pals; where joy- 
ous summer evenings give place to sunny fall afternoons and 
long, delicious fall, moon-lit evenings, then to cozy, warm and 
cheery winter days when sewing in the winter sunshine is a 
delight, and a gossipy afternoon tea, looking out over the wintry 
landscape, a long-to-be-remembered oasis in the winter round. 

For in the sun room all the brightness, gayety and hospitality 
of the home are centered. Into the sun room gloom never enters. 
There all the colorful, cheery, funny, happy things and thoughts 
cluster. There the merry ones gather and indulge in light- 
hearted banter and laughter. There minds meet and hearts go 
out and confidences are exchanged. 

It is the happiest room in the house and it well deserves a 
little attention on the part of the home builder. 

The big, old rambling porch of an earlier day on which so 
many of our forbears did a good deal of their courting, was 
indeed a romantic and picturesque feature of the bigger and 
more rambling old houses of that day, but it had only a limited 
use, for too often the weather or the insects of the night drove 
the inhabitants into less romantic quarters. 

3ut the screened-in porch which succeeded it, added many 
lovely evening hours and many long, warmish fall and spring 
days to the out-door life of the family. 

The glassed-in porch and the modern sun room have made an 





all-year and every day affair of the old-fashioned, summer-time 
porch which was useful only in fine weather. 

How much of beauty has come into the lives of the family 
since the all-year sun room has come into vogue would be hard 
to estimate, for its glass sides have revealed vistas of changing 
scenes and colors undreamed of in the old days when drawn 
shades were the winter’s mode, and its informality has permitted 
an originality and gayety in furnishings and colorings which 
insensibly raise the drooping spirits and soothe the worried 
mind. 

An investment in a sun room is one of the “sure things” in 
this world. Your returns in health and pleasure are certain 
and your profits big. It adds much to the beauty of the home 
and gives the family another room. It is a center for all the 
pleasurable activities of life—a place to read, to visit, to nap, 
to lunch, to dream and, when necessary, to convalesce. 





Autumn Tints and Hints 


The tang of frost in the 
air, the blaze of color in the 
woods, the curly chrysanthe- 


mums in the gardens, all 
give notice to the home 


owner that now is the time 
to check up necessary re- 
pairs and improvements 
about the house to make it 
snug and warm for the 
colder months to come. 


If your roof is showing 
signs of decay it’s a good 
time to repair it now. If it 
is apparent that you will 
need a complete new roof in 
the next two or three years, 
it would be a wise idea to 
put it on now instead of 
merely patching up, for 
costs are down to a mini- 
mum at the present time. 


A fire-place and chimney 
add immensely to the ap- 
pearance of the house as 
well as adding comfort and 
coziness to the living room. 
If you are ever going to put 
them in, now is the time to 
do it. Foundations must be 
laid and the chimney built 
before heavy frost. 


Many an old home will 
look a hundred percent bet- 
ter, will be greatly enhanced 
in value, and will acquire 
added warmth and comfort 
if a new exterior is given it. 
Modern shingle siding is one 
of the most attractive of 
home-building fashions, for 
it brings the building into 
harmony with the landscape 
as nothing else will do. 


One of the items which 
go to make up a comfort- 
able home in winter time, is 
a removable winter vestibule 
before the front door. It is 
one of the most economical 
improvements you can make, 
for it stops drafts and re- 
duces fuel bills. It can be 
an adornment, also, and not 
the too-often painfully ugly 
thing it is. 

There are ready-made 
glazed units and special trim 
for this purpose, but they 
can be built to suit without 
great trouble or cost. 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 


owning and home improvement and to help create business. 


Show it to your editor. 





Free reprint on request. 
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Michigan Dealer Suggests Some 
Convention Topics 


In a letter to the AMERICAN LUMBERMAN, 
R. W. Hall, manager of the Sturtevant & Blood 
Co., Owosso, Mich., suggests some subjects that 
he regards as most imggprtant at this time and 
which he would like hear discussed at the 
annual convention of his State association. The 
subjects outlined by Mr. Hall are as follows: 

1. What is the small lumberman going to 
do about the financing of building? 


9 


2. How is he going to meet the competi- 
tion brought about by mail order houses and 
of which 


> 


leading lumbermen? 


other organizations, some 
our 


are spon- 


sored by 


3 Can not some way be devised so that 


the material man can hold his merchandise 


the same as the automobile man, the washing 


machine man, the radio man etce., instead of 
going through the cumbersome process of 
the lien law? 


the lumberman to 


contractors 


4. Is it not possible for 


start a.campaign against and 


builders who are continually beating the ma- 
terial man? 


5. Can not some plan be devised whereby 
a person buying merchandise from a lumber 
dealer or any other merchant shall be forced 
to pay? 


6. The last subject that I suggest is the 
bank. I think it very important that we 
discuss the relation of the bank to the retail 


lumberman, for you know that in most States 


it is necessary for the banks to invest 50 
percent of their deposits in first mortgages, 
and these first mortgages are what makes 


building possible. It is also true that many 
lumbermen have notes in the banks, and un- 
these institutions are kept in healthy 
condition they may demand payment for these 
notes on short notice, and that would not 
be so good. 


less 


I know you will laugh when you read sug- 
gestion No. 5, but there are millions of dol- 
lars lost in the United States every year just 
because there is no law which forces a man 
to pay his bills, and it is my opinion that we 
will never see sound business conditions until! 
something this line. 


is done along 





This Week’s Timely Tip 


Here’s a Labor-Saving Lumber Jack 


The lumber jack illustrated herewith was designed for use in un- 
loading heavy planks and timbers either from truck to pile, or vice 


versa—and for “piling ’em high.” 


and balanced midway on the iron spur at the top of the standard. 
can be swung in any direction and either end tilted so that it comes to 


rest on the top of the pile; a small 
roller is then placed under the 
end, and it is then rolled on the 
pile without difficulty. The stand- 
ard is made of 4x4. The braces 
are of 2x4 placed at such an angle 
as to prevent its jack from over- 
turning. The spur (A) is of iron, 
the lower end being a round rod 
about three-quarters of an inch 
in. diameter and six inches long, 
which enters the end of the post 
as shown by the dotted lines. 
This should fit loosely so as to 
turn. freely. The spur should 
have a flat shoulder, to afford a 
bearing on a thick iron washer 
which is set flush in the top of 
post. The small sketch (B) 
shows side view of the spur. This 
spur can be hammered out by 
any blacksmith and require but 
a little fitting. Heavy timbers 


may be handled on this jack with ease, and elevated to a sharp angle, 


the spur preventing any back-slip. 


The plank, or timber, is slid out 
It 
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Retailer Provides Waiting Sta. 
tions for Bus Passengers 


The illustration herewith shows how E. ¢ 
Lightfoot, a lumber dealer on Mercer Island 
just across Lake Washington from Seattle 
Wash., has found an effective way to place his 
name and business before the public, and at the 
same time create good-will because of a benefit 
bestowed upon the community. 

Mercer Island is a steadily growing suburban 
community, where improved roads and a semi- 


One of three attractive little waiting stations, 
on bus line, provided by lumber dealer 


isolation combine to form an attractive setting. 
It has, however, no community newspaper, 
hence the need was specially felt of some means 
for impressing upon the residents the facilities 
afforded by a building material dealer on the 
ground. 

The bus company needed some waiting. sta- 
tions and Mr. Lightfoot needed advertising, s 
the two got together, the lumber merchant fur- 
nishing the material and labor for erecting three 
attractive and comfortable little waiting. sta- 
tions along the bus line, the bus company doing 
the painting. Total cost of the three stations 
was about $200. 
wall opposite the front entrance where it can 
be seen from outside as well as from within, is 
placed a large sign reading as follows: 

This 
BUS STATION 
Put Here 
YOUR CONVENIENCE 
By 
kr. G. LIGHTFOOT 

Mercer 

Building Material 
and 

CLARINGBOULD 

Bus 


FOR 


Island's 
Dealer 


c. &. 
Operator 


The station is well lighted, having a window 
on each side, and extending the full length of 
the building, against the back wall, is a com- 
fortable bench that will seat a half dozen per- 
sons. A gutter extends the width of the rool, 
to prevent any dripping, while the wide 
eaves make it unnecessary to close the door 
except in case of heavy, slanting rain, or ex- 
treme cold. 

As every resident of the community uses these 
stations at least occasionally, and most of them 
frequently, this contribution to the comfort and 
convenience of the people has created a decided 
feeling of good will toward the lumber dealer 
who made them possible. The friendship and 
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Inside the station, on the back | 
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oral advertising given the lumber dealer by the 
hus operators also are assets. ; 

“Altogether, this has proven well worth while 
from the advertising and good will standpoint,” 
said Mr. Lightfoot. “Actual orders have been 
traced to these signs, the business coming both 
from new people just coming into the com- 
munity and from old residents.” 





The Voice of an ''Angle" 


J, R. Hansen, assistant manager Dultmeier 
Manufacturing Co., Manning, lowa, recently 
sent in to the AMERICAN LUMBERMAN a copy 
of a letter recently received by his company in 
response to a collection letter that went out to 
customers whose accounts were past due. No 
doubt there will be general endorsement of the 
pious invocation with which the letter closes. 
Here is the letter in full: 

Gentlemen: Things has not changed much 
since you heard from me last only that farm- 
starting to pick their corn and I am 
insisting on them selling their corn so as to 
get the money in circulation so as to make 
every person feel better if they was to come 
in and say “Jack, I have come in to help you 
out a little in money matters” I sure would 
think it was an angle speaking. It makes 
an honest heart humble when they can’t do 
as they would like to do and gentlemen just 
as soon as I can get a portion of your money 
will sure hear from Scotland and may 
God help us in our humble efforts to have the 
come in and do their duty. 

Yours truly 


ers is 


vou 


people 





How to Get Rich in the Retail 
Lumber Business 
Nov. s—M. E. 


CuHar.ortTe, N. C., - Herrin, 
president of the North Charlotte Lumber Co., 
with headquarters here, has found a new way 
to get rich in the lumber business, which 1s, to 
find gold nuggets on the side. 

Mr. Herrin bought a piece of property re- 
cently that had on it an abandoned gold mine. 
Taking a walk about the property recently, he 
kicked what he thought was a rock, and dis- 
covered that it was a 12-pound gold nugget. 

Since that time he has been offered $1,700 for 
the nugget by the Bureau of Mines, Washing- 
ton, D. C. The chunk of gold ore is now in a 
Charlotte bank for safe keeping. It is said 
to be one of the largest ever discovered in the 
United States. 

Mr. Herrin is installing machinery and mak- 
ing plans to reopen the abandoned mine and 
begin working it again—but in the meantime is 
keeping at his retail lumber business. 





Increased Roofing Business by 
Advancing Tax Money 


\ recent bulletin of the Washington and 
Oregon Shingle Association tells of a “new 
wrinkle” by which a Texas roofing concern 
increased its 1931 sales over 1930 and over 
1929, 

This increase was due to the firm’s “tax 


loan” plan. Arrangements were made to ad- 
vance tax money to all roofing customers, the 
loan to be repaid together with monthly in- 
stallments on the new roof. 

Customers were given loans up to $50 in 
the form of checks made payable to the tax 
assessor. Many had already paid part of their 
taxes when the plan was announced so that the 
average loan was $37. 

Loans were granted to everyone whose credit 
(and possibly roof) justified it. Ratings were 
checked through credit bureaus and_ personal 
references. A mechanic’s lien was taken on 
every job. First payments were due thirty 
days after completion of the work and _ the 
aggregate debt was pro-rated over a _ twelve- 
— period with an 8 percent carrying 
Cnarge, 
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Flooring Salesman Tells of His 
Hardest Sale 


In a “Sales-o-gram” (No. 61) appearing in 
the AMERICAN LUMBERMAN recently, the sug- 
gestion was made that dealers, by way of self- 
education, jot down the details of some of “the 
hardest sales they ever made,’ and study them 
as a sort of guide-post for help when tackling 
“tough ones” in the future. 

In response to this suggestion a letter has 
been received from a reader who identifies 
himself only as “J. A. B. of the Canada Floor- 
ing Co. (Ltd.), Montreal,” which not only is 
very interesting but which embodies a point of 
real salesmanship coupled with quick thinking 
that is well worth noting. Here is the story 
as told by “J. A. B.”: 

“The hardest sale I ever made was to Mrs. 
Donar Brabent, Esplanade Avenue, Montreal, 
in 1903. I called on Mr. Brabent for three 
weeks almost every two or three days and with 
all kinds of arguments I finally sold him 850 


37 


Brabent gave in and consented to have the 
hardwood flooring borders providing they were 
not over 12 inches wide because, she thought, 
they cost too much.-> 

“T was then getting-$14 a week and it was 
hard to sell about 120,000 feet a month, but 
within six years or so of that time I was get- 
ting nearly $100 a week, and it was easy to 
sell a million feet a month. Our work had 
been done, the propaganda had changed the 
minds of the people who in the course of time 
saw the price rise from $32 a thousand feet 
to $185 a thousand feet and still kept on buy- 
ing it. 





Wood Fences Are Still in Favor 


There are those who say that the day of the 
wooden fence is gone; but they will change 
their minds if they drive through the East or 
those parts of the Old South where horses are 
raised, as did one of the editors of the AMErRI- 
CAN LUMBERMAN during the last summer. And 
in towns and cities are to be seen all sorts of 

ornamental picket 














feet of birch flooring at $32 for borders in a 
three-flat house he was building for himself. 

“After the flooring was delivered Mrs. Bra- 
bent, who had not been consulted, stepped in 
and would not let the flooring be put down. 
I was told to take that flooring back, but in- 
stead of doing that I tackled Mrs. Brabent 
with the strategy of cleanliness. I was in her 
parlor, which was wholly covered with carpet. 
I walked to a corner of the room, pulled up 
the carpet and picked up a handful of moths 
and chewed-up wool with plenty of dirt and 
exclaimed, ‘Ah, Madame Brabent, you can not 
call that a hygienic room for your lovely chil- 
dren to live in? And the quicker good fami- 
lies do away with carpets against the walls, 
the quicker they will empty the tuberculosis 
hospitals.’ 

““*Ah, Madame Brabent’,” I exclaimed again, 
“ “with hardwood flooring borders, germs can 
not live, because no dust or dirt can accumu- 
late’.” And would she not allow the flooring 
to be put down since her husband was gener- 
ous enough to give her that luxury and com- 
fort? Well, sir, at this point the desperate 
actor proved equal to the audience and Mrs, 


fences, some quite simple 
and utilitarian, others 
as carefully planned for 
architectural detail as 
the great houses they 
surround. Along the 
route some typical 
fences were “snapped,” 
as shown herewith. 

In Virginia 
motorist 
miles of 


the 
countless 
board fences, 


sees 





Top—An interesting 
wood fence bordering 
a well traveled highway. 
Center—A neat white- 
painted wood fence sur- 
rounding alumber yard. 
Bottom—A _ picturesque 
fence of the old-fash- 
ioned rail and mortised- 
post variety 





painted or whitewashed. 
These surround _ pad- 
docks and horse pas- 
tures where the owners 
will not run the risk of 
having their blooded 
animals injured by wire. 
A good many lumber 
yards carry one-by-six 
rough boards of a high 
grade for building these 
fences. 

The old mortised-post and rail fences were 
among the early advances over the still earlier 
rail “snake” fences. But, contrary to common 
belief, these fences are still built in the East. 
Perhaps they are most popular on farms that 
have become country estates. Hoffman & Bald- 
win, lumber dealers, of West Chester, Pa., carry 
these mortised posts regularly in stock. They 
have their own gangs of men who split them 
out and do the mortising in the woods, and who 
also split out and fashion the rails. They are 
efficient fences, protecting stock against the 
general run of fence injuries and looking “no 
end” picturesque. 








Ficures on the sawmilling industry for 1929 
compiled by the Dominion bureau of statistics 
with the co-operation of the Forest Service De- 
partment of the Interior, show a total of 3,161 
sawmills in operation. Of these the Province 
of Quebec, with 1,044 mills reporting, has al- 
most one-third, but as regards size and capacity 
of mills, British Columbia leads with thirty- 
seven mills having a capacity of twenty million 
feet and over, Ontario coming second, with ten 
such mills, 
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NASHVILLE, TENN., Nov. 2.—If the new sample room of the Shelby 
Lumber Co., this city, were a sample room and nothing. more, 
would not have been written. In spite of the fact that it is 
the last word in modern lumber, millwork and built-in fixture displays ; 
that it is the finest display of its kind in Nashville and perhaps in the 
entire South; that it has attracted scores of people daily since the open- 
there would be little real novelty in it, for many other retail 
lumber dealers have installed sample rooms to display their merchandise 

“Our idea of a sample room,” states M. J. Schlosser, general manager 
of the company, “was that it should not only attract prospective builders 
and buyers but that it should supply us with very definite leads which 
we could follow up until the sales were closed. We wanted a sample 
room that would work for us both day and night, one that would not 
merely display our lumber and millwork but that would actually sell it.” 

The result of this was the building of the type of sample room that 
would accomplish the first part of Mr. Schlosser’s idea, and the develop- 
ment of a method of using it that is accomplishing the second. 

The sample room occupies a space 20 feet square with a 10-foot ceil- 
ing. The entire front of the room, facing the street, is devoted to two 
large windows, separated by a door in the center. This permits the in- 
terior of the room to be seen not only from the sidewalk but from pas- 
sing There is little foot traffic on Shelby avenue, but the 
street, being a main artery between the business district and the eastern 
residential section of the city, carries an heavy automobile traffic. The 
sample room is specifically designed to attract the attention of passing 
autoists. 

The floor of the room consists of 2'%-inch first grade white oak, 
varnished and waxed. Around the walls of the room, the flooring con- 
sists of a border of alternate boards of 2'%-inch first grade walnut and 
maple, affording a very striking contrast with the balance of the floor. 
The walls are of composition board, with panel strips, painted in ivory. 


Avenue 
this article 


ing day, 


automobiles. 


Some Details Concerning Arrangement, 
Finish and Color Scheme 
In the center of the rear wall is a built-in mantel with bookcases on 
cither side, the mantel being done in ivory, the bookcases in gray. On 
the right wall, toward the rear, is a built-in kitchen cabinet painted in 


gray and blue. The cabinet has a tile drainboard on either side of the 
sink. Toward the front of the store stands a built-in china closet, painted 
green, while between the kitchen cabinet and the china closet a picture 


clipped from a magazine and surrounded by a paper frame similarly 
clipped gives a very realistic home-like effect to the right wall. 

In the corner formed by the junction of the left and rear walls stands 
a corner cabinet done in turquoise blue, blue green, and Chinese red 
The Colonial mantel is beautified by a pair of wrought iron andirons 
which support logs ready for the touch of a match, while the hearth- 
stone is represented by tiling. Overhead and at suitable places over the 
mantel and upon the walls are placed ornamental light fixtures contain- 
ing orange bulbs. When lighted at night, and the lights stay on until 
midnight, the effect is cheery and enticing. 

The sample room adjoins Mr. Schlosser’s private office, and the door 
between is also a sample of the company’s millwork. It is of California 
white pine stained a dark walnut, the top of the double doors forming 
a flattened arch that is very effective. Mr. Schlosser’s office is done in 
knotty pine, natural finish, while the flooring consists of second and third 
grades of 1%-inch red oak. 

“With this arrangement,” 
three grades of 


Mr. Schlosser, “I’m able to show 
flooring in two colors and two widths. One of the most 
important rules of retail selling is to have as wide a variety of merchan- 
dise to offer the customer as is possible and, in the sample room and my 
office, I’ve tried to carry out this idea as well as possible. 

“But it isn’t only what you have that builds business, it’s how you 
use what you have. We've put into operation a system that is giving 
unusual results. We first turned on the lights on a Saturday night. On 
Monday morning more than a dozen people called at the office to get a 
better look at the sample room and several of these prospects were 
turned into customers. 


states 


securing the names and 
visited the display. I’m opposed to the idea 
and the like, on general principles. Anyone 

But business success comes only from sell- 


“From these calls 1 conceived the idea of 
addresses of everyone who 
of prize contests, drawings 


can give merchandise away. 
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Dealer's Display Room 
Is Made to “Produce” 
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An Effective System 
for Getting Live 
Leads Described by 
E. H. BROWN 


ing it. Nevertheless, in this particular case, I don’t look upon what we 
are doing as being in the nature of a contest, although it undoubted) 
looks that way to the customers, but as a legitimate and comparatively 
low payment for very exceptional value received. 

“Each visitor is requested to register his (or her) name and address. 
and to state whether interested in building a home or simply in purchas. 
ing built-in fixtures for a home already constructed, the registration be- 
ing made in a special book kept in the display room for that purpose. Ip 
return for this information, we have a drawing every 60 days and the 
winner is given a choice of any of the built-in fixtures shown in the 
sample room. 

“From these names | am building up a prospect mailing list of people 
who have actually visited the sample room, who have seen the quality 
of the work we turn out, and who are, or at least should be, favorably 
impressed. This is a 100 percent list of prospects, and we feel that it js 
well worth the cost of the occasional cabinet or mantal used as the means 
of securing it. 


Registration Book Ils Open to Contrac- 
tors for Solicitation 





“This registration book is open to the inspection of the various con- 
tractors with whom we do business and we urge them to solicit the busi- 
ness of those people who have stated that they propose to build homes. 
In using the names in this manner, of course, we have to be careful not 
to let too many contractors get after a single customer, for that might 
result in disgusting the prospect with the way we do business. On the 
other hand, a little competition is good for the boys, so we apportion one 
prospect to three contractors. If, after a reasonable length of time, the 
first group of three fail to secure the contract, we call them off and turn 
loose another group. 

“The other names on the list, 


that is, those who have signified their 


interest in built-in fixtures alone, we follow up ourselves, either by mail, 
telephone or in person. The beauty about this list, as well as the names Ff 
which are turned over to contractors, is that it consists of people who § 
have volunteered the information. Many of these people have not yet 
reached the stage of definite planning, actual building permits are still 
farthest from their minds. We not only have first hand information first, § 


but to a certain extent we have a hold on these prospects because they 
have already seen our work and have been impressed with it.” 

Mr. Schlosser’s method of using his sample room, does not stop with 
the acquisition of a first-class prospect list and its prompt follow-w 
either by the company or by the contractors, but includes a method if 





stimulating prompt action on the part of the prospects themselves. He 
has secured a number of home-planning books which are replete with J 
architects’ designs of homes suitable for that part of the country, which | 
Mr. Schlosser “lends” to prospects. 

“These books are loaned for thirty days only,” he states, “after which 
the prospect must return them or pay a dollar for each book. How- 
ever, if the prospect builds a home from a design in the book she has 
borrowed, the charge is cancelled, assuming, of course, that we furnish 
the lumber. And, in some cases, the thirty-day period is extended at | 
the request of a prospect. The idea is not to sell home-planning books, § 
but to stimulate home building.” . 


Each Sample of Built-in Woodwork Is 
Given an Individual Name 





Each built-in fixture in the show room has been named, and the name 
appears upon a small plate fastened to the fixture. The reason for this § 
is that the company desires to identify its products by name in the minds § 
of the prospects because many have a tendency to “shop around” before 
making the actual purchase. When a prospect “shops around” in the 
Shelby company’s sample room she will naturally note the names givet 
to the various fixtures. “That same prospect,” states Mr. Schlosser, 
“later inquiring of another company the price of, for example, a ‘Mar- 
quette’ corner cabinet (that obviously is not the name) will discover that 
it is our exclusive product, and that we alone have the correct specifica- 
tions. In other words, if she wants a ‘Marquette’ she will have to pur- 
chase it from us.” 





Of course, the company is ready to build any fixtures to the customer's 
specifications. The named fixtures in the display room are all samples 
of standard stock models which, because they are standardized, can be 
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offered at somewhat lower prices than fixtures 
which must be constructed to order. But a cus- 
tomer wishing something else receives the full 
co-operation of the company. The firm’s drafts- 
man is called in to discuss the proposed fixture 
with the customer and he prepares a special 
drawing after he has learned what she has in 
ind. 

"a The purpose of the display room is not neces- 
sarily to sell standardized fixtures but rather 
to show samples of the company’s millwork. 
The customer may prefer the standardized 
product ; if not, she at least sees that the Shelby 
Avenue Lumber Co. is prepared to make what- 
ever she wants. 

There is nothing especially new in having a 
sample room. But this company has put its 
room to work in a number of different ways, as 
explained, and has enjoyed a decided increase 
in business as a result. 


Spending $500,000 in 
Improvements 


CLoguET, MINN., Nov. 3.—More than $500,- 
000 is being spent by the Berst-Foster-Dixfield 
Co., of Cloquet, manufacturer of wood products, 
on an expansion program, which includes a new 
building,, new machinery and other improve- 
ments. Work on the new structure, which will 
be a 2-story brick plant, 110 by 280 feet in 
dimension, will begin at once, Herbert H. Dick- 
man, general manager of the company says. 
The new building will house its clothespin mill 
and molded pulp mill. The latter will turn out 
dishes, pie plates and similar ware. These are 
made from pulp wood which is ground and pre- 
pared in processes similar to those employed for 
making print paper. Spruce will be used ex- 
clusively. The manufacture of pulp dishes will 
mark the firm’s largest expansion, and employ- 
ment will be given to more than 250 persons. 


Plant 
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Large Number of Jobs Started 


(Continued from front page) 


through full page and smaller advertisements in 
the newspaper already named, which has gotten 
behind the movement in an admirable way. 

The campaign has a number of special fea- 
tures that are contributing to its success. One 
is that the names of citizens who indicate their 
desire to co-operate, by clipping and sending in 
the coupon appearing in the advertisement 
(which is reproduced on front page), are printed 
in the news columns of the newspaper from day 
to day as a sort of Honor Roll, which helps to 
maintain interest in the movement, and by force 
of example encourage the enlistment of others. 

Another interesting feature of the campaign 
is the enlistment of the school children for 
“doing their bit” to help relieve unemployment. 
This is being accomplished by offering $50 in 
cash prizes, ranging from $25 down to $1, for 
boys and girls reporting the greatest number of 
jobs. The boys and girls are urged to inquire 
of their parents, neighbors and friends to find 
out whether any remodeling, repairing or im- 
proving is needed in their homes or business 
properties. If so, and if the owner will consent 
to “play the game” by having the work done 
now, the job counts for the boy or girl who first 
discovered it. The contest, however, is for 
actual jobs, not merely prospects. No job re- 
ported will be counted unless work thereon has 
been begun by Nov. 17. This contest closes at 
5 p. m., Nov. 10. Every boy or girl of school 
age is eligible. 

Financing of the campaign has been provided 
for by raising a fund of $1,500, contributed by 
the co-operating firms and individuals. This 
money was placed in the hands of a special 
committee made up of a representative of the 
lumber dealers, a representative of each of the 
contractor groups and a representative of the 
Journal-Gazette. 

This committee directs all the activities of 
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the campaign, meeting each Thursday evening 
to outline the program for the following week. 
News stories are being carried in the Journal- 
Gazette every day, while large display adver- 
tisements appear twice each week, on Sunday 
and on Wednesday. A 15-minute radio pro- 
gram is being broadcast each Monday evening 
from 8 to 8:15 o'clock, at which time some 
prominent citizen addresses the radio audience 
concerning the importance of this movement to 
the community. 

The campaign is proving to be very effective, 
it being authoritatively stated that a large num- 
ber of jobs have been started which would not 
have been gotten under way this fall had it not 
been for the campaign and the publicity that has 
been given to the movement throughout the city. 





Report on Wage Scales 


OrLANDA, FLa., Nov. 2.—Questionnaires on 
wages paid in all departments were sent out to 
75 members of the Florida Lumber & Millwork 
Association by President Rush Todd and Sec- 
retary Frank Williams. Forty-six members, 
or 60 percent replied, showing high, low and 
average figures as follows: 


Aver- 

High Low age 
ee $ 8.00 $2.25 $5.38 
Stenographers ....ccccsece 4.75 2.00 3.34 
Millwork superintendents. 12.50 4.50 7.96 
WEED ok 60 005004456000 12.50 3.50 8.14 
Millwork machine men... 8.00 3.50 5.20 
Millwork cabinet men.... 8.00 3.50 5.62 
Millwork bench labor.... 7.20 3.50 5.24 
Millwork glaziers ........ 7.20 3.15 4.93 
Millwork helpers ......... 4.80 1.68 2.96 
Retail yard foremen...... 7.50 3.00 5.00 
Pema GriVOle icc ccccseces 4.16 1.50 2.84 
SE I hoa 6 ocsc5.n bee oe ase 3.33 1.00 2.21 
Night watchmen.......... 3.60 1.00 2.53 


The inquiry included only retail yards and 
millwork plants. 


Cultivates Farm Trade With Good Results 


BeLoit, Wis., Nov. 2.— A farm 
trade that bids fair to outrank city 
business in importance, covering a 
territory several square miles in 
extent and including in its bounds 
hundreds of customers and poten- 
tial customers, is being handled by 
the Wilford Lumber & Fuel Co., 
this city. A good-will plan in- 
augurated by the Beloit company 
last spring, mainly to help fill the 
time of a few of its employes dur- 
ing a slack period, is the reason. 

Farm purchases include fence, 
steel and wood fence posts, wire, 
barn and house paint and lumber 
for various repairs and remodeling 
about the place, besides a large 
variety of other material needed 
by the farmer from time to time. 
Besides the large lumber trade that 
has been developed, the coal busi- 
ness, as a result of the good will 
plan, has enjoyed a considerable 
increase also. 

Last April when a slump in 
trade found the staff with plenty 
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out separately, and each covered 
an entirely different section of the 
country in the vicinity of Beloit. 
The men’s time for more than a 
month was devoted to the plan. 


reap the harvest. 


was sown, and the firm began to 
Orders, increas- 


ing in number and in size were 
turned in by the good-will ambas- 
sadors. 


can give it. Instead of being an- 
noyed by the plan, they seem to 
appreciate the visits paid them by 
the firm’s representatives. 

The Wilford Lumber & Fuel 
Co., formerly the Keeler Lumber 











& Fuel Co., is one of the oldest 
firms of its kind in southern Wis- 
consin, having been established in 
1866 by Peter Keeler. Seven years 
ago F. W. Wilford, who has been 
connected with the lumber busi- 
ness for thirty-five years, took 
over the business. Associated with 
him are his two sons, R. S. Wil- 
ford, vice president; L: G. Wil- 
ford, secretary and treasurer. The 
firm employs thirty-five persons 
and uses fourteen trucks in its 
business. 

One of the most progressive ad- 





View of one of the lumber sheds of the Wilford Lumber & Fuel Co. 
Beloit, Wis., showing how the front was made to present the appear- 


ance of a house 


vertisers in the city, the firm uses 
newspapers, billboards, direct mail 
and any other type that it can find 
suitable to its needs. A consider- 
able amount of home building is 
done, the company working with a 


of time on its hands, officials of 
the firm found themselves faced 
by a problem with but two solu- 
tions from which to choose. One 
was to cut the staff to fit the busi- 
ness, the other to build the busi- 
ness up to fit the staff. They chose 
the latter alternative. 

A good-will tour of the farms 
to advertise the company and to 
get business was decided upon, and 
two members of the Wilford office 
staff were chosen as ambassadors 
for the trip. Each man was sent 


Scores of farms were visited and 
scores of farmers made acquainted 
with the Wilford Lumber & Fuel 
Co. 

The visits were mainly in the 
nature of social calls, the men 
“passing the time of day” with the 
farmers and letting them know that 
the firm was really interested in 
their welfare. Whenever possible 
suggestions as to the improvement 
of buildings were volunteered if 
the farmer seemed receptive to 
such suggestions. Thus the seed 


The effects of the plan, now 
closed for several weeks, are still 
being felt by the Wilford com- 
pany and will be felt even more in 
the future. For sales to farmers 
did not stop when the good-will 
tour stopped. Repeat orders have 
been filled and dozens of farmers . 
who never before traded at the 
Wilford yard are coming in. 

Farmers visited by the Wilford 
men have been only too glad to 
repay the firm’s interest in their 
welfare with any business that they, 


small group of selected contractors 
in handling this trade. Several 
dozen houses are erected each year, 
the Wilford company providing the 
materials, selecting the contractor 
and financing the work. 

But despite this and all other 
trade, the farm business is what 
is interesting the firm right now. 
And, with their convictions backed 
by the returns from the first good- 
will tour, company officials are 
planning to launch a second series 
of visits. 
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Hardwood Inquiry Is Broadening 


Export Inquiry Is Heavier 


MEMPHIS, TENN., Nov. 2.—Southern hard- 
wood production continues low, about 28 per- 
cent of normal, while orders are nearly 35 per- 
cent of normal and shipments are on about the 
same level as orders. Prices continue low on 
the majority of items, but a few advances are 
noted on such scarce items as inch red and 
white oak, and a few other items, principally 
those being sold for export. 

Resumption of business from overseas has 
surprised many in the export trade. With the 
Nationalists in power in Great Britain, there 
is every prospect for a continuance of good busi- 
ness from there and other European countries. 
Many cables have been received by exporters 
since the election, but prices offered are entirely 
too low. Volume of offers would indicate that 
business will continue to improve. 

3uying in the domestic market is scattered. 
Automobile manufacturers continue to buy, 
though their business is exceptionally small for 
this season. There has been a slightly better 
demand from radio cabinet manufacturers. 
Furniture manufacturers are occasionally in the 
market, but this business is very spotted. The 
sash and door manufacturers are practically out 
of the market, as are interior trim manufac- 
turers. Demand for flooring oak has slumped 
to a great extent as a result of the curtailment 
of oak flooring production. 

There are fewer offerings of logs at low 
prices. Not many mills are banking logs for 
winter, so production should remain low. 


Encouraged by Increased Demand 


LaureEL, Miss., Nov. 2.—Local sales man- 
agers say that there is a better tone to the mar- 
ket. They received more business last week 
than in any week for four or five months. 
Prices are still rather low, but it is thought 
that increased demand will have a tendency to 
strengthen-them within a short time, especially 
in view of continued curtailment. While the 
demand from the automobile body trade is much 
less than had been expected early improvement 
is indicated by report that production of auto- 
mobiles will be increased materially during late 
November and December. There seems to be 
some improvement in demand for low grade 
items. There has evidently been more activity 
in radio production, as cabinet makers have 
been placing a number of orders during the 
last two weeks. 


Say Business Tide Has Turned 


Boston, Mass., Nov. 3.— Hardwood mer- 
chants here suggest that orders are not being 
very evenly distributed. Some firms find the 
market very quiet, but others with wide con- 
nections report orders increasing quite appreci- 
ably. Some of the more optimistic say that the 
business tide certainly has definitely turned at 
last. They expect a gradual change in the up- 
ward trend of hardwood orders. Manufacturers’ 
stocks are being reduced, and consumers’ are 
certainly very low. Plain oak, both white and 
red, is attracting a good share of attention and 
birch is another good seller. The general range 
of prices is little changed, and there continue to 
be occasional bargain offerings. Advices from 
the Canadian Provinces indicate that the cut 
of hardwood logs there this coming winter will 
probably be very light. 

Several large oak flooring manufacturers have 
modified their views of value but business here 
continues to be quiet. Flooring quotations: 
Plain white oak, clear, $59@64.50; select, $47@ 
52.50; No. 1 common, $33@38.50; Michigan 
maple, clear, $58.50@63.50; Wisconsin and 


Michigan birch, clear, $54@58. Select oak 
flooring, although not active, is the best seller 
on the list. 

The new central station of the telephone com- 
pany in Winchester, Mass., is being finished 
with birch trim, and the order was secured by 
the rejuvenated A. T. Stearns Lumber Co., of 
Neponset, and cut in its own plant. Hardwood 
flooring is installed throughout the new manu- 
facturing plant of the Rose-Derry Corporation, 
mattress manufacturer, of Newton. 


Demand Continues Quiet 


LouIsvILLe, Ky., Nov. 2.— The hardwood 
market has been very quiet. There has been 
some scattered business, chiefly in inch stocks 
of common and better red and white oak, red 
gum and sap gum. Some Nos. 1 and 2 common 
magnolia was reported in recent sales, a little 
poplar, cypress, and some maple. Consumers 
are buying light and often. The movement of 
dimension stock has been fair to good, one com- 
pany having sold enough to keep fairly active 
over November. 

Asking prices are about the same as they 
have been. On inch stock local quotations are: 
Poplar, FAS, southern, $70; Appalachian, $80; 
saps and selects, southern, $45; Appalachian, 


Desirable Items Scarcer 


Jackson, Miss., Nov. 2.— The hardwoog 
market continues slow, but it is believed thy 
prices have hit bottom. A few mills that ay 
running have been able to buy logs freely 
account of the unusually fine weather, but it jx 
realized that they can not continue to do g 
when winter rains set in, as the woods are be. 
ing combed for logs in places usually inacces. 
sible during wet weather. 

Hardwood stocks are becoming badly broken, 
and the excess consists largely of items which 
are unsalable. It is freely admitted that the 
supply of certain staple items in dry stock js 
limited, and some thicknesses are quite scarce 
Some thicknesses of red gum and plain red an¢ 
white oak are in short supply in this section, 

Thomas E. Powe, of St. Louis, prominen 
hardwood lumberman, accompanied by his 
buyer, J. H. Jones, of Vicksburg, is making , 
call among his many manufacturing friends jp 
southern Mississippi. 


More Optimism Noted 


CINCINNATI, OHIO, Nov. 2.—More optimism 


recent months, and many leading wholesaler 


are convinced that a turn has come, and that} 
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promoting a campaign 
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wood carving purposes 





$50@52; No. 1 southern, $29@33; Appalachian, 
$42; No. 2-A, southern, $25; Appalachian, 
$30@32; No. 2-B, $19@21. Walnut, FAS, 
$195@197; selects, $125; No. 1, $65; No. 2, $30. 
Sap gum, FAS, $35; common, $23@25; quar- 


tered, FAS, $48@50; common, $32@34. Red 
gum, plain, FAS, $72@75; common, $37. Ash, 
FAS, $65; common, $37. Cottonwood, FAS, 


$34@37 ; common, $26. Southern plain red oak, 
FAS, $58; common, $37; plain, white, southern, 
FAS, $70@75; common, $39; Appalachian plain 
red oak, FAS, $65; common, $42; Appalachian 
plain white oak, FAS, $80; common, $45; Ap- 
palachian quartered white, FAS, $125; com- 
mon, $65@70; southern quartered white oak, 
FAS, $10; common, $62@65; southern quar- 
tered red oak, FAS, $85; common, $52.50; 
sound wormy oak, $24. 

At the meeting of the Louisville Hardwood 
Club, Brown Hotel, Oct. 27, L. B. Olmstead, 
Mengel Co., reported a two weeks spurt of 
business that had been very satisfactory and the 
best in some time. Export orders were com- 
mented on. C. S. Willett, W: R. Willett Lum- 
ber Co., reported good mixed car business, and 
better than usual demand for dimension. Clar- 
ence Hoover, Wood Mosaic Co., reported better 
flooring business, some export demand, and bet- 
ter releases on old orders. 


prospects are good for sales around the turn o! 
the year, or possibly earlier. 

Several sales executives of Appalachian mills 
who returned last week from the East reported 
a revival of interest among hardwood yards ané 
wholesalers there. Eastern consumers are be- 


coming impressed with statements of hardwood ff 


producers that items of Appalachian hardwood 
are becoming scarce through depletion of dn 
stocks and the curtailment of production. 


vanced $5 by a number of Appalachian mills 
White oak items are stiffening. The wholesal: 
ers feel that it will not be long before any cot- 
sumer who wants oak or chestnut in quantity 
will have to pay an increased price. 


but red oak prices are tightening. 
the summer it was possible to buy FAS 4/ 
plain white oak at a range of $90@100, but now 
the low has been advanced to $95 by most mills 
and wholesalers at Cincinnati. Red oak FAS 
4/4 plain has been advanced to $75 from $7 
Other thicknesses of both white and red _ plait 
oak FAS were marked up in proportion. Price 
of chestnut are already up $5 on 4/4 FAS, ant 
all thicknesses of No. 1 common. 

Salesmen returning from the Grand Rapid 
district reported that there is a pronounced re 


For Current Market Prices on Hardwoods See Pages 63 and 64 
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vival of interest in hardwood by furniture fac- 
tories. Items of chestnut, oak and gum are be- 
ing watched closely, and furniture factories are 
beginning to make inquiries. At a between- 
seasons mart, Grand Rapids houses are showing 
small lots of furniture sets and some fairly 
good sales have been closed. Inquiries also are 
coming in from the automobile factory districts, 
which are busy producing new models. 

In the export field there were more inquiries, 
but exchange fluctuations cause dealers to hesi- 
tate about making contracts. 

Southern pine and cypress were very dull, 
with prices soft and volume of inquiry unusually 
small. 

"live E. W. DeCamp was operated upon 
recently and stood the operation well. 

Hardley Aitkin was elected president of the 


AMERICAN LUMBERMAN 


Cincinnati Lumbermen’s Golf Association, suc- 
ceeding Kenneth F. Williams, president of the 
Anchor Lumber Co. 


Mills Reducing Inventories 


Warren, ArK., Nov. 2.—A fair volume of 
orders came to the larger hardwood mills in 
this district during October, but it has been so 
far under the average for the month that most 
mills have further curtailed their production. 
Most sawmills and planing mills are operating 
on 40 to 60 percent of normal basis. Small-mill 
operators and log contractors, with few ex- 
ceptions, are idle and will continue to be until 
conditions show a decided improvement. Saw- 
mill production will not be stepped up, and 
planing mills will be operated according as 


4l 


orders are received, shipments being made out 
of stock. Mill operators will therefore reduce 
inventories. Cut-up and specialty departments 
are also operating part time. 

Most orders are for prompt loading, for 
although there is a disposition on the part of 
some buyers to place orders for future ship- 
ment, current prices do not warrant the mills 
taking on any volume of business for shipment 
at the end of this year. Flooring stocks are 
well assorted as a whole, though a few items 
are scarce, but are being produced from dry 
lumber on hand. Stocks of gum have been 
materially reduced during the last thirty days. 
This item has been very hard to move at a fair 
price for several months, but log surplus has 
been absorbed and prices on gum should im- 
prove with any increase in demand. 


Shows That Stocks of Leading Items of Principal 
Hardwoods Are Extremely Low 


Hammonp, La., Nov. 2.—An arresting anal- 
ysis of the market position of hardwoods has 
been prepared by King W. Bridges, sales man- 
ager Pearl River Valley Lumber Co., from the 
statistical reports compiled by the Hardwood 
Manufacturers’ Institute. The points he drives 
home are that on Oct. 1 stocks of thirty-one 
leading items were 42 percent less than on Oct. 
1 last year and were 15.4 percent less than on 
Jan. 1, 1929, though 1928 sales had been “extra 
fine.’ Total stocks, he emphasizes, contain a good 
deal of low grades, damaged material, and slow 
moving species. The accompanying table is con- 
densed from Mr. Bridge’s analysis, total foot- 
ages of each item being omitted. The essential 
facts are given—the average footage per unit 
of each item (total stocks divided by number of 
units), and percentage comparisons between these 
averages for the three dates mentioned above. 
The total footages analyzed for the three dates 
were: Jan. 1, 1929, 213,807,000 feet; Oct. 1, 
1930, 312,103,000 feet, and Oct. 1, 1931, 180,- 
885,000 feet, these representing total amounts of 
the items available on these dates. Mr. Bridges 
believes that when the true statistical position 
of these leading items is realized, there will be 
a rapid appreciation in their prices. His letter 
to Pearl River Valley Lumber Co. salesmen 
giving his findings follows practically in full: 

We hear a lot of argument these days about 
there being entirely too much surplus hard- 
woods at the mills, which is the cause of 
prices continuing to go down, in spite of the 
fact that all this year orders and shipments 
have run 7 percent in excess of production. 
These arguments have been advanced on mere 


presumption, and not from analysis of condi- 
tion of stocks. 


Analysis Reveals Strong Position 


We are attaching herewith a most interest- 
ing table, showing an analysis of stocks of 
thirty-one staple items of hardwoods, giving 
total unsold stocks, including of course green 
and dry stocks, as taken from the stock report 
of the Hardwood Manufacturers’ Institute. 
You remember 1928 was considered an extra 
fine year for hardwoods, and during that year 
most all of the hardwood manufacturers made 
money. In the first column of the attached 
table we are giving you a list of the unsold 
stocks at the close of 1928, and have listed it 
as the beginning of 1929. Stocks were consid- 
ered pretty low and fairly badly broken dur- 
ing those times. In fact, unsold stocks were 
then largely green lumber, whereas today 
unsold stocks are mostly dry lumber. 


Stocks of Leading Items Much Reduced 


It will probably surprise you to know that 
the unsold stocks as of Oct. 1, this year, of 
these thirty-one staple items averaged 15.4 
percent less in volume than they did on Jan. 
1, 1929, and it may surprise you to know that 
the unsold stocks on Oct. 1 this year of these 
Same items are 42 percent less than they were 
on Oct. 1 last year. Despite this fact, prices 
are very much lower today than they were this 


time last year. On top of this, all of the con- 
suming plants have reduced their own inven- 
tories this year far below what they were last 
year. 

Staple Items Not Accumulating 


The total of the thirty-one staple items 
which we list as of Jan. 1, 1929, represents 
37.6 percent of the total stocks of the Hard- 
wood Manufacturers’ Institute as reported by 
southern mills. The total of the thirty-one 
items listed for Oct. 1, 1931, represents 31.6 
percent of the total stocks of southern mills, 
which fact indicates that the staple items are 
not the ones that have been piling up. Stocks 
of such items have been in fact decreasing, 
and what increase has taken place has been in 
other species that are not so commonly used. 

Just for comparative purposes, we list below 
total unsold stocks for both southern and east- 





ANALYSIS SHOWS BIG DECLINE 
IN STOCKS 


Oct. 1, 1931, 
Increase 
Average Per or Decrease 
Unit Unsold Percent Com- 
“00” Omitted pared With 


Jan.1, Oct.1, Oct. 1, Jan. 1, Oct. 1, 


Red Gum— 1929 1930 1931 1929 1930 

Qrtd. FAS 4/4.. 26.2 23.4 16.1 —38.5 —31.1 
No. 1&sel. 4/4. 39.2 32.5 32.5 —17.0 None 

Plain FAS 4/4.. 21.6 31.9 28.2 +23.4 —11.5 
No. 1&sel. 4/4. 53.2 46.5 49.9 — 6.2 + 6.8 

Sap Gum— 

Qrtd. FAS 8/4.. 47.1 50.7 32.4 —31.2 —36.0 
No. 1&sel. 8/4. 73.7 136.1 82.3 +10.4 —39.5 

Plain FAS 4/4.. 60.5 106.2 83.2 27.2 —21.6 
Pee C76 .acccs 31.5 31.2 21.6 —31.4 —30.7 
No. 1&sel. 4/4. 72.1 139.8 113.1 +36.2 —19.0 
No. 1&sel. 6/4. 34.7 43.0 26.0 —25.0 —39.5 
No. 2 com, 4/4.123.6 111.0 121.5 — 1.6 + 8.6 

White Oak— 

Qrtd. FAS 4/4... 18.2 14.8 20.0 + 9.0 +26.0 
No. 1&sel. 4/4. 40.3 28.1 34.2 —15.1 +17.8 

Plain FAS 4/4.. 22.1 30.8 31.9 +30.7 + 3.4 
No. 1&sel. 4/4. 92.7 127.5 81.7 —11.8 —35.9 
ie 3: ee 38.0 10.2 9.2 —75.7 — 9.8 
No. 1&sel 8/4. 19.5 21.6 12.8 —34.3 —40.7 
No. 2 com, 4/4. 75.0 114.4 67.9 — 9.4 —40.6 

Red Oak— 

Qrtd. No. 1&sel. 
ae 44.6 24.8 23.1 —48.2 — 6.8 

Plain FAS 4/4... 51.4 44.1 19.8 —61.4 —55.1 
i 8, 18.8 13.2 1.7 —37.7 —11.4 
No. 1&sel. 4/4.125.3 167.7 59.2 —52.7 —64.6 
No. 1&sel. 5/4. 25.4 20.3 13.0 —48.8 —35.9 
No. 1&sel 6/4. 16.5 14.4 12.8 —22.4 —11.1 
No. 2 com. 4/4. 83.7 145.0 56.9 —32.0 —60.7 

Sound Wormy 

. Mixed Oak 4/4 49.3 124.6 83.7 +41.0 —32.8 

Poplar— 
o* Se, ae 11.7 14.1 16.3 +28.2 +13.4 
Saps & sels. 4/4 22.8 31.6 14.0 —38.5 —55.6 
No. 1 com. 4/4. 27.0 96.2 52.8 +48.9 —45.1 
No. 2-A com. 

Se ee 14.1 46.9 31.8 +55.6 —32.1 
No. 2-B com 
4/4 ... 18.5 39.5 31.9 +42.0 —19.2 


ern mills as of the period shown: 





Jan. 1st, Oct. 1st, 
1929 1931 
Southern mills........ 568,215,000 572,078,000 
astern milla... .vcss 190,707,000 246,223,000 
NE ehateist eon cae 758,922,000 818,301,000 


From the above figures you will note that 
the big increase has been in the eastern mills, 
as stocks of the southern mills have increased 
only 3,863,000 feet of the total increase of 
59,379,000 feet. 

It will probably be interesting to you to 
know that, of this increase of 59,379,000 feet, 
the grade of No.-3 common has increased 
17,215,000 feet in that time. 


Much of Long-Held Lumber Damaged 


As stated in the outset of this letter, most 
of the unsold stocks today represent dry lum- 
ber, and we believe we can safely venture the 
assertion that a lot of this lumber will never 
be sold, because, in the first place, there is a 
lot of it that is badly stick rotted, has interior 
dote and other damage, so an appreciable pro- 
portion of it will be burned or destroyed in 
its entirety, and another big proportion of it 
will be trimmed and edged in efforts to make 
good lumber, and there will be a very heavy 
waste on this account. 

A close study of the percentages of increase 
or decrease per unit on Oct. 1, 1931, as com- 
pared with Jan. 1, 1929, will be most interest- 
ing indeed, because in most items of the gums 
and oaks you will note there have been heavy 


decreases, whereas in some of the pop- 
lar items there have been increases. A 
study of this table will convince most 
everyone that the supply of hardwoods 


has pretty well liquidated itself. Now the only 
thing we need is the demand. As we have been 
preaching for quite some time, the buyers 
won’t buy on a declining market, but when 
this market starts up and they do begin to 
replenish their badly broken stocks, we are 
going to see one of the most unusual and out- 
standing episodes in the history of hardwoods. 


Prices Expected to Develop Strength 

Prices today are probably 25 to 30 percent 
less than they were this time last year, de- 
spite the fact that stocks of these thirty-one 
staple items are 42 percent below what they 
were this time last year. This is proof con- 
clusive that the law of supply and demand 
has not been operative during that time, and 
lumber has been sold under the pressure of 
“fear,” and not according to its statistical 
position. When the actual statistical position 
of hardwoods is realized, first by the sellers 
and their information imparted to the byers, 
buying will pick up, and the first conclusive 
evidence of an increase in the demand is going 
to be followed by a sharp increase in prices; 
because the mills are alert to any possibility 
of increasing their prices, as increases are 
badly needed. This market is adjusting itself 
for a turn for the better, and we have to 
prepare ourselves and watch the movementof 
things very closely over the next few months, 
to keep from obligating ourselves too far ahead 
on long-time contracts, that we might be sorry 
to have by the end of the next three to six 
months. 
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National Production, Shipments and Orders 
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LUMBERMAN 


November 7, 193; 


Wasuineoron, D. C., Nov. 2.—-Following is the National Lumber Manufacturers’ Association report for the week ended Oct. 24, and for forty-two 
weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics of identical 


mills for the corresponding period of 1930: 
ONE WEEE 

Softwoods: 

Southern Pine Association 


ee ee ee ee 


n,n ik ccc tenn banbeesee 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 
North Carolina Pine Association............. 


Total softwoods 
Hardwoods: 
Hardwood Manufacturers’ Institute........... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


I aig as aa wr ay a i le 
i ae ard che eee Gb a hae eae ek ee 
FORTY-TWO WEEKS 
Softwoods: 
Southern Pine Association... ....cccccccccces 
West Coast Lumbermen’s Association 
Western Pine Association .........c-cccscces 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs.’ Assn... 
North Carolina Pine Association 


Total softwoods 


Hardwoods: 
Hardwood Manufacturers’ 


Total hardwoods 
I, os St Ae oo 


*Average weekly number. 


No. of 





Percent | Percent Percent 
Mills Production of 1930 Shipments of 1930 Orders of 193 
115 24,527,000 61 29,547,000 73 28,098,000 - 19 
194 81°624,000 73 78,455,000 80 72°513.000 87 
61 18°564.000 57 20,717,000 59 19'859,000 65 
23 11,102'000 64 11,752'000 73 11'142,000 87 
, « 3.5 ewes rf 2.985.000 105 2°640,000 ll 
17 1,003,000 102 1/070,000 75 1'099°000 100 
40 4276.000 79 4,462,000 107 3844000 a9 
457 141,096,000 67 148,988,000 75 139,195,000 -— 
198 13,211,000 60 18,048,000 84 17,753,000 89 
17 161,000 28 1'372,000 80 86,000 65 
215 ~~ 18,372,000 "60 ~~ 19,420,000 84 13,639,000 “8? 
655 154,468,000 67 168,408,000 76 157,834,000 71 
Mills * - 
Reporting* 
118 1,268,569,000 65 1,447,068,000 78 1,432,116,000 79 
194 4°160,853,000 72 4'361,901,000 76 4,145,355,000 75 
61 1'109,609,000 67 1'127°574,000 75 1,077°569,000 4 
24 525,453,000 67 652'305,000 85 643,025,000 82 
7 99,399,000 51 110,923,000 71 105,350,000 73 
21 84°187,000 78 55,388,000 69 52°435,000 ral 
41 177,069,000 72 136,808,000 93 160,582,000 87 
466 “7,425,139,000 "69 “7,941,967;000 77 7,616,432,000 - 
191 637,563,000 60 780,176,000 82 177,304,000 86 
21 103,572,000 54 90°288,000 70 87,388,000 82 
212 ~ 741,135,000 "59 ~ $70,464,000 80 864,692,000 86 
657 8,166.274,000 68 8,812/431,000 78 8,481.124.000 77 





Relation of Unfilled Orders to Stocks 


WasHIncrton, D. C., Nov. 2.—Following is a statement for six associations of the gross stock 
footage Oct. 24, and the percentage relationship of unfilled orders to stocks: 


—Association— 


Northern Pine Manufacturers’ Association 
Hardwood Manufacturers’ Institute 


. Orders of 
No. of Gross Unfilled Stocks— 
Mills Stocks Orders Percent 

“+ 111 728,957,000 63,840,000 9 

2° 170 1,357,043,000 194,617,000 14 

i 80 1,270,290,000 70,824,000 6 

oi 23 375,535,000 94,831,000 25 

oa 7 261,902,000 15,067,000 6 

a 163 881,662,000 114,249,000 13 





West Coast Review 


[Special telegram to AMERICAN LuMBERMAN] 
SEATTLE, WASH., Nov. 4.—The 225 West 
Coast Lumbermen’s Association mills giving 


production, ‘shipments and orders during the 
week ended Oct. 31 reported: 


Production 78,305,000 
Shipments 89,238,000 13.96% over production 
Orders 90,549,000 15.64% over production 


A group of 344 mills whose production re- 
ports for 1931 to date are complete, reported as 
follows: 


Average weekly operating capacity 297,146,000 
Average weekly cut for 43 weeks— 


a! tersedutewssausbesadaacnas 157,639,000 
PSE eae ae ar 116,972,000 
Actual cut for week ended Oct. 31. 89,827,000 


A group of 224 mills, whose production for 
the week ended Oct. 31 was 78,287,000 feet, re- 
ported distribution as follows: 





Unfilled 

Shipments Orders Orders 
ore 25,632,000 26,684,000 55,771,000 

Domestic 

cargo 41,757,000 40,402,000 104,903,000 
Export 12,079,000 13,668,000 58,896,000 
Local 9,769,000 Renee | ccaae wee 
89,237,000 90,523,000 219,570,000 


A group of 193 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1930 and 1931 to date, reported as fol- 
lows: 

Week ended 


Average for 43 weeks 
Oct. 31, 1931 1931 1930 


Production 75,941,000 97,986,000 135,872,000 
Shipments 84,676,000 102,845,000 135,067,000 
Orders 87,166,000 97,782,000 129,695,000 





Bookings 15 Percent Above Output 


[Special telegram to AmeRIcAN LuMBERMAN] 


Wasutncton, D. C., Nov. 5.—Five hundred and sixty softwood mills of six associations for 
the week ended Oct. 31 reported to the National Lumber Manufacturers’ Association’ produc- 


tion aggregating 142,327,000 feet, shipments, 170,324,000 feet and orders 164,105,000 feet. 


week’s figures for production, shipments and orders follow: 


Softwoods— 
Southern Pine Association 
West Coast Lumbermen’s Association 


and California Mills) 
Northern Pine Mfrs. Association 
Northern Hemlock & Hardwood Mfrs. Assn 
North Carolina Pine Association 
Totals, softwoods 


Hardwoods— 
Hardwood Manufacturers’ Institute... 


Totals, hardwoods 


eee eee ewes eee eeeee 


Western Pine Mfrs. Association (Inland Empire 


ee ee 
eeee 


ee ee 


Northern Hemlock & Hardwood Mfrs. Assn.... 


ey 








The 
No. of 

Mills Production Shipments Orders 
P 115 24,552,000 35,154,000 30,471,000 
as 224 78,287,000 89,237,000 90,523,000 
34,284,000 37,287,000 35,174,000 
a 7 No’cut 1,581,000 2,126,000 
iy 18 438,000 1,182,000 866,000 
ae 77 4,766,000 5,883,000 4,945,000 
-. 560 142,327,000 170,324,000 164,105,000 
7 246 14,433,000 18,200,000 16,198,000 
ae 18 172,000 1,296,000 960,000 
oe 264 14,605,000 19,496,000 17,158,000 








Southern Pine Report 


New Oreans, LA., Nov. 2.—For the week 
ended Oct. 24, Saturday, 125 mills of total ca 
pacity 130% units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930); 
report as follows to the Southern Pine Associa 
tion: 

Pct. of output 


3-year Ae 

Production— Carsf Feet Ave. tual 

Aver. 3 years. .. GA SEeee! cnew | cum 

peer ere ..- - 25,854,000. 47.60- .... 
Shipments* .....1,473 30,933,000 56.95 119.64 
Orders 

Received* ....1,397 29,337,000 44.01 113.47 
On hand end 

ae 3,119 65,499,000 


*Orders were 94.84 percent of shipments. 

7Car basis is 21,000 feet. 

tOrders on hand at above 125 mills showed 
a decrease of 2.38 percent, or 1,596,000 feet, 
during the week. 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PortLanp, Ore., Nov. 4.—The Western Pine 
Association reports as follows on operations oi 
Inland Empire and California mills during the 
week ended Oct. 31: 
Total number of mills reporting, 119: 


Actual production for week...... 34,284,000 
a fe ls orl g premiera: ae 37,287,000 
a ee 35,174,000 


Report of 80 mills: 


= 


bashes 





Operating capacity 
Average for 3 previous years.... 
Actual production for week...... 


Report of 99 mills: 


27,190,000 


Average production ............ 64,652,000 
ee SE eee 136,497,000 
Stock on hand—Oct. 31.......... 1,772,557,000 
Identical mills reporting, 80: 


Production— 


Operating capacity 100,456,000 


Average for 3 previous years.. 63,292,000 

Week ended Week ended 

. Oct. 31,1931 - Nov. 1,.1930 

Actual for week.: 27,190,000 43,006,000 

eee 29,871,000 48,547,000 

Orders received .... 29,798,000 39,752,000 

Identical mills reporting, 97: 

Production— r 

Average for 3 previous years.. 64,260,000 

Week ended Week ended 

Oct. 31,1931 Nov. 1, 1930 

Unfilled orders ..... 136,497,000 218,121,000 


Gross stocks on 
ree 1,772,557,000 


1,963,774,000 


F 
100,456,000 © 
63,292,000 | 
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Census Bureau Delivered Prices 


WasHincTon, D. C., Nov. 2—The Department of Commerce has secured through the bureau 
of the census the following prices per thousand for lumber items and per hundred square feet for 
shingles, as the average paid Oct. 1, by contractors for material delivered on the job, these being 


selected from the complete list : 


No. 1 Dimension, Common 
S1S1E, 2x4—16 Boards 
Southern Douglas 


pine fir 

New Haven, Conn......sccccces siakiare $40.00 
New Bedford, Mass.......... ee oe 36.00 
Poughkeepsie, N. Y......ccccecee ean 40.00 
Meemester, Ti. Tecccccvenssceses $39.00 45.00 
, Mb Bictccsccanecdeeewse 36.00 nee 

Pateragon, WN. Desecccccesccccecs 40.00 37.50 
pailadelphia, PA. ..csccescccess 35.00 40.00 
Baltimore, MG. ...ccsccccsccces 36.00 40.00 
Pt SOR Dac ccccnvebeeses 40.00 40.00 
Se, Gis e68sceedevedenee 35.00 “es 
Miwankes, Wis. occccccescveess ia —_— 
Se ROM, Mie 6b ede cease oreeeere 34.50 37.00 
eS: A eee 38.50 38.50 
i, ene aimee se hee eee wane 47.00 
tae BUOUIEE, AGBs cccvcccesess 20.50 
Gee Vrancises, Calif... cccccc’s 20.00 
Settle. WER. + 6.ccciessvecsceess 12.00 


Plooring, 1x4” Shingles, Extra 
10to 16 Clear,16”, 5/2 
Southern Douglas 
1x6” pine fir Red 
No. 1 “C”’ e.g. No.2v.g. Cedar Cypress 
$32.50 Sle aie ebiats $5.60 — 
36.00 $80.00 $65.00 5.00 hes 
32.50 Gi 75.00 ene eae 
37.00 75.00 80.00 4.25 e 
34.00 85.00 PEN, 5.25 ae 
35.00 75.00 75.00 6.40 Pay 
37.50 75.00 72.50 6.60 $7.75 
33.00 75.00 75.00 6.50 7.50 
eer 70.00 60.00 5.00 5.00 
30.00 70.00 i iste 5.00 me 
meee 60.00 ee a ° 
36.00 52.00 55.50 4.48 
any 68.00 75.00 4.40 
45.00 ale’ 75.00 4.00 
21.50 42.50 4.00 
20.00 rey 4.50 
11.00 30.00 1.75 
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Southern Pine Costs 


New Or LeEans, LA., Nov. 2.— The Southern 
Pine Association’s cost statement for August 
gives the average cost per thousand feet, board 
measure, of producing and shipping southern 
pine lumber, not including interest on loans or 
invested capital. This report—covering 56 mills 
operating 69 units that produced 74,047,604 feet 
—shows that the average total cost per thou- 
sand feet for that month was $23.63. This is 
an increase of 17 cents over the average cost 
for July, which on a production of 81,833,415 
feet was $23.46, and a decrease of $1.09 from 
August of last year, which on a production of 
157,134,626 feet was $24.72. The average cost 
for the first eight months of 1931 was $23.08, 
on a total production of 799,962,971 feet, com- 
pared with $25.15 on a production of 1,471,- 
511,620 feet for 1930. Of the 44 concerns whose 
mills are included in this report, 21 showed 
costs less than the average. The figures for the 
entire number show a spread from a low of 
$16.86 to a high of $47.88. 





Lumber Prosperity Depends on 
That of Farmer 


SEATTLE, WASH., Nov. 2.— Interviewed for 
the local press, J. H. Bloedel, president Bloedel 
Donovan Lumber Mills, Bellingham, declared 
that lumber prosperity depends upon the farmer, 
who uses more lumber than cities. More and 
more the cities are building of other materials. 
The present back to the land movement favors 
good future business for lumbermen, and in 
time to come the building of homes, barns, and 
outbuildings on the farms will again make 
heavy demands on lumber. He said that building 
is the first operation to be curtailed when a 
depression starts, and the last to become active 
when things improve. In other words, plants 
are built and enlarged in prosperous times when 
money is plentiful. Concluding, he said the 
great Mississippi Valley States must return to 
prosperity before Northwest lumbermen can 
again be in a position to say that their busi- 
ness is good. 


To Discuss Second Mortgage 
Financing 


Wasuincton, D. C., Nov. 3.—A proposal 
for facilitating home financing and for making 
home ownership easier was laid before Presi- 
dent Hoover this week by officers and directors 
of the United States Building and Loan League. 
Though the text was not made public, it is be- 
lieved that the proposal contemplates an effort 
to liberalize primary building loan underwriting 
on the part of this influential group. 

It is known that some of the league’s officers 
have given serious study to the idea of encourag- 
ing member associations, where local laws per- 
mit, to offer loans equaling as high as 75 or 
even 85 percent of construction costs on certain 
“safe” types of construction. 

The league was reported as opposing the cen- 

tral rediscount mortgage bank plan. 
_ “Junior” or second mortgage financing, with 
its usurious interest rates, will form the princi- 
pal subject for discussion at the President's 
forthcoming Conference on Home Building and 
Home Ownership. Next to this will be pic- 
tured as an impediment to home ownership the 
ever-coming-due” short term primary mort- 
gage. The building-loan proposal will be one 
of the plans discussed for eliminating as far as 
possible the junior mortgage evil and for al- 
leviating the first mortgage difficulty. 

League officers have given consideration to 
ong term financing that “doesn’t come due,” 
and that will not consequently have to be heavily 
curtailed every few years, presenting at such 
times the uncertainty of renewal. They have 
also discussed, in addition to higher loan per- 


centages, relief for the mortgagor by “carrying” 
him at times when due to ill-health or unem- 
ployment he is unable to meet payments. From 
comment following their visit to the White 
House it is believed that these points were dis- 
cussed in the proposal laid before the President. 

The party which called upon President 
Hoover was presented by Secretary of Com- 
merce Lamont. They included M. E. Best, 
Pittsburgh, president -of the league; H. F. Cel- 
larius, Cincinnati, secretary-treasurer ; H. Mar- 
tin Dodfish, Chicago, executive manager; I. 
Friedlander, Houston, legal adviser; L. P. Mc- 
Cullough, Columbus, director; Charles Hen- 
nessy, New York City, and C. A. Sterling, 
Topeka, chairman of the league’s reserve credit 
committee. 


State Insists That -_ Be 
Kiln Dried 


Wasuincoton, D. C., Nov. 2.—The State of 
Victoria, Australia, has had frequent com- 
plaints in regard to the condition of locally pro- 
duced hardwood lumber as it came on _ the 
market, because of its lack of seasoning, and ac- 
cording to a dispatch from H. P. Van Blarcom, 
assistant trade commissioner at Melbourne, the 
forest commission has taken measures to elimi- 
nate this defect. Under terms of future State 








[Sales-o-gram No. 90] 


BRAG A BIT 


Dare to commit yourself. The optimist 
who says he can do it is miles ahead of the 
chap who never makes a brag, and therefore 
never pushes himself to extra accomplish- 
ment. Of course the braggart who is all 
talk is no good. But the fellow who comes 
right out and says he means to move that 
old stock, or means to do more business by 
New Year's than last year, and then strives 
his best to accomplish it, will win. 





leases to sawmillers, he says, they will be com- 
pelled to install modern kilns, in order that all 
native hardwood building lumber, whether for 
domestic sale or export, shall be seasoned 
before being marketed. The lumber interests 
are co-operating with the Standards Associa- 
tion in devising a set of standard grading rules. 
As there are many small mills, securing the 
adoption of these may present difficulties. but it 
is thought that such mills can be induced to 
conform if wholesalers, when placing orders, 
give preference to mills whose product is graded 
according to standard rules. 


Plan State-Wide Remodeling 


Movement 
INDIANAPOLIS, IND., Nov. 2.—The Retail 
Lumber Dealers’ Association of Indiana is 


planning to assist in every way a- State-wide 
movement for more remodeling and construc- 
tion. At a recent meeting in Indianapolis, 
headed by Gov. Harry G. Leslie of Indiana, it 
was proposed to carry out the so-called Muncie 
plan in other cities of the State. 


As outlined by C. D. Root, secretary of the 
association, the plan is comparatively simple in 
operation. Said he: 

We all know there are many property own- 
ers in each city whose property needs some 
remodeling, perhaps a new porch, maybe a 
new coat of paint, hardwood floors or what 
not. The total expense of this work would 
not be great and the property owner gen- 
erally has some ready money stuck back some 
place he can use. 

In Muncie a city-wide publicity movement 
was put under way designed to call attention 
to this work. Anybody in Muncie who had 
something of this nature he wanted done got 
in touch with any friend of his capable of 
doing the work, preferably one who had noth- 
ing to do at the time. Or if he knew of no 
such person, the Chamber of Commerce was 
prepared to put him in touch with the right 
party who should have the job. In this manner 
last winter hundreds of men were kept fairly 
busy in spite of general conditions and the 
tightness of money. Large advertisements 
were carried in the papers, donated by dif- 
ferent interests, in which the progress of the 
campaign was outlined and giving the names 
of those agencies that might be called by per- 
sons having work to do. 


In addition to Mr. Root, Everett Cochran, 
of Flora, president of the association, and Mr. 
McNutt, of Crawfordsville, a director, were 
among those attending the meeting. 

Before the State meeting Gary already had 
taken steps to put into force much the same 
plan as used in Muncie. 


Los Angeles Receipts 
[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALIF., Nov. 4.—Cargo ar- 
rivals at Los Angeles harbor last week 
amounted to a total of 7,446,000 feet, there hav- 
ing been nine cargoes of fir with 6,275,000 feet 
and two of redwood with 1,171,000 feet. Ar- 
rivals the preceding week amounted to 5,444,000 
feet, consisting of seven of fir and none of red- 
wood. Unsold lumber on the harbor totaled 
4,217,000 feet, compared with 3,992,000 feet the 
preceding week. Sixty vessels are reported laid 
up and one operating off shore, as during the 
preceding week. 
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Problems of Dealers Given Broad Discé 


Retail Merchandising in All Its Aspects Covering Roofing, Shingles, Pain, 


Derroit, Micu., Noy. 2.—The National Re- 
tail Lumber Dealers’ Association completed its 
fifteenth annual convention last Friday with a 
day of sight seeing and golf. This ended a 
four-day session that for brilliance and inten- 
sity and scope of program and for enthusiasm 
set a new high for the association. Secretary- 
Manager Adolph Pfund, with his usual facility 
in program making, succeeded in presenting a 
broad picture of association activities and of 
the organization’s relationship to manufacturer, 
wholesaler, constructor, financial agency, archi- 
tect and customer. Many manufacturers were 
in attendance upon invitation to discuss the 
matters which they have in common with re- 
tailers, the attendance was large and the in- 
terest was sustained to the end of the crowded 
schedule. President A. J. Hager was an ex- 
cellent presiding officer and received many pub- 
lic and private evidences of appreciation for 
his lab« rs. 

The first three sessions were reported briefly 
on pages 36-37 and 68 of last week's issue. 
Wednesday afternoon, following the introduc- 
tion of prominent retailers and guests, was 
given over to dealer experiences in the field of 
practical sales. 

Ray Hall, of Owosso, Mich., described his 
experience with re-roofing. The addition of a 
re-roofing department with an application serv- 
ice multiplied sales many times over. The man 
who makes the sales has charge of and is re- 
sponsible for the application, and a reserve of 
50 cents a square is set up to care for servic- 
ing, in the event that the contractor goes out 
of business. The application service is a joint 
undertaking with the contractor. And while 
the yard makes the sale at a price to cover 
materials and application, the roofing is sold to 
a selected contractor at retail prices, and he 
knows just what he is to receive for his labor. 
All money is paid through the yard office. 


Tells of Roofing Sales Methods 


President Hager called upon his son, Harold, 
to describe the method used in the Hager & 
Cove organization. Use is being made by this 
company of commission salesmen; no reserve 
is set up for servicing, as this is taken care 
of by the contractor; prospect names are got- 
ten by the simple method of looking at roofs, 
after which sales efforts begin. Roofs have 
to be sold, as prospects don’t come in on their 
own power. One of the interesting facts de- 
veloped is that much roofing business is on a 
cash basis. 

Mr. Hall added ta his earlier statement that 
he is now urging the sale of wood shingles, 
since the price is favorable and the quality and 
lasting factor of wood shingles are well known. 

Hugh Siegle, of the American Asphalt 
Shingle Corporation, East St. Louis, urged that 
in such selling campaigns emphasis be largely 
centered upon one or a few good patterns. The 
itinerant roofer can be met easily upon the 
basis of price; and where dealers will unite in 
advertising, perhaps naming an exact price, the 
itinerant will fold up. 

A. B. Lowrie, of Detroit, stressed the use 
of coated nails in laying wood shingles. Other 
comments echoed this statement and established 
the fact that wood shingles can be laid over 
old roofs. 

Franklin A. Hofheins, of North Tonawanda, 
N. Y., in discussing side-wall coverings, stated 
that the use of shingles for this purpose is well 
established and added that this is the best pos- 
sible approach to the project of general mod- 
ernizing. It nearly always involves other 
needed changes or repairs, such as new porches. 
The effect in a neighborhood is cumulative and 





induces many neighbors to consider their own 
needs. The increase in value of the property 
is nearly always several times the cost of the 
change. 

J. A. Edgecumbe, of the Edham Co., St. 
Paul, Minn., stated that the stained shingle 
industry had done well through the promotion 
of modernization, and he mentioned this as a 
great opportunity for lumber dealers. These 
shingles can be applied over any kind of side- 
wall covering. He, too, emphasized the value 
of nails. The saving on inferior nails rarely 
runs over about $2 on a job; while good nails 
will make the job last from two to five times 
as long. 

A. H. Landram, of the St. Paul & Tacoma 
Lumber Co., Tacoma, Wash., urged individual 
retailers to refuse to deal with unethical manu- 
facturers and wholesalers. If dealers place or- 


ders promiscuously, 
this forces the ethical 
mill to reduce prices 
in order to protect its 
customers against the 
competition of the cus- 


| 
| 





A. J. HAGER, 
Lansing, Mich.; 


Re-elected President 





tomers of the sharp- 
shooters; and this is 
eventually disastrous 
not only to the mill 
but to the whole in- 
dustry. 

Morgan D. E. Hite, of the Oak Flooring 
Institute, in speaking of flooring in remodeling 
said that last year 1,200 feet of oak flooring 
was sold to every, 1,000 feet of flooring in new 
construction. The spread is wider this year. 
This means that many new floors are being 
laid over old. Old homes are a standing mar- 
ket. Mr. Hite suggested a method of co-opera- 
tion whereby dealers promote sales and turn 
jobs over to reputable floor layers; making the 
sales “unit items”; that is, a part-modernizing 
job sold at a finished price. Hardwood floor- 
ing is being used extensively as wall covering; 
a development of the institute. Mr. Hite men- 
tioned the new modernistic architecture and 
stated he believed it would be a new boost 
for wood. Women and especially young women 
are interested in the style. Manufacturers and 
millwork people have the opportunity of de- 
veloping new patterns in this style. While 
there may be houses enough of a sort to fur- 
nish housing for everybody, people buy what 
they want and not simply what they need. The 
new style will shortly begin to displace the old, 
furnishing a great lumber market. 

Ben Springer, of Milwaukee, Snark of the 
Universe, was greeted with the Hoo-Hoo royal 


LORENZ KILMER, 
Oak Harbor, Ohio; 
Told of Building Store 


welcome. In his brief speech he dwelt upg 
the human element in business and the aim g 
Hoo-Hoo to educate people in co-operation 
The public is on the defensive. in regard 
building and will not build until lumberme 
tell them what the industry knows. 

Karl P. Aschbacher, of Toledo, discusse 
insulation and stated that some early mistakes 


have been overcome. The easiest way to ge ff 


prospects for insulation is to advertise that jp. 
sulation will cut fuel bills. Mr. Aschbache, 
then conducted a discussion, with questions ané 
comments from the floor. 


Tells of Problems of Manufacturer 


Wilson Compton, secretary and manager of 


the National Lumber Manufacturers’ Associa. 
tion, quoted an exhilarated wholesaler’s com. 
ment to a manufacturer to the effect that “yoy 
fellows can't make lumber as cheap as we cap 
sell it.” Most problems are a_ by-product ¢ 
unbalanced supply and demand and _ loss ¢ 
markets. The volume of steel sales has de. 
clined more sharply than those of lumber, bu 
steel prices have declined much less than lun- 
ber prices. Steel men fit production much more 
accurately to demand. Lumber manufacturer 
are doing fairly well in meeting the situatia 
of huge mill stocks and for some time have 
been shipping more than they have been savw- 
ing. Trade extension is being successful in en. 
larging and recapturing markets. This must bk 
continued. The burden must be borne primaril; 
by manufacturers, but retailers can help. 

C. E. Stedman, vice president of the Celotex 
Co., in continuing the discussion of insulation 
stated that there had been too much promotion 
in terms of commercial thicknesses of insulat- 
ing boards and not enough in terms of cor 
ductivity. There are places where a half-ind 





board is not enough to serve the purpose. Lum: 
bermen need to know the properties of th 
things they sell and not merely that they wan 
to make sales. The speaker discussed repairing 
and remodeling and said that promiscuous door- 
bell ringing is no longer effective. He gave: 
humorous account of his own experience 

house-to-house soliciting. He suggested 

trailer-car display, not only of insulation but ¢ 
other specialties, and state that salesmen shoul 


not be asked to make calls until appointment§ 


have been made by mail or by ‘phone. Hi 
suggested advertising unit items at a finishe 
price, and he stated that the single fami 
dwelling unit is the most promising market fe 
the building business. 


Points to Need for Building Store 


Lorenz Kilmer, Oak Harbor, Ohio, in de 


| 





scribing his own building store and in urging 


the idea upon the industry stated that som 
stores have real personality. A building’ stor 
needs to strive for this personality. The pm 
mary idea is to attract people; and once the 
are in the store they should be confronted wit 
displays that will please and interest them a 
not the dealer. In this way a paint store, fo 
instance, creates many sales of other items 
Mr. Kilmer’s company conducts classes in det 
oration, and the instructors are available 10 
advice on interior decoration. 

A. T. Whitmore, Lafayette, Ind., told of hi 
success in making a feature of kitchens. Cer 
tain men in the organization are trained 
kitchen design. Adequate displays and the 1 
troduction of the line to realtors and architect 
are necessary to sales, and the service conti 
ues until the devices are not only installed be 
also in operation. It happens now and _ thes 
that, because of its kitchen reputation, the com 
pany can sell the equipment for this room whet 
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sion at National Retailers’ Convention 


sulation, Hardware, Modernizing and Financing Reviewed by Authorities 


it does not sell the rest of the job; and several 
times when the whole job has been sold there 
has been more profit in the kitchen than in all 
the rest. It is rather easy to sell new kitchens 
for old houses; and many of these jobs are 
cash transactions. 


Tells of Modernizing Experience 


Clair S. Sherry, Waukegan, IIl., in describ- 
ing his modernizing experience, told of remod- 
eling an old farm house more than 100 years 
old. The family had intended to build a new 
house and had received bids from seventeen 
contractors. This put the new house beyond 
profit possibilities, but Mr. Sherry succeeded 
in persuading the owner to modernize. The 
job was done at a price far below the lowest 
bid on the new structure and was completed in 
a highly satisfactory way. Mr. Sherry, of 
course, had control of specifications and choice 
of materials. When it was completed he held 
a farmers’ picnic at the house which yielded a 
good many other prospects for country remod- 
eling. 


How Retailer May Stay in Business 


Spencer D. Baldwin, of Jersey City, deliv- 
ered one of his characteristic humorous and 
devastating addresses on the subject, “Is the 
Retail Lumber Dealer Going Out of Business ?” 
He stated that the business is here to stay but 
that some so-called dealers may not be with 
us next year. His chief argument was that the 
enduring lumberman must stick to lumber and 
lumber service; must do some things for him- 
self and must offer some services on his own 
power. He had little but scorn for the job-lot 
of sidelines to be found in many yards that 
made them delicatessen shops. 

Dealers have shouldered much of the burden 
of doing business on to the manufacturer and 
wholesaler, until to his dismay the dealer finds 
that he himself has little real place left. He 
wants the manufacturer to carry the stock and 
in some places has worked at this line until 
he can send a truck to a wholesaler’s ware- 
house or a distributing yard and get a truck 
load of wall board at the same price per foot 
that he can get a car load. This means that 
the little, unwanted yard of small capital and 
no capacity for service is on the same basis 
with the big yard and can compete with it suc- 
cessfully. “I never saw the lumber business 
so helpless,” Mr. Baldwin said. “We can’t ask 
the manufacturer to carry our stock and create 
our demand and make our sales for us. If he 
does all this there isn’t much left for us to do. 
Sooner or later it will occur to the manufac- 
turer to take over the small remaining part of 
our business which we still do, manage the 
distribution and take all the retail profit.” 

Mr. Baldwin mentioned certain abuses which 
have grown up around pool cars, concentration 
yards and the like. “Let's quit hogging the 
works,” he said, “and give the hardware 
store, the paint man and the five-and-ten a 
chance for their alley. Anyway, I wonder how 
long we can expect the manufacturer to be our 
angel. We ask him to do about everything but 
collect our bills. While we've been pushing 
our job slowly onto him, we’ve been pushing 
ourselves out of the picture. Let’s do our own 
work and remember something about lumber.” 


Election of Officers and Directors 


At this point the nominations committee 
made its report. President Hager indicated 


that he did not want the presidency for another 
year, but at the meeting of the board, where 
the officers are elected, he reluctantly consented 
to accept the office, 


The roster selected for the coming year is 
as follows: 

President—A. J. Hager, Hager & Cove Lum- 
ber Co., Lansing, Mich. 


Vice presidents—Eastern region: George S&S. 
Todd, William Curtis Sons Co., Boston; 
Southern region: R. L. Hill, R. L. Hill Lum- 
ber Co., New Orleans; Central region: Charles 
W. Jacobs, John Bader Lumber Co., Chicago; 
Southwestern region: N. A. Allen, Corn- 
belt Lumber Co., Lincoln, Neb.; Pacific coast 
region: W. C. Miller, Columbia Lumber Co., 
Seattle, Wash.; Rocky Mountain region: R. E. 
Spencer, R. E. Spencer Lumber Co., Denver, 





Colo.:; Middle Atlantic region: W. A. Barks- 
dale, Charlottesville Lumber Co., Charlottes- 
ville, Va. 

Treasurer—John Claney, Lord & Bushnell 
Co., Chicago. 

Secretary-manager — Adolph Pfund, Chi- 
cago. 

Directors — Orville 
Greene, Wilson & 
Greene Lumber Co., 
Syracuse, N. Y., rep- 


resenting Northeast- 
ern association; L. P. 
Lewin, A. M. Lewin 
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LANCELOT SUKERT 
Detroit, Mich.; 
Spoke on Wood's Use 


ana association; C. A. Perry, Perry McEntire 
Lumber Co., Lincoln, Neb., representing Ne- 
braska association; C. H. Knowles, Southern 


Lumber & Supply Co., Tampa, Fla., represent- 


ing Florida association; Fred W. King, 
Adams, Payne & Gleaves, Roanoke, Va., rep- 
resenting Virginia association. 

Directors representing sustaining mem- 


bers—Harry J. Schoo, Frey Planing Mill Co., 
Louisville, Ky.; Spencer Baldwin, Baldwin 


Lumber Co., Hackensack, N. J.; H. L. North, 
North Lumber & Manufacturing Co., Kala- 
mazoo, Mich.; Frank C. Cline, F. C. Cline 


Lumber Co., Anderson, 
lander, East Coast Lumber & Supply Co., 
Fort Pierce, Fla.; Fred Wehrenberg, Stand- 
ard Lumber & Supply Co., Ft. Wayne, Ind.; 
Howard Potter, Creith-Potter Lumber Co., 
Columbus, Ohio; Ed. Keeler, Rockford Lum- 
ber & Fuel Co., Rockford, Ill. (to complete 
unexpired term of his father, the late E. H. 


Keeler). 
THURSDAY MORNING 


At the opening of the fifth session, Thursday 
morning, Frank Day Smith, lien counsel for 
the association, described in detail his experi- 
ences on the Hoover committee dealing with 
uniform lien laws. After much hard and anx- 
ious work the committee was induced to accept 


Ind.; William E. Ty- 





the principles contended for by lumbermen. An 
agreement was reached whereby building funds 
in the construction industry shall be considered 
a trust fund, and moneys paid by the owner 
for the construction of a building shall first be 
paid to settle for unpaid labor and material 
before any of the funds shall be retained by 
the general contractor. The act worked out 
by the committee has been adopted by the com- 
missioners on uniform State laws. Mr. Smith 
stated that while some dealers would disagree 
he considered the proposed act as good as if 
not better than any existing State lien law. 
It has already been adopted in substance by 
some States. 

R. J. Van Hyning, Montpelier, Ohio, dis- 
cussing the handling of hardware, defended the 
dealer’s building store. It is a means of con- 
tacting personally the greatest number of peo- 
ple, especially the important woman _ shopper. 
It should be attractive to customers by dis- 
playing the lines and specialties in which the 
majority are interested. It needs careful stage 
setting to accomplish this major purpose of 
attracting people. 


Newcomer Describes Merchandising Plan 


T. H. Kewin, Modesto, Calif., stated that he 
was a newcomer in the lumber field, forced 
into it to protect an investment. He soon de- 
cided that his one chance for success lay in 
broad merchandising. He drew a parallel with 
the automobile business which in 40 years has 
advanced from nothing to the top of the list, 
and he compared the lumber yards of the coun- 
try, hidden down along the railroad and among 
the coal sheds, with the handsome motor sales 
rooms in the centers of the cities. Lumbermen 
have seen their industry decline from the top 
to 12th place; and they have done little to 
refine their product or to fit sales methods to 
new conditions. Mr. Kewin described his own 
mercantile establishment. He has a complete 
set-up for building and modernizing, carries 
nationally advertised goods, has added electrical 
equipment and in fact all lines useful in build- 
ing and fitting the house itself for occupancy. 
He has a broker’s license in real estate. His 
plan is contact and contract. He caters espe- 
cially to women, gets the prospect’s ideas, has 
them refined and made practicable by the archi- 
tectural service, gets labor bids and protects 
the customer until the job is completed. “I am 
trying to do what was formerly considered im- 
possible; carry the things home builders want 
to them on a merchandising basis.” 


Architect's Address Makes a Hit 


Lancelot Sukert, of Detroit, member of the 
architectural firm of Sukert & Corder, then 
spoke on the subject, “Shall Wood Continue to 
Be Used in the Building of Homes?” ‘This ad- 
dress received enthusiastic approval from the 
audience. 

Mr. Sukert stated that wood had never been 
completely eliminated from any dwelling; but 
added that the general feeling was that if some 
other material were used it would be steel. 
The reason is that steel people have been 
prompt to offer new designs and devices and 
to put shapes and specifications and such data 
into usable handbooks; something lumbermen 
have been slow about doing. He then analyzed 
the advantages and disadvantages of steel and 
mentioned on the debit side such things as its 
heavy weight, the skill needed in designing, 
fabricating and erecting it, the fact that while 
it is not subject to combustion it will warp out 
of shape under fairly moderate temperatures, 
the cost of. the plants to form it, the impos- 
sibility of changing a steel frame in remodeling 
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and many others. Even its strength is not a 
factor; for there is no need for strength be- 
yond that required for maximum load, some- 
thing lumber has long furnished. 

But if lumber, with its natural advantages, 
is to compete with steel and other substitutes, 
lumbermen must do more than they have done 
to refine their product and to suit it to modern 
use. It was a long struggle to get kiln-dried 
lumber. Little has been done with the fire- 
proofing of wood; and if this had not been 
neglected there would not now be the legisla- 
tive enactments against its use. Lumbermen do 
not work with architects. Manufacturers’ 
salesmen try to get certain species specified; 
but little is done to promote wood in general 
as a building material. Much of the national 
advertising to make the country “lumber con- 
scious” is not impressive. The chief failure is 
that of neglecting to supply builders and archi- 
tects with concise and tabulated statements 
needed to make use of lumber intelligently. 
There has been little refinement in design and 
little research into framing methods. 

Little is known about the relation of grades 
and workmanship to the carrying of loads; 
hence excess strengths must be allowed to cover 
the hazard of the poorest material and the 
poorest workmanship. Lumbermen have a 
chance by research to discover these construc- 
tion facts and to educate carpenters. Carpentry 
is seldom taught in trade schools. There is not 
enough conscience about maintaining grades. 
Low grades have their uses, but not in house 
construction. 


Suggests More Research Work 


The value of a house is measured by its re- 
sale value, after it has been tested in use. Good 
design, good materials, good construction ac- 
cording to patterns developed by sound research 
make for this tested value. Architectural de- 
sign and supervision are the best assurance of 
such value. This is the real security of loans 
made upon the house. Lumber must be redis- 
covered as the least costly and the most elastic 
material on the market. 

Mr. Sukert suggested more research to dis- 
cover new and correct uses of lumber and bet- 
ter publicity to tell these stories to the public. 

Bert J. Westover, structural engineer of the 
National Lumber Manufacturers’ Association, 
then described in some detail his work with 
building codes. He stated that the time to pre- 
vent discriminatory legislation is in the early 
stages, while the code is still in committee. If 
lumbermen will watch these things and will in- 
form the Washington office, much can be done. 


Stresses Need for Improving Relations With 
Retailers 


C. C. Sheppard, president of the Southern 
Pine Association, stated that he has long felt 
there was need for manufacturers to improve 
their relations with retailers. He recalled the 
fact that at the annual meeting of the Southern 
Pine Association last March retailers were in- 
vited to attend. They came from 20 States and 
took charge of the meeting for one day. Mr. 
Sheppard paid high tribute to their skill, grasp 
and powers of presentation. Referring to the 
distribution statement, Mr. Sheppard stated that 
it had been important and cited instances. This 
matter of fair distribution is largely dependent 
upon education. It seems possible for an ethical 
retailer, faced by unethical local competition, 
to win out against lower prices by carrying 
his story of quality products to his customers. 

Mr. Sheppard touched carefully upon the re- 
lation of wages to returning prosperity. He 
said that lumber manufacturers have produced 
more lumber than they wished to produce, be- 
cause large manufacturers would not discharge 
employees who had no chance to get work else- 
where. He added, however, that maintaining 
wages at peak levels would prove an unbalanc- 
ing factor; and he quoted a statement that in 
Chicago there was little prospect for building 
income-producing property on this wage level, 
since this would put the physical cost of the 
buildings on a level much above rent returns, 
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Ordinary union labor is 50 percent above the 
level to which comparative levels should have 
carried it. Carpenter labor has advanced even 
more than that. In his own company store Mr. 
Sheppard discovered that the average reduction 
in the price on 39 items of groceries since 1929 
amounted to 39 percent. 

Turning to the lumber business, he stated that 
for most of this year, shipments have exceeded 
production; and this is helping meet the prob- 
lem of surplus mill stocks. Probably retailers 
have liquidated their stocks somewhat; but no 
one knows how much. A group of small mills 
decreased production as between 1929 and 1930 
by more than half. All this helps. It would be 
in retailers’ favor if the wholesale price level 
could be raised by $5 a thousand between now 
and inventory time. 

A wire from Col. W. B. Greeley, secretary- 
manager of the West Coast Lumbermen’s As- 
sociation, announcing approval of the distribu- 
tion statement as a principle of operation, called 
forth much enthusiasm. 


Resolution Reaffirms Distribution Statement 


Arch C. Klumph, of Cleveland, chairman of 
the resolutions committee, at this point pre- 
sented a resolution reaffirming the distribution 
statement. Mr. Klumph introduced the resolu- 
tion by an expression of emphatic opinion about 
the cumulative criticism of retailing, apparent 
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GRADE MARKING 


It is far more important to a buyer that 
he be sure of his man than that he be sure 
of the lumber or material sold him, for the 
first can be a guaranty of the second. To- 
day he can be sure of getting what he pays 
for without being an expert grader or 
actually measuring every stick. Unobtru- 
sively a lumber salesman can point out that 
fact; likewise he can point out the fact that 
his firm is a member of national or State 
associations, of local chambers of commerce 
or Better Business bureaus, that it has a 
reputation earned by years of good service 
to maintain, and that he himself has won 
his position of serviceman and salesman 
after a thorough apprenticeship under exact- 
ing conditions. Is it not as important to 
sell the company as»to sell the goods? 





not only at the convention but generally through 
the lumber world. He paid personal tribute to 
the high standing and ability of some of the 
critics but expressed a balancing side of the 
picture of the retail lumberman and the part 
he plays in the distribution of lumber. 

Manufacturers admit too much manufacture; 
wholesalers that there are too many wholesal- 
ers. The building industry is off 75 percent or 
more. Manufacturers and wholesalers become 
irritable and apprehensive because their sales 
are not holding up, and they turn upon the 
retailer. He is not doing his job. He is selling 
merchandise other than lumber; he is a de- 
partment store, and now they say delicatessen. 

“I challenge that statement,” Mr. Klumph 
said, “and I deny it. The retail lumber dealer 
is selling all the lumber that can be sold under 
present conditions. He is working overtime— 
adding to his heavy losses the expense of sales- 
men, advertising and every conceivable method 
of increasing the sale of lumber; and what he 
can’t sell, others can’t sell. Lumber yards are 
lumber yards just as much as they were 25 
years ago; although substitutes, building code 
restrictions, extension of fire limits and direct 
sales to customers have cut heavily into vol- 
ume.” 

After adding that the effort to correct dis- 
tribution abuses will not be immediately suc- 
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cessful but that educational progress is hej 
noted, Mr. Klumph introduced the resolution, 
which was carried unanimously. It is as {oj. 
lows: 

Wuereas, This fifteenth annual convention 
of the National Retail Lumber Dealers’ 4g. 
sociation, attended not only by retail lumbe, 
dealers from all parts of the United States 
but also by lumber manufacturers, whole. 
salers, commission salesmen and nationaj 
contractors, has brought forth in discussion, 
from the convention floor expressions which 
in so large a measure further attest to the 
economic soundness of the lumber distriby. 
tion statement; now therefore be it 

Resolved, That we, the members of the Ng. 
tional Retail Lumber Dealers’ Association 
reaffirm the principles the lumber distriby. 
tion statement enunciates, to wit: (Here 
followed the wording of the lumber distri. 
bution statement, which has been printed jp 
a previous issue of the AMERICAN LUMBERMAy, 
—EDITOR. ) 


THURSDAY AFTERNOON 


The Thursday afternoon session was devoted 
to discussion of the financing of houses. 

John M. Wyman, of Cincinnati, United States 
League of Building and Loan Associations, 
made a strong plea for financing and control 
that would release frozen confidence. In his 
opinion, under proper safeguards, loans to the 
extent of 75 percent of the appraised value of 
a house may be loaned on a first mortgage, 
The safeguard which he especially urged is 
based upon the theory that the lender of money 
should supervise the house construction in de- 
sign, workmanship and materials. One building 
and loan association began nine years ago to 
supervise the erection of homes upon which it 
loaned money; and the plan has been highly 
satisfactory to the lender, the owner and the 
material dealer. Mr. Wyman then described a 
plan, already in effect, for putting supervisory 
bureaus into communities where 100,000 or more 
people, in town and the adjoining country, can 
be served. He described in detail the organiza- 
tion and operation of the plan and the benefits 
which would flow froth it. 

Harry S. Kissell, president of the National 
Association of Real Estate Boards, stated that 
the interests of realtors and dealers in building 
materials are parallel. In fact the prosperity of 
the country corners upon the real estate and 
construction business. 
form of property. True, many people call real 
estate frozen assets and say that it has depre- 
ciated in value. They forget that real estate 
has not shrunk in value nearly as much as other 
forms of investment; and if it had, the country 
would be a financial shambles. Bank stock, 
industrial stock, railroad paper and _ utilities 
have shrunk from 70 to 90 percent in value in 
two years. No real estate holding has shrunk 
that much. Any house anywhere could be sold 
promptly if it were offered at the depreciated 
figures which prevail in these other fields. 
People have been unwilling to sell at any such 
depreciated figure; and it is wise of them not 
to do so. Baron Rothschild is quoted as saying 
that only when the gutters of Paris ran with 
blood could real estate be purchased at 50 cents 
on the dollar. 


Says Country Is Not Overbuilt 


Mr. Kissell quoted surveys and statistics to 
prove that the country as a whole is not over- 
built, and he stated that when the dam of fear 
is removed there is sure to be a general re- 
vival of home construction. He urged the wis- 
dom of the proposed mortgage discount bank. 
This would be to real estate what the Federal 
Reserve is to industry; a second line of de 
fense. Long-term loans, especially those amor- 
tized down to 50 percent or less, could be 
rediscounted and so avoid the disaster of fore- 
closure in a time of temporary stringency. 
There is no greater tragedy, short of the loss 
of life or limb, than that of the family that has 
saved and skimped for five or ten years, mak- 
ing payments on a home, only to see that home 
taken away from them. It is to prevent this 

(Continued on Page 50) 
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Associations’ Plans and Activities 


Nov. 10—Southeastern 
Club, Jacksonville, 


Hardwood Manufacturers’ 

Fla. 

Nov. 10-12—Associated Cooperage Industries of 
America, Brown Hotel, Louisville, Ky. Semi- 
annual, 

Nov. 11—Southern Cypress Manufacturers’ Associa- 
tion, Mayflower Hotel, Jacksonville, Fla. Semi- 
annual meeting. 


Nov. 11-12—Southern 
Hotel, New Orleans, La. Fall 
Nov. 12—Northeast Missouri Lumbermen’s Associ- 
ation, Merchants Hotel, Moberly, Mo. Annual. 


Lumber & Millwork Associa- 
Marion, Ocala, Fla. Quarterly 


Pine Association, Rooseveit 


meeting. 


Nov. 12-13—Florida 
tion, Hotel 
meeting. 

13—Northern Wholesale Hardwood Lumber 
Association, Milwaukee Athletic Club, Milwau- 
kee, Wis. Fall quarterly meeting. 


Nov. 13-14—National Association of Wooden Box 
Manufacturers, Pacific Coast Division, Willard 
Hotel, Klamath Falls, Ore. Tri-annual meet- 
ing. 

Nov. 16—Loyal Legion of Loggers & Lumbermen, 
Portland, Ore. Twenty-sixth semiannual meet- 
ing board of directors. 


Nov. 18—West Side Hardwood Club, 
Ark 
Nov. 19—Central 
Lumber Dealers, 
Annual, 
19-21—California Retail Lumbermen’s Asso- 
ciation, Hotel Oakland, Oakland, Calif. Annual. 
20—Millwork Institute of Hotel 
Oakland, Oakland, Calif. 
Dec. 1—Appalachian Hardwood Club, 
Ohio. Annual. 


Nov. 


Pine Bluff, 


Missouri Association of Retail 
Hotel Bothwell, Sedalia, Mo. 


Nov. 


Nov. California, 


Annual. 
Cincinnati, 


Dec. 3-5—Central States Forestry Congress, 


cinnati, Ohio. Annual, 


Dec. 7—National Homes Finance Corporation, Con- 
gress Hotel, Chicago. First annual stockhold- 
ers’ meeting. 

7-9—Associated Leaders of Lumber & Fuel 
Dealers of America, Congress Hotel, Chicago. 
Annual. 


. 12—Massachusetts Retail Lumber Dealers’ 
Association, Hotel Statler, Boston, Mass. An- 
nual, 

29-31—-Society of American Foresters, 
Hotel, New Orleans, La. Annual, 


Jan, 13-14, 1932—Retail 
ation of Indiana, 
lis, Ind. Annual. 


14-16, 1932—Mountain States Lumber Deal- 
ers’ Association, Cosmopolitan Hotel, Denver, 
Colo. Annual. 


19-21, 1932—Northwestern Lumbermen’s As- 
sociation, Auditorium, Minneapolis, Minn. An- 
nual, 

20-22, 1932—Ontario Retail Lumber Dealers’ 
Association, King Edward Hotel, Toronto, Ont. 
Annual, 

20-22, 
sociation, 
phia, Pa. 

26-28, 1932—Northeastern 
men’s Association, Hotel 
York City. Annual, 


27-29, 1932—Southwestern Lumbermen’s As- 
sociation, Ararat Temple, Kansas City, Mo. 
Annual, 

Jan. 27-28, 1932—Tennessee Lumber, Millwork & 
Supply Dealers’ Association, Hotel Noel, Nash- 
ville, Tenn. Annual. 


Cin- 


Jung 


Lumber Dealers’ 
Claypool Hotel, 


Associ- 
Indianapo- 


Jan. 


Jan, 


Jan. 


Jan. 1932—Pennsylvania Lumbermen’s As- 
Bellevue-Stratford Hotel, Philadel- 


Annual, 


Jan. Retail Lumber- 


Pennsylvania, New 


Jan. 


Jan, 27-28, 1932—-Western Retail Lumbermen’s As- 
sociation (Canada), Royal Alexandra Hotel, 
Winnipeg, Man. Annual, 

Feb. 2-3, 1932—Canadian Lumbermen’s Associa- 
tion, Mount Royal Hotel, Montreal, Que. An- 
nual, 

Feb. 2-4, 1932—Iowa Lumber & Material Dealers’ 
Association, Coliseum, Des Moines, Iowa. An- 
nual, 

Feb. 3-5, 1932—Michigan Retail Lumber Dealers’ 
Association, Pantlind Hotel, Grand Rapids, 
Mich. Annual. 

Feb. 9-11, 1932—Illinois Lumber & Material Deal- 

ers’ Association, Stevens Hotel, Chicago. An- 

nual, 

10-12, 1932—Retail Lumber Dealers’ Associ- 
ation of Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual, 

11-12, 1932—Hardwood Manufacturers’ 
tute, Brown Hotel, Louisville, Ky. Annual. 

12-13, 1932—Virginia Lumber & Building 
Supply Dealers’ Association, John Marshall 
Hotel, Richmond, Va. Annual. 

16-18, 1932—-Wisconsin Retail Lumbermen’s 
Association, Auditorium, Milwaukee, Wis. An- 
nual. 

Feb. 18-20, 1932—Western Retail Lumbermen’s As- 

sociation (U. S.), Davenport Hotel, Spokane, 

Wash. Annual. 

25-26, 1932—-Mississippi Retail Lumber Deal- 
ers’ Association, Robert E. Lee Hotel, Jack- 
son, Miss. First annual. 

March 10-11, 1932—South Dakota Retail Lumber- 

men’s Association, Watertown, S. D. Annual. 

12-14, 1932—-Lumbermen’s Association of 
Texas, Texas Hotel, Fort Worth, Tex. Annual. 
May 12-13, 1932—Florida Lumber & Millwork As- 

sociation, Orlando, Fla. Annual. 


Feb. 


Feb. Insti- 


Feb. 


Feb. 


Feb. 


Apr. 





Northeast Missourians Set Date 


HANNIBAL, Mo., Nov. 2.—Announcement is 
made by W. E. Partee, secretary-treasurer of 
the Northeast Missouri Lumbermen’s Associa- 
tion, that the organization will hold its annual 
convention on Nov. 12 at Moberly, with head- 
quarters at the Merchants Hotel. A business 
meeting will be held in the afternoon, during 
the course of which special talks will be made 
by some of the lumbermen in the territory and 
in addition several prominent speakers will be 
present to talk to the delegates. This will be 
followed by a general discussion on subjects of 
interest to the members. In the evening there 
will be a banquet at which the chief speaker will 
be Rev. H. L. Reader, of the Webster Groves 





Millwork Institute of California 


Fresno, CAuir., Oct. 31—The Millwork In- 
stitute of California, announcement from L. G. 
Sterett, secretary, states will hold its eighth 
annual convention on Nov. 20 at the Hotel Oak- 
land, in Oakland. The business session will be 
followed by a banquet in the evening, which 
will be a joint affair with the California Retail 
Lumbermen’s Association, which is to hold its 
annual meeting at the same hotel and at the 
same time. Secretary Sterett advises that the 
board of directors of the institute will meet on 
Thursday afternoon, Nov. 19. Arrangements 
for the convention program are being completed, 
and it is planned to have some prominent speaker 
from the architectural profession, from the As- 
sociated General Contractors, and probably from 
the field of economics, address the delegates. 





Massachusetts Retallars Plan Annual 


CampripGE, Mass., Nov. 3.—The thirty-first 
annual meeting of the Massachusetts Retail 
Lumber Dealers’ Association will be held on 
Saturday, Dec. 12, at Hotel Statler in Boston. 
Frederick D. Sterritt has again been chosen to 
serve as chairman of the convention committee, 
which includes William L. Smith, Lexington, 
and Granville B. Fuller, Brighton. They intend 
to arrange a program that will exceed in in- 
terest and profit for the Bay State dealers even 
that brilliant annual meeting of last year. 
There will be a business session in the morn- 
ing, presided over by Ulmont M. Carlton, as- 
sociation president. The entire country is being 


scrutinized to select at least two lumbermen to 
address the Bay State dealers after a noon ban- 
quet with messages of both inspiration and 
worth while information. Following a further 
business session in the afternoon, it is proposed 
to hold a dinner dance under the auspices of the 
Harry L. Folsom Hoo-Hoo Club No. 13 of 
Boston. 





Central Missourians to Meet 


JEFFERSON City, Mo., Nov. 2.—Announce- 
ment is made by Hy Guhleman, secretary of 
the Central Missouri Association of Retail 
Lumber Dealers, that the organization plans to 
hold its annual meeting on Nov. 19 at Sedalia, 
with headquarters at the Hotel Bothwell. Sec- 
retary Guhleman says that it will be in the 
nature of a business meeting in the afternoon, 
with a general discussion of business problems, 
followed by a banquet and social affair in the 
evening. 





Central States Forestry Congress 


Wooster, Onto, Nov. 2.—Edmund Secrest, 
State forester of Ohio, announces that the sec- 
ond annual meeting of the Central States For- 
estry Congress will be held on Dec. 3, 4 and 5, 
in Cincinnati. The purpose of the congress is 
to bring together organizations, conservationists, 
lumbermen, timber land owners, foresters, and 
all others interested in reforestation, the pro- 
tection and maintenance of forests and the utili- 
zation of forest products. 


Seek 1932 Hardwood Convention 


Mempuis, TENN., Nov. 2.—Further effort 
will be made by the Lumbermen’s Club of 
Memphis to obtain the 1932 meeting of the 
National Hardwood Lumber Association. Let- 
ters have been sent to all clubs in the South 
asking them to vote for Memphis for the 1932 
meeting, and members of the board of directors 
of the National association in this section as 
sure members of the club that they will use all 
their “pull” to put Memphis over. The an- 
nouncement was made by A. L. DeMontcourt, 
president of the club, who presided at the 
meeting. 

John W. McCall, local attorney, addressed 
the club in reference to the community fund 
drive. Preston Joyes, of Louisville, was a 
visitor and made a short talk, 





New Mississippi Association Active 


Jackson, Miss., Nov. 2.—Under the direction 
of J. A. Minnich, secretary of the Mississippi 
Retail Lumber Dealers’ Association, with head- 
quarters here, plans are actively being formu- 
lated for the first annual convention of the asso- 
ciation, which will be held on Feb. 25 and 26, 
1932, at the Robert E. Lee Hotel in Jackson. 


This association, while organized only last 
March, is growing rapidly and is stimulating 
interest in various parts of Mississippi through 
district meetings that have been held or are 
about to be held. For this month, district No. 6 
will meet at Hattiesburg on Nov. 4; district 
No. 7 at Gulfport on Nov. 5; district No. 3 at 
Tupelo, Nov. 9; district No. 4 at West Point 
on Nov. 10; district No. 2 at Greenville and 
Greenwood on Nov. 11 and 12 respectively; dis- 
trict No. 9 on Nov. 13 at a point still to be 
chosen, and district No. 8 at Brookhaven, on 
Nov. 18. The Hattiesburg meeting will be a 
Dutch treat dinner at 7:30 p. m. at the Hotel 
Hattiesburg, as will also the meeting at the 
Great Southern Hotel at Gulfport. 





Florida Dealers Plan Interesting 
Session 


Ocala, FLA., Nov. 3.— Millwork problems 
will be the program of the opening session of 
the quarterly meeting of the Florida Lumber & 
Millwork Association at the Marion Hotel in 
this city, Thursday, Nov. 12, at 2 p.m. Joe M. 
McCormick, of Orlando, chairman of the mill- 
work committee, will preside, with general dis- 
cussion of the question “What Necessary Ele- 
ments Are Needed to Co-ordinate the Forces.” 
The directors will meet at 8:30 p. m. 


The second day will open at 9:30 a. m., Presi- 
dent Rush H. Todd, presiding. Speakers will 
be Harold S. Foley, Jacksonville, “Advantages 
of Stocking Grade-Marked and Trade-Marked 
Materials ;’ Miss Dorothy Brenner, Davenport, 
“The Evils of Territorial Infringements ;” State 
Senator W. T. Gary, Ocala, “Our Forests ;” G. 
Kautzman, Miami, “Stabilization of the Lumber 
Industry in Miami and Adjacent Territory, and 
an Explanation of the Havana Plan;” Rudolph 
Weaver, dean school of architecture, State Uni- 
versity, “The Lumber Industry and the Home 
Owner;” Earl Harper, Plant City, “Is the 
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Adoption of the Lumber Distribution State- 
ment Advisable?” 

Leonard E. Todd, W. C. Parmeter and Jack 
Tucker will be in charge of entertainment. As- 
sociate Director Frank Traynor, of Tampa, will 
pilot the golf contingent. The Dixie Lime 
Products Co. will take the bunch for a ride 
over Silver Springs in the glass bottom boats. 
The convention banquet will be held Friday 
evening at the Marion Hotel. 

Frank Williams, secretary, says that the 
Rudolph Weaver paper “will be the feature 
address of the convention. He will make an 
effort to show what he believes to be necessary 
for the lumber industry to hold its own and will 
discuss tendencies of civilization and show 
wherein these are related to building and par- 
ticularly to lumber. His will be the feature 
address of the convention.” 





Plans for Hardwood Institute Annual 

MeMPHIs, TENN., Nov. 2.— Thursday and 
Friday, Feb. 11 and 12, 1932, were fixed as the 
dates for the tenth annual convention of the 
Hardwood Manufacturers’ Institute, at a meet- 
ing of the board of directors of the institute 
held last Friday at the Hotel Peabody, here. 
The Brown Hotel, Louisville, Ky., will be head- 
quarters for the convention. George Henderson, 
Angelina Hardwood Co., Keltys, Tex., and 
president of the institute, presided at the meet- 
ing. Arrangements for the convention were left 
to J. H. Townshend, executive vice president, 
for completion. 

The directors approved the report of the Tim- 
ber Conservation Board, and pointed out that 
the board followed out the recommendations of 
the general meeting of hardwood men held in 
Memphis last June. 





Intercoastal Shippers Take Offices; 
Appoint Secretary 


New York, Noy. 3.—Offices in the New York 
Central Building at 230 Park Avenue have been 
taken by the Intercoastal Lumber Shippers’ 
Association as its permanent New York head- 
quarters. E. H. Lewis, for many years iden- 
tified with the intercoastal lumber business, has 
been appointed secretary-manager of the asso- 
ciation, and will devote all his time to its in- 
terests. Mr. Lewis was appointed by the execu- 
tive committee of the association, Guy E. Smith, 
Edgar A. Hirsch, and Frank S. McNally. 


Discussion on Western Pines 


New York, Nov. 3.—What was meant to be 
a “White Pine Night” at the Nylta Club de- 
veloped into a western pines meeting last Fri- 
day, with Ponderosa pine getting most of the 
attention away from Pinus strobus. There were 
several speakers, including S. W. Carhart, of 
the Brooks-Scanlon Corporation, who read a 
paper written by D. D. Cooke, inspector for the 
Western Pine Association; Robert Ladue, who 
traced the development of present pine grading 
rules; Bob Everett, who discussed the uses of 
white pine; Luke Pryor, who told how to dis- 
tinguish between Pinus strobus and Pinus pon- 
derosa; and Barlow Shuit, who departed from 
the dignity of the presiding chair to enter an 
impassioned defense of true white pine against 
all competitors. 

The original intention of the program makers 
was to have Mr. Cooke give his speech and 
then answer questions about his association and 
the products of its members’ mills, but in his 
unavoidable absence, some of the club’s ama- 
teur debaters staged a very interesting discus- 
sion for the benefit of those members who in- 
cline more toward the listening art. 

President Shuit gave a short talk on the 
merits of white pine over Ponderosa, and then 
introduced Mr. Ladue, who traced the history 
of the grading rules through from the 1894 
rules of the Mississippi Valley Lumberman’s 
Association to the Wisconsin Valley Associa- 
tion, and then back westward to the Coast, 
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where they were adopted by the Western Pine 
Manufacturers’ Association in 1906. 

30b Everett enlarged on the stupidity of 
buyers who purchase only by grade, without 
regard to the use to which the lumber is going 
to be put. 

Mr. Pryor started a vigorous discussion 
among Mr. Carhart, Mr. Shuit, Mr. Ladue, 
himself and other members on the subject of 
selling Ponderosa as white pine. The general 
consensus of the meeting was that Mr. Pryor 
referred to a practice current only among some 
retail yards. 

Next Friday’s meeting will concern itself 
with “Lumber Trade Doings.” Spencer Bald- 
win, Benjamin Downing, Walter Pettit, Conrad 
Pitcher and others will speak. 





To Propose New Lien Law 


CuHaArtotte, N. C., Nov. 2.—South Carolina 
lumber dealers will meet in Columbia on Nov. 
10 to discuss the lien law which they will put 
before the next meeting of the State legislature, 
according to announcement made yesterday by 
Victor W. Wheeler, executive secretary of the 
Carolina Retail Lumber & Building Material 
Dealers’ Association. For some time dealers 
have been discussing the plan for a uniform 
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lien law and it is believed that something can 
be accomplished toward securing it in the next 
legislative session, it was declared. The meet. 
ing was called by George D. Cunningham of 
Columbia, S. C., head of the organization’s 
legislation committee from South Carolina. 





Southwestern Dealers Make Plans 


Kansas City, Mo., Nov. 2.—At a recent 
meeting of the executive committee of the South- 
western Lumbermen’s Association, definite plans 
were made for the 1932 annual convention, 
which will be held on Jan. 27 and 28 and 29 
at the Ararat Shrine Temple in Kansas City, 
The business sessions, exhibits and all activities 
will be held in the temple. 

In order to carry out the plans for the con- 
vention, committees were named, of which J. E, 
Waddell, of the Adair Lumber Co., Kansas City, 
is general chairman. Paul Kendall, of the Long- 
3ell Lumber Sales Corporation, is chairman of 
the advertising committee; Paul Doneghy, of 
the M. R. Smith Lumber & Shingle Co., of the 
program committee; Clark Duncan, of the 
Dierks Lumber & Coal Co., of the exhibits com- 
mittee, and C. G. Scruggs, of the Scruggs- 
Guhleman Lumber Co., Jefferson City, of the 
membership committee. 


The Chicago Trade Situation 


Among Chicago lumbermen there is general 
expectation of a strengthening in the market. 
rom practically every producing region they 
have been having reports that further curtail- 
ment was in prospect, while stocks of desir- 
able items had become badly depleted. Then 
some large users have been taking note of 
strength in general commodity—notably wheat 
and cotton—prices and have made inquiry from 
their lumbermen friends as to whether they 
might expect the same movement in lumber. 
Such inquirers have been told that they could 
have no assurance of being able to buy after 
the first of the year at the prices now prevail- 
ing, that lumber was now selling for less than 
it cost to produce it, and that stocking up might 
be a good move. No prudent wholesaler, in 
fact, would take any chances on selling at to- 
day’s market with the hope that he could place 
the business with the mills at a profit to himself 
later. 

Retail business is quiet, and the yards are dis- 
inclined to add to their stocks until they see 
some signs of improvement in building demand. 
Many of them are gaining new courage as to 
country trade prospects, now that wheat owned 
by farmers can be sold above the amount of the 
loans made on it. They think, however, that 
sales are going to be light for the remainder 
of this year, and are not fully convinced that it 
would pay them to replenish their assortments 
now, feeling that they have plenty of time. 

There is a very definite report that West 
Side southern pine mills are putting their prices 
on a firm basis. While not a large proportion 
of Chicago’s southern pine supply comes from 
that section, the stronger attitude of the mills 
is bound to have its influence on the whole 
market. A few of the large and strong East 
Side mills, however, are reported to be taking 
the same stand. The lists of these East Side 
mills have been pretty badly demoralized, but 
they are taking account of mill stock depletion, 
and feel sure that they can just as easily get a 
reasonable price as the kind they are getting 
now. 

Douglas fir is quiet, and reports from the 
mills of excess of production over bookings are 
not at all helpful to sellers in this market. 
There is good reason for believing reports that 
the Coast mills are going to effect heavy cur- 





A Classified Ad Will 
Sell It for You 


tailment. With domestic and offshore cargo 
markets quiet, there has been a tendency to force 
the rail market to take care of the output. 
Heavy rail demand can not be looked for until 
the first of the year, and the only way to put 
any firmness in prices is to curtail the produc- 
tion. 

Those specializing in heavy construction tim- 
bers say that inquiry has picked up. They have 
been bidding on some large public construction 
in different sections. Some moderate sized 
bills have come from the railroads for prices, 
but a good deal of the railroad buying that has 
recently been reported is not coming to the Chi- 
cago market, being done by eastern roads that 
buy in the mill sections they tap. 

Western pine distributers say that the mar- 
ket for their production is now quiet. Until 
recently they had been selling good quantities 
to millwork plants on the Mississippi River. 
These are said to have stocked up heavily on 
Ponderosa at low prices, and left the market 
for the time being. Idaho pine prices are re- 
ported to be quite firm here, but Ponderosa is 
weak. Several distributers said they had been 
told that one of the largest producers in the 
Inland Empire had issued instructions to close 
down all company’s mills. If such a curtailment 
is effected, it will have an immediate effect on 
prices. 

Hardwood distributers say that orders are 
very scarce, but they see evidences that prices 
have hit bottom. Recently adopted northern 
lists are understood to be very firmly adhered 
to. Furniture plants are buying just a little 
stock as needed. Practically no orders are com- 
ing from the automobile factories, which are 
postponing their shows. It is expected that the 
larger automobile makers, however, will soon 
have to get production of their new models 
under way, in order to have showroom stocks 
ready for the first of the year, so that they 
should soon be in the hardwood market. 

The lumber trade as a whole feels that the 
worst has been passed in general business, and 
that measures being taken to liberalize the sup- 
ply of bank credit will lead to expectations of a 
business revival and serve to stimulate forward 
demand for all commodities, including lumber. 
They know that buyers have gone the limit in 
stock reduction, and that curtailment at the 
mills has brought about a depletion of supplies 
of the more popular items in all woods, so that 
they are quite confident that from now on the 
main trend of the market will be toward 
strength. 
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“Trebled Their Sales” 


By Handling 
BROWN'S 


SUPERCEDAR 


CLOSET LINING 


The letter below reveals the quick- 
est and easiest way to greater cedar 
sales. Customers of today demand 
merit and guaranteed merit is 
the basis for Brown’s Supercedar 
Closet Lining Success. Supercedar 
is guaranteed 90% or more red heart- 
wood and 100% oil content. Only 
the red heartwood contains the val- 


uable moth-repelling aromatic oil. 


This Letter From a Dealer 
Proves It 


“Read your attractive ad in ‘American Lum- 
berman’ of July 18th, regarding Supercedar 
Closet Lining. We have handled cedar lin- 
ing before, but not your brand. We re- 
cently took in a fresh supply of Brown’s. 
Since then our sales on closet lining have 
almost trebled. Please send us your free 
miniature sample box with circulars, etc.” 


It Will Be Just As Easy for You 
to increase your sales with Brown’s 
Supercedar Closet Lining. It requires 
but small investment. Makes quick 
turnover, quick profits and real 
friends. 

Send today for miniature sample 
box with descriptive literature and 
quotations, 





Geo. C. Brown & Co. 
MEMPHIS, TENN. 


World’s Largest Manufacturers 
of Tennessee Aromatic Red Cedar. 








arker (sage aca 
rimerless Ne Primer of any kind is 


needed. It is applied to the 
u t ¢t bare wood and works just 
as well on bare wood as if 

primed. 







Is Just Whatthe Name Implies ALSO USE AND SELL— 
““Parker’s’’ Calking Putty. “‘Parker’s’’ Steel Sash Patty. 
“*Parker’s’’ End Wood Sealer Keeps Out Moisture. 
Write for Prices and Information. 


IRA PARKER & SONS CO., Oshkosh, Wis. 
SS AL a TT 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 
Manufacturers of 17 different species 
of Northern Hardwoods 
17 





17 





AMERICAN LUMBERMAN 


November 7, 193) 


National Retail Dealers’ Convention 
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that the Federal mortgage bank is needed. Mr. 
Kissell closed with an eloquent allegory of the 
detour to describe the current depression and 
to point his plea not to quit; to get into the 
tempo of the new times and to work. 


Other Resolutions Adopted 


Chairman Klumph then presented a number 
of other resolutions. There was a resolution of 
thanks, naming many persons and organizations 
that helped make the meeting a success. The 
practice of roofing manufacturers in giving 
preferential discounts brought a resolution fa- 
voring the following plan: “Each manufacturer 
to make his base or list price his LCL price 
to all classes of trade, with a reasonable mar- 
gin of discount allowed on carload sales to all 
classes of trade, with no preferential discounts 
for either quantity or sales function to any 
class of buyer.” A resolution proposed that the 
practice of distributing gypsum wallboard and 
insulation in truckload lots from warehouses 
at carload prices be abolished. Another de- 
clared it the consensus that the delivery of 
building material, except hard material, by 
either producers or jobbers direct to the job, 
on order of the retailer, is not conducive to 
good business. Another urged that pool-car 
buying be resorted to only in emergencies and 
that dealers learn the names of all other buy- 
ers sharing in the shipment before placing the 
order. Still another endorsed the movement of 
manufacturers to encourage curtailment of pro- 
duction by independent producers and urged 
them to continue the effort to secure better 
stabilization of market conditions. Trade ex- 
tension efforts of the National Lumber Manu- 
facturers’ Association and other organizations 
were commended; and finally, a rising vote of 
thanks and appreciation was extended to Presi- 
dent Hager. 


Analyzes Conditions of Financing 


The final address of the convention was made 
by Arthur A. Hood, Chicago, of the National 
Homes Finance Corporation. This was a care. 
ful analysis of conditions of financing and ap 
explanation of the principles built into the Na. 
tional Homes Finance Corporation which relate 
it to the great structure of home ownership and 
home construction. No _ press-table summary 
could do justice to the close reasoning and 
exact statements of the speaker, and it would 
run the risk of unintentional misrepresentation, 
An enormous amount of thought, labor and 
research has gone into the construction of this 
organization. 

Entertainment was extensive and pleasant 
and evidenced the thoughtful labor of the De- 
troit dealers. Ladies were entertained at cards, 
receptions and teas and on sight-seeing tours, 
The banquet was held Wednesday evening in 
the ballroom of the Book-Cadillac, with music, 
specialty acts and dancing. Thursday evening 
at nine o'clock the dealers and their wives 
were entertained at an “International Party” 
in Windsor. All day Friday was devoted to 
tours about the city and the adjoining country 
and to a golf tournament. This tournament 
was held at the Tam O’ Shanter Golf Course. 
A unique feature was that each dealer contest- 
ing received a prize, and grand prizes were 


offered for low scores in several classes, 
Donors of the prizes were President A. J, 
Hager, Lansing; the Celotex Co., Chicago; 


Creo-Dipt Co. (Inc.), North Tonawanda; the 
Insulite Co., Minneapolis; Johns-Manville, 
New York; the Lehon Co., Chicago; Masonite 
Corporation, Chicago; Morgan Millwork Or- 
ganization, Chicago; Shevlin Pine Sales Co, 
Minneapolis; United States Gypsum Co., Chi- 
cago; and the Upson Co., Lockport. 
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North Atlantic Rates 


Below are (nominal) ocean rates from North 
Atlantic ports on lumber and logs in cents per 
100 pounds, unless otherwise specified, as 
quoted by Richards Shipping Corporation, New 
York City: 





(Heavy oak plants, 2 inches 
thick or over, weighing 5 
pounds a board foot or over, 
contract to show specifica- 
Liverpool NE sc oaane wah eared en 25 cents 
London POGVY TUMEDOT. oc cicccce 25 cents 
Manchester Heavy logs—2 tons or 
Glasgow ES SR eee 25 cents 
Avonmouth 4 Light I a wie ice cma 35 cents 
Bristol Light logs—2 tons or 
Cardiff NN dchlarite actin ace oe 35 cents 
Swansea Heavy and light logs, over 2 
tons in weight, rates accord- 
ing to weight of logs. 
Flooring, hardwood, not par- 
ee rer cr 30 cents 
Heavy lumber and 
Hull, Leith eer 37% cents 
Newcastle Light lumber and 
Irish Ports Rr errr 47% cents 


Flooring hardwood... .45 cents 


Heavy Heavy Light Light 
Lumber Logs Lumber Logs 


Southampton ..... 45 45 55 55 
PD aweasdedwas 45 37% 55 47% 
Po 45 37% 55 47% 
Southampton, } 
Dundee and } Hardwood flooring....... 45 
Aberdeen 
Logs, 
Heavy 
Heavy Light and 
Lumber Lumber Light 
Antwerp, Rotterdam, Am- 

EE, ott aes ko ike 30 40 30 
Havre, Bordeaux........ 32% 42% 32% 
Hamburg, Bremen...... 30 40 30 
Christiania-Oslo, Copen- 

hagen, Gothenburg, 

ee 45 55 45 





Heavy Light 
Lumber Lumber 
er Per 
2240 lbs. 2240 lbs. 
Marseilles, Genoa, Naples...$11.50 $14.00 
Alexandria, Piraeus, Con- 
TN rrr er 17.00 23.00 
Per 100 Per 100 
lb. Ib. 
ES Pua ee ee a 45 55 
Per Per 
1,000 1,000 
ft.B.M. ft. B.M 
Barcelona, Cadiz ........... $25.00 $25.00 
RRR AS ES eS pe 30.00 30.00 
Buenos Aires, Montevideo... 20.00 20.00 
Per Per 
Standard Standard 
ino Gilet weaver eun els $42.00 $40.00 
EE a oie oko wie KS 44.40 42.40 
ccc cee eae e ws 46.80 44.80 
Se OU i er 49.20 47.20 
Lourenco Marques.......... 51.60 49.60 


! . 
Week's Car Loadings 
A report of the car service division of the 
American Railway Association shows the rev- 
enue freight loadings during the week ended 
Oct. 24 as compared with those of the preced- 
ing week, and those of the corresponding 
weeks of 1930 and 1929: 

Week ended Corresponding week 

Oct. 24 Oct. 17 1930 1929 

(Increase + or Decrease —) 








Forest 

products. 23,963 —818 —14,924 —#38,671 
SN eibidctire x 152,861 +1,252 —39,320 —51,586 
ee 5,733 —167 —3,485 —6,292 
Grain and 

products. 40,163 +3,445 —1,449 —2,850 
Live stock 30,748 +1,13 —4,621 —8,024 
Merchan- 

dise 214,715 —401 —25,340 —55,699 
Miscel- 

laneous . 284,566 +8,063 —81,513 —168,261 
Gl staenas 16,924 —4,556 —19,167 —33,304 

Total.... 769,673 +7,954 —189,819 —364,687 
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USINESS CHANGES, INCORPOR 





TIONS 








Incorporations 


CALIFORNIA. Los Angeles- 
ber Co., incorporated; Henry S. 
old concern; headquarters 521 E. 

ILLINOIS. Chicago—Chas, L. 
Co., incorporated; capital, $5,000; 

INDIANA. Evansville—Stovall 


Patten-Blinn Lum- 
Patten, president; 
5th Ave, 
Baxter 
old 
Lumber 


Lumber 
concern, 
Corpo- 


ration, incorporated; capital, 1,000 shares no par 
value Jas. C. Stovall, interested. 
Indiana Harbor—Citizens Coal & Lumber Co., 


incorporated; capital, 500 shares, $100 par; to deal 


jin coal, building materials and lumber; will do 
business in Indiana Harbor and East Chicago; 
Mike Nicksic interested. 


Richmond—General 
rated; capital, 3,800 
Land interested; to 

MASSACHUSETTS. 
ber Co. of Neponset, 


Wood Products, incorpo- 
shares, $25 par; Walker E. 
manufacture kitchen cabinets. 

3oston—A, T. 


Stearns Lum- 
incorporated; 5 


capital, $35,- 


000; Oliver G. Kelley, of Newton, president. 
Boston—H,. E. Holbrook Co., incorporated; cap- 
ital, $20,000; to manufacture, buy and sell lum- 
ber and other building materials; John C. Bir- 
mingham, president. 

NEW JERSEY. Newark—Frank Kearney Lum- 
ber Co., incorporated. 

NEW YORK. Brooklyn—Brooklyn Cabinet 
Works incorporated; capital, $5,000; woodwork- 
ing; Nana Eshoo, 635 Herkimer St., interested. 
New York—Golvero Corporation, incorporated; 
capital, $10,000; old concern; Sam _ Rosenberg, 
1122 Tinton Ave., interested. 


OREGON, 
corporated; 
terested. 

PENNSYLVANIA. Philadelphia 
Lumber Co., incorporated; capital, 
cern, 3318 Richmond. 

Pittsburgh 3ertrand P. 
capital, $10,000; 
S. Mathilda St. 


Rose burg 
capital, $5,000; 


Roseburg Timber Co., in- 
Fred L. Churchill in- 


—~Port Richmond 
$5,000; old con- 





Tracy Co., 
lumber, etc.; Irwin 


incorporated; 
Lockhart, 213 


New Ventures 


CALIFORNIA. Long 
has engaged in the 
1101 W. Broadway 
Welty. 

ILLINOIS. Chicago—Frank J. 
S. Michigan Ave., 
ber business. 

Cobden—Egyptian Lumber 
at Wayne City, Ind., and 
open a branch in Cobden 
formerly used by the Broadway lumber yard. 

MICHIGAN. Detroit—Chas. E. Lemons and Lee 
H. Shepherd have formed a partnership under 


Beach 
hardwood 
under 


—~Welty-Corwin Co. 
flooring business at 
management of L. R. 


Hathaway, 122 
recently began commission lum- 


Co., operating yards 
Dongola, Ill., plans to 
and has leased a site 


name of Shepherd & Lemons. 

MISSOURI. Kansas City—W heeler Lumber, 
Bridge & Supply Co., of Des Moines, Iowa, has 
established a branch here. 


OHIO. 
wholesale 


Cincinnati—Reagan Lumber Co 


lumber business. 


opening 


New Mills and Equipment 


KENTUCKY. Hodgenville—The Lincoln Lum- 
ber & Mfg. Co. (Inc.), hardwoods, recently formed, 


of which A. R., 
build a new plant or 
according to report, 

LOUISIANA. Clayton—Vestal 
Knoxville, Tenn., is making 


Shoffner is president, will either 


improve the present plant, 


Lumber Co., of 
extensive improve- 


ments to its lumber mill here recently purchased 
from Glenn H. Holloway; costs about $40,000; will 
be in operation in a few weeks. 

OREGON. Jefferson—Cobb Mfg. Co. will erect 


a box manufacturing plant on the corner of Hazel 
St. and the Pacific Highway. 

WASHINGTON. Okanogan—Otto Wagner has 
acquired a 32-acre site on the east side of the 
Okanogan River and will erect a sawmill and box 
factory thereon to replace plant recently burned. 
Sawmill will have a capacity of 75,000 feet in ten 
hours, and box factory a capacity of 25,000 boxes 
aday. Both plants are to be in operation about 
April, 1932. 


Business Changes 


CALIFORNIA. Calexico—El Centro Lumber & 
Trading Co. sold to Sones Lumber Co. 

Los Angeles—Los Angeles Box & 
moving to Arcata. 

Los Angeles—H. Bruce Wiscomb, California rep- 
resentative for Harbor Plywood Co. and American 
Door & Mfg. Co., has moved his headquarters from 


Veneer Co. 


the Architects Bldg. to 169 N. La Brea Ave. 
San Diego—H. P. Sickles Co. (Ltd.) sold to G. 
F. Hoff. 


Stockton—S. H. Rothermel, 
Wilson, secretary-treasurer, 


president, and O. C. 
Central Lumber Co., 


have bought out all the other stockholders and 
become sole owners; also purchased holdings of 
the Glendale Lumber Co., of Glendale, Ore. 

FLORIDA. Tallahassee—E. V. Speer Lumber 


Ga. 
McAlpine & 


Co. moving to Waycross, 
GEORGIA. Tallapoosa 
Succeeded by H. E. Bagwell. 
ILLINOIS. Chicago—Chicago Millmen’s 
ing House, new address 3515 Belmont Ave. ? 
Chicago—Adams-Kennedy Lumber Co. moving 
to Toledo, Ohio. 





Bagwell 


Clear- 


‘pers of 





Chicago—Baxter & Montgomery 
Chas. L. Baxter Lumber Co. 
Lake Zurich—J. Patterson Cx 


succeeded by 


succeeded by Per- 


kins Lumber & Fuel Co. 

Wauconda—J. H. Patterson Co. succeeded by 
Perkins Lumber & Fuel Co. 

INDIANA, Elwood—Winters Lumber Co. filed 
papers with secretary of State changing name to 
Home Lumber Co. of Elwood. 

Indianapolis—Inland Box Corporation filed pa- 


dissolution, 
Indianapolis—The C-A Mfg. 
working tools, will move to 


Co., maker of wood- 
Crawfordsville, Ind., 


according to Claude A. Maris, president. 
Richland—W. Q. Collins Lumber Co. announces 


that yard recently burned here will ve reopened 
at Rockport, Ind. 

LOUISIANA. New Orleans—Carl Bougere mov- 
ing to 632 Canal Bank Bldg 

MAINE, Norway—Denison-Greenlaw Co. suc- 


ceeded by N. U. 
Temple 
Chas, T. 


Greenlaw Co. (Inec.). 
Chas. T. Hodgkins & Co. succeeded by 
Hodgkins. 


Yarmouth—A. 8S. Kneeland sold to N. T. Fox 
Co., of Portland, 

MARYLAND. 3altimore — American Lumber 
Corporation filed petition asking to be dissolved, 

MASSACHUSETTS. soston—F'ormer employees 


of A. T. Stearns Lumber Co. have incorporated the 
A. T. Stearns Lumber Co. of Neponset, with capital 
of $35,000, and will continue the business of the 
old concern. 

MICHIGAN. Detroit—Chas. E. 
ceeded by Shepherd & Lemons, 

MISSISSIPPI. Corinth—Corinth Hardwood Floor- 
ing Co.’s plant sold under mortgage foreclosure. 

MISSOURI. Elmo—wW. C. Aldrich (Estate) suc- 
ceeded by E. L. Aldrich. 

MONTANA. Whitewater 
closed yard. 

NEW HAMPSHIRE. 
moving to Holderness. 


Lemons suc- 


-Monarch Lumber Co. 


Plymouth—Lester M. Avery 


NEW YORK, Boonville—Fenton Lumber Co. 
succeeded by Jay Garlock. 

Canandaigua—George T. Thompson’. succeeded 
by George T. Thompson & Sons (Inc.). 

NORTH CAROLINA. Wilmington—J. N. Bryant, 
of the J. N. Bryant Lumber Co., has purchased 
the plant, site and equipment of the Aladdin Co, 
for the manufacture of furniture parts in co-op- 
eration with High Point firms. 

OHIO. Cleveland—Lumbermen'’s Door & Trim 
Co., 16161 Euclid Ave., is taking over additional 
floor space. 


OKLAHOMA. Heavener 
ber Co. has closed yard 

Snyder—Home Lumber Co. 
Sims. 


States Lum- 


c. & 


Western 


now owned by 


OREGON. Coquille—Dennis and Richard N. Mc- 
Carthy have sold the Johnson Saw Mill to the 
Coquille Lumber Co. 


Mount Angel—N, 
Mount Angel Lumber 
PENNSYLVANIA. 
Lumber Co. succeeded by 

Co. 
TENNESSEE. 
ber Co.; F. W. 
Robertson. 
Memphis—Woodruff-Powell 
office to South Bend, Ind. 
TEXAS. Thalia—Cicero Smith Lumber Co. closed 
yard, 
WASHINGTON. 
Co. moving to Room 
WISCONSIN. Edmund 
sold to James Summers 
the Linden Lumber Co., 


Schmaltz & Sons succeeded by 
Co. 

Lancaster — Knight-Harrison 
Knight-Walker Lumber 


Williams-Erskine Lum- 
interest to Frank D. 


Memphis 
Snepp sold 


Lumber Co. moving 


Seattle—L. F. Driver Lumber 
806, 1411 Fourth Ave, Bldg. 
Edmund Lumber Co, 
and E *. Wearing, of 


Linden, Wis. 


Casualties 


ALABAMA. Decatur—The dry 
land-Blow Stave Co, has been 


IOWA. Albion—A 


the Hol- 
fire. 


kiln of 
damaged by 
lumber shed of the Under- 
wood Lumber Co. was destroyed by fire together 
with a machine shed and the lumber office. 
KENTUCKY. Louisville—Turner, Day & Wool- 
worth Handle Co., small loss by fire in office. 
LOUISIANA. New Orleans—Jacob T. Kirn 
Sash & Door Co., loss by fire, $20,000 to mill and 
machinery. 


MISSISSIPPI. Port Gibson—Jackson Cedar Mill, 


loss by fire, $1,500. 
NEBRASKA, Shubert—Best & Sons, barrel 
manufacturers, lost plant by fire; loss, $10,000. 
NEW YORK. Flushing—Queensborough Lumber 


fire, $100,000. 
Martinsville—Plant of 
destroyed by fire. 
BRITISH NORTH AMERICA 

ONTARIO. Preston—Plant of James Gillies Coal 
& Lumber Co. destroyed by explosion and fire; 
boiler building, kiln house and lumber sheds razed. 
Lumber plant of N. O. Hipel, across the tracks, 
also slightly damaged. Considerable woodworking 
machinery was destroyed and the damage to the 
Gillies plant is estimated at over $50,000. 


W ant Something? 
Look in the Classified Section 


Co., loss by 
VIRGINIA, 
Furniture Co. 


the American 








The Aristocrat of Structural Woods 


For many years 
lumber buyers 
have preferred 
Long Leaf Yel- 
low Pine lumber 
and structural ma- 
terial. It’snature’s 
best building ma- 
terial. 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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White Pine 
LONG and SHORT LEAF 


ALSO} Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 


IDAHO 
MINNESOTA 
WESTMONT 











PcotpsBoro 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 


JOHNSON & WIMSATT 
WASHINGTON, D. Cc. 
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Lumber and Its Uses 


By R. S. KELLOGG 


'In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes. lumber and 
log measurements, shipping weights, 
structural timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by lum- 
bermen in all branches of the trade. 


American Lumberman 


431 So. Dearborn St. 
Chicago, Iil. 
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GRADE MARKED—TRADE MARKED 


YELLow PINE 


YARD AND SHED STOCK 
LATH AND SHINGLES 


Our modern dry kiln facili- 

ties enable us to season lum- 

ber to the moisture content 
you require. 
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INDUSTRIAL 
_ LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 








“ The Supreme Structural Wood of the World” 























Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 











The Alger-Sullivan Lumber Co. 
CENTURY, FLORIDA | 
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Business Is Bad 


Business is bad, and so we’re working nights. 

Trade’s to be had, had by a man who fights. 

We've hired a man another fellow fired, 

Worked out a plan, and telephoned and wired, 

And sent him out, and now he’s sending in 

Small jobs, no doubt, but jobs we're glad to 
win. 


Business is slow, and when that fact is true, 

One thing, you know, is all there is to do— 

Speed up awhile! We've stepped upon the 
gas— 

It makes us smile, the people that we pass. 

We're selling stuff, not making so much jack, 

And yet enough to keep us in the black. 


Business is poor, and so we advertise. 

We're making sure they don’t forget us guys. 

The jobs are small, and yet with what they 
bring 

We'll live. through fall, and even last till 
spring. 

And then, well then, with competition dead, 

Just watch us when this old land moves ahead! 


We See b' the Papers 


What is your wife’s pet peeve? 
tric clocks. 


Ours is elec- 


_ Russia wants to make herself independent in 
five years. Some of us tried that, too. 

_It becomes apparent that eventually the 
United States is going to transfer the late 
war to the Profit and Loss column. 

“Are You a Good Judge of Cigar Values?” 
advertises a cigar manufacturer. Yes; we'd 
all be better off without any of them. 

But, if Europe didn’t ever intend to pay it, 
why didn’t they come right out and ask us 
to give it to them instead of lend it to them? 

If there is an extension of the moratorium, 
the suggestion will have to come from Ger- 
many. Well, that is the custom in the best 
banking circles. 

These boys who run the buses are the lucky 
ones: the railroads are taxed to build them a 
free right-of-way, and then the oil companies 
sell them their gasoline at less than cost. 

A Chicago fellow still owes us $8 that we 
loaned him to pay his loss in a rhum game. 
At first he asked for a moratorium for a few 
days, but we guess he has decided since we 
ought to cancel. 


Between Trains 


MEMPHIs, TENN.—You had to have a pull 
to get a room in a hotel in Memphis this week. 
Six thousand members of the American Dental 
Association were in town, and had their forceps 
on everything in sight. It’s a funny thing, but 
a dentist, when you see him in his office and 
in his white kimono, seems a fellow to fear, 
but take him collectively and he looks a good 
deal like anybody else. Perhaps dentists are 
human after all. 

Certainly they have made great progress in 
the practice of their profession since first we 
were so unfortunate as to go to them. In the 
early days all they could give you was gas, and 
you could get that from a barber. But this gas 
put you to sleep, and you always woke up feel- 
ing fairly certain that, in the interim, you had 
revealed things that you never intended to tell a 
single soul. 

Now they give you a local and allow you to 
retain your mental faculties, if any. The old- 
fashioned dentist also used to kill the tooth first 
thing; now they save it if they can. A man 
doesn’t like to go walking around with a lot of 
dead teeth, any more than he would with a lot 
of other dead innards. 


ON ete 


Now they don’t pull a tooth unless they have 
to, and then they don’t do it, but send you to 
an extractor. The dentist always acts as though 
he just didn’t have the heart to do it. Or maybe 
it’s the biceps. Anyway, he sends you to an 
extractor, and the extractor does it as pain- 
lessly as possible, although it is generally at 
least $5. 

Yes, sir, the dental profession has made great 
strides. They have better looking offices and 
later magazines. We remember starting a con- 
tinued story in one of them one time, and we 
went back and had another tooth pulled just to 
see how it came out. The story we mean, not 
the tooth. 

In November we are going to Lansing to 
talk to the Michigan dentists at their annual 
dinner. That is, we expect to, if they don’t 
put a rubber something in our month. 


Charles A. Comiskey 


The world has lost an optimist, just when it 
needs optimists most. Several seasons ago we 
met Commy in an elevator. It was a coinci- 
dence, for both the elevator and the White Sox 
were going down. In fact the White Sox were 
in seventh place. 

“Who's going to win the pennant?” 

“The Sox,” 
eye. 

And darned if they almost didn’t did! 

There is another optimistic story told of 
Charlie Comiskey. We were not present ‘on 
this particular occasion, but the story goes that 
the game that day had been called, or rather 
pao oa by rain. A fan went into Comiskey’s 
office and asked: 

“Do you think it is going to stop raining?” 

“Well,” said Commy, “it always has.” 

On one occasion this department arranged a 
luncheon in honor of Comiskey, and it gave 
rise to a classic jest of the baseball business. 
We had invited all the baseball notables, and 
they were all there. One of those present was 
James A. Hart, then the owner of the Chicago 
Cubs. In paying a tribute to Commy, Jim Hart 
said: 

“T want to say this for Charlie Comiskey: 
As first baseman of the old St. Louis Browns, 
he did more than any man in America to bring 
about the enactment of rules to prevent rowdy- 
ism on the ball field. I don’t mean to say 
that Commy wrote these rules. But he made 
them necessary.” 





we asked. 
said Commy, without batting an 


Haste 


Time smoothes the wrinkles of an aging earth, 
Repairs the woodlands when the fire is gone, 
To man a lifeless stump has little worth— 
*Tis to a vine a thing to grow upon. 
Green comes again to every plain and slope, 
Out of the ashes yet will something rise. 
No fire can ever burn as deep as hope, 
No smoke-cloud shut creation from the skies. 


Man flees from devastation, patient time 
3egins rebuilding with a single seed. 
Another year, again the roses climb, 
If not a rose, perhaps a purple weed. 
The cheek of nature its accustomed pink 
Takes on again. The hills, once hid in smoke, 
Shall wear again, wear quicker than you think, 
The verdant splendor of a vernal cloak. 


Among the stumps what flowers I have found! 
Some land deserted by impatient man 
Has still the seeds of beauty in its ground 
And in its breast the great, eternal plan. 
Perhaps our fire-swept lives, could we but wait, 
Would bloom again as blooms a blackened 
waste ; 
But one great error leaves us desolate, 
That time knows nothing of, and that is 
haste. 
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ked. Now, from a single source, you can get cypress to any and 
is every specification...all you need, when and where you 
of need it. Because of our exceptional facilities and close 
Pro association with five of the largest cypress manufacturers 
— in the:country, we are able to assure you of a constant 
; . supply of genuine “Tidewater Red” Cypress... the true 
“wood eternal”. No longer is it necessary for you to go to 
ee five or ten mills to fill one order. A single wire or letter 
pox to us-is all you need. Your shipment will come to you 
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Dry Kilns generally 
look very much alike — 


so do men. 


Intelligence and 
Heart make them 
different. 


National Kilns 


are so different 
that 25% more pro- 
duction is guaran- 


teed. 














Investment is low; operating 
expense is little; quality is 
the best. 


It is not necessary to discard your 
present kiln investment; remodel 
at small cost. 


Estimates cheerfully furnished. 


The National Dry Kiln Co. 


437 West Georgia Street 
Indianapolis Indiana 


Eastern Representative: 
C. A. FIELDS, Eagle Mills, Troy, N. Y. 























MAKE 
MORE 
MONEY 


with this 
Machine 


IMPROVED PHILLIPS 
WINDOW FRAME MACHINE 


It cuts costs —saves time and labor—increases 
production—does better work—earns more 
profits. 


ATLAS MANUFACTURING CO. 


ORLANDO, FLORIDA 


The 


“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver Sam Francisce 
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Practical Value of the Botanical 


Classification of Wood 


[By Arthur Koehler, In Charge, Section of Silvicultural Relations U. S. Forest Products Lab. 
oratory, Madison, Wis.} 


The argument has frequently been advanced 
that the lumber user is not interested in the bo- 
tanical classification of the wood he uses. The 
architect, manufacturer, or ultimate consumer, 
it is claimed, does not care whether the pine 
lumber that he uses comes from a tree with 
three needles in a bunch or five; or what the 
fruit of the “mahogany” looks like; nor is he 
concerned, it is stated, with the microscopic 
structure of the wood. What he wants is wood 
of a certain quality, irrespective of its botani- 
cal origin. 

Without taking sides on the question of what 
names should be used for certain kinds of lum- 
ber, I wish to point out tbat the classification 
and naming of lumber from a botanical stand- 
point is the best guaranty of desired quality and 
already is in every-day use in the lumber trade, 
that no other generally used basis for naming 
lumber is in existence, and that physical prop- 
erties alone are not practical for classifying 
wood for the purpose of naming it, commer- 
cially or otherwise. 

To be sure, the buyer 
of lumber need not con- 
cern himself with a vast 
amount of detail as to 
the botanical origin of 
the wood he specifies if 
by some short-cut 
method he can designate 
a wood in such a man- 
ner as to insure the 
quality which he desires. 
Fortunately with lumber 
such a short-cut method 
exists. A buyer need 
only to designate the 
standard common name 
(or scientific name, if 
he chooses) of a_bo- 
tanical species and he 
has tied the wood de- 
sired down as definitely, 
accurately, and effec- 
tively as if he had used 
a specification composed 
of a thousand technical 
words describing the 
appearance and proper- 
ties of the wood desired. 

This simplification in the naming of lumber 
is by no means a mere happening. To the con- 
trary, it is based upon the common, every-day 
practice of naming lumber after the tree from 
which it is cut, and naming the trees according 
to the botanical characteristics of their flowers, 
leaves, fruit, and the like. 

When an architect specifies sugar maple, for 
example, he does not mean any wood of fine 
texture, light color, and a certain degree of 
hardness similar to the wood of the original 
sugar bush tree; he means wood that comes 
from the sugar maple tree which in the final 
analysis is recognized by the character of its 
flower and fruit and the shape of its leaf. Any 
more lenient specification based only on the 
physical attributes of the wood would at once 
let in beech, which is similar to maple in most 
but not all of its properties. 

Obviously, each piece of lumber can not be 
traced back to the tree from which it came to 
determine the correct name of the wood, but 
fortunately the cellular structure, which deter- 
mines the grain, texture, appearance, and prop- 
erties of the wood, also varies with flower, fruit 
and leaf. The wood of sugar maple has one 


make up the “grain, 





Maintained in’ co-operation with the Uni- 


versity of Wisconsin. 





type of cellular structure, that of beech an- 
other. There is enough difference in the celly- 
lar structure of maple and beech so that the two 
woods look different to the layman, even though 
he does not know what the difference in ap- 
pearance is due to; and to the wood technolo- 
gist with his microscope there are numeroys 
definite characteristic differences that preclude 
any mix-up in the two woods. The cellular 
structure, therefore, also is a botanical charac- 
teristic and serves in identifying the wood, just 
as the flowers, fruit, and leaves serve in identi- 
fying the tree from which it came. Each year 
many hundreds of wood samples are identified 
for the public at the Forest Products Labora- 
tory by means of the microscopic cellular struc- 
ture. Although the exact species can not al- 
ways be determined, the genus to which the 
wood belongs practically always has sufficiently 
distinctive characteristics to make its determi- 
nation possible, unless the wood is of an en- 
tirely unknown kind. In some cases the wood 














Cross sections of sugar maple (left) and beech (right) showing differ- 
ences in cellular structure which together with the color of the wood 


” 


texture,” and general appearance of lumber by 


means of which the wood user identifies it 


is partly decayed, or in the form of sawdust, or 
even charcoal, so that the original appearance 
is entirely lost, yet the size, shape, and arrange- 
ment of the cells and the characteristic mark- 
ings on the cell walls are sufficiently preserved 
to identify the wood. 


Botanical Classification Practical 


Hence the botanical classification of wood by 
its structure is not only possible but is in every- 
day practical use, for it is through the wood 
structure, as indicated by grain, texture, and 
appearance supplemented by weight and _ hard- 
ness, that the practical man botanically identi- 
fies Douglas fir, basswood, ash or whatever it 
may be, as such, only he may not be aware that 
he is using botanical characteristics in so do- 
ing. Some kinds of wood can be identified by 
their color or odor alone, but never by their 
weight or hardness alone. In such cases the 
color or odor are characteristic of the botanical 
class to which the wood belongs and therefore 
are botanical characteristics just as much as is 
the color or odor of the flower. Wood, there- 
fore, is classified and named in everyday usage 
on a botanical basis and not on the basis of ar- 
bitrarily selected physical properties. 

One need only reflect on the predicament that 
an architect would be in if he had to specify 
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white oak on the basis of its physical properties 
alone. Such a specification would read some- 
thing like this: ; 

The wood when at 12 percent moisture con- 
tent shall weigh not less than 43 nor more 
than 53 pounds per cubic foot, and shall 
nave a side hardness as determined by the 
standard ball test adopted by the American 
society of Testing Materials of 1,060 to 1,700 
pounds; it shall have a grayish brown color 
on fresh, sound longitudinal surface; and 
it shall last at least 15 years in contact 
with the ground. 


Looseness of Specifications 


Aside from being exceedingly difficult to 
check up on such a specification, it would be im- 
possible to make it so “water tight” but that 
a considerable number of quite different woods 
would meet the specifications, and the architect 
couldn’t be certain at all of getting white oak. 
But if he specifies “white oak” he is certain of 
tying the specifications down to a_ botanical 
group of trees that bears acorns which mature 
in one year and that has wood of the charac- 
teristics he desires and can not be duplicated 
by any other genus. 

In an article on mahogany which appeared 
in the Scientific Proceedings of the Royal Dub- 
lin Society for December, 1918, the following 
definition of mahogany is given: “We may, 
then, define as mahogany all red or red-brown 
timbers in which the fibers of the adjacent lay- 
ers cross each other obliquely, and so give rise 
to a play of light and shade on longitudinal sur- 
faces (‘roe’), greatly emphasizing and enhanc- 
ing the figure.” In the December, 1930, issue 
of the Timberman the following trade defini- 
tion is given for mahogany: “It denotes a rela- 
tively hard, moderately heavy and reddish 
brown wood which works well, does not twist 
or warp excessively, is durable, and has an at- 
tractive figure, beauty, and luster architects and 
others demand.” What architect would dare to 
specify mahogany for interior finish if he had 
to accept anything that complied with either of 
these two “definitions” of mahogany? If, how- 
ever, the definition of mahogany is limited to 
certain botanical groups, whether it be one spe- 
cies or three or four genera, then the meaning 
is definitely fixed. 


Can Be Subdivided on Basis of Physical 
Properties 


It is true that botanical species of wood can 
be further advantageously subdivided on the 
basis of physical properties, as is done in the 
case of “Dense Southern Yellow Pine” which 
means wood of any of the species of southern 
yellow pine having certain requirements as to 
width of rings and percentage of summerwood, 
but first of all it must be one of the southern 
yellow pine species, which is a botanical classi- 
fication greatly restricting the kind of wood to 
which the term is applicable. 

If properties and usage were to govern the 
naming of lumber then all possible properties 
and all possible uses would have to be consid- 
ered. That would be impracticable, not only be- 
cause of the large number involved, but because 
the essential requirements of many of the uses 
are not known. In effect, however, it would 
bring the naming back to botanical groups, since 
it is only within individual or closely related 
botanical groups that all known properties and 
present uses are found to be practically the 
same. 





Trouble and Litigation 


BALTIMORE, MD., Nov. 2.—After much 
delay and an attempt on the part of a com- 
mittee of creditors to work out the affairs of 
the Heise & Bruns Mill & Lumber Co., which 
for many years operated a plant on South 
Carolina Street, the creditors have secured 
the appointment by Judge Albert S. J. Owens, 
in circuit court No. 2, of receivers to take 
charge of the assets. The order naming as 
receivers Daniel MacLea, Hyman Paul Rome 
and J. Royal Tippett, was issued on the peti- 
tion filed some time ago by the Harbor Ply- 
wood Corporation and the Farris Hardwood 
Lumber Co., two of the creditors. The com- 
Dany consented to the proceeding. This 
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means the end of an enterprise which had its 
beginning about seventy-five years ago and 
which for a long time was to be numbered 
among the most important undertakings of 
its kind. 


ST. LOUIS, MO., Nov. 3.—A voluntary bank- 
ruptcy petition, lisiting liabilities at $93,269 
and assets of $1,367, was filed in Federal 
court yesterday by the Mechanics Planing 
Mill Co., 3742 North Broadway, which was in 
business in St. Louis for fifty-six years. The 
petition, signed by Harry J. Schulte, presi- 
dent of the firm, was filed pursuant to a 
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resolution adopted last June 29 by the com- 
pany’s board of directors. Among the liabili- 
ties were $659 taxes due, unsecured claims of 
$60,765 and $31,843 notes and bills. The 
assets consisted wholly of debts due on open 
accounts. The company was incorporated in 
1875 and was capitalized at $100,000. 


BROCKTON, MASS., Nov. 3.—A meeting of 
the creditors of the Dean-Penney Co. (Inc.) 
of Brockton, one of the oldest and best 
known retail lumber enterprises in this ter- 
ritory, was held here last week. The Dean- 
Penney Co. (Inc.) is the successor to one of 
Brockton’s pioneer business establishments 
founded by the late Albert Cranston Thomp- 
son, later A. ©. Thompson & Co. The pres- 
ent situation resulting in a meeting of credi- 
tors and various proposals for continuing the 
business and refinancing resulted from the 
recent death of Ellery C. Dean, president, di- 
rector and majority stockholder, who passed 
away Sept. 19 and whose estate is now in 
process of settlement. 
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News Notes from Am 


Los Angeles, Calif. 


Nov. 2.—Drastic curtailment of lumber sup- 
ply from the northern mills is making itself 
evident by lower cargo shipments coming to 
local markets. Last week’s figures showed 
by far the lowest number of board feet ar- 
rivals docked at San Pedro harbor for a long 


time, the amount being but 5,444,000 board 
feet. But still lower than this was the amount 
of stock reported at the wharves, there being 


but 3,992,000—more than a million board feet 
than for many previous weeks. 
According to a statement issued last week 
by a local writer on economic conditions in 
Los Angeles County, reports from advertisers 


less 


of real estate state that response from the 
general public is more pronounced than it 
has been for a long period. “They report that 


and that in- 
investments for 
read. “Brokers 
uptrend in realty 
meeting of the prop- 

division of the Angeles 

met last week to discuss the 
what is declared to be an undue 
burden of taxation. The meeting developed 
into an indignation gathering when hundreds 
of taxpayers strenuously voiced their opposi- 
tion to the rapidly mounting burden of taxa- 
tion, especially of the special assessment va- 
riety. While building permits for the month 
of October have not as yet been tabulated, 
they are expected to fall under the figure of 
the previous month. There have been no large 
projects, most of the permits being for altera- 
tions and additions. Construction of schools 
and other larger buildings is expected to bring 
up the monthly totals hereafter. 


Tacoma, Wash. 


Oct. 31—A mass meeting of the 
lumber industry, to discuss the work done 
recently for the development of markets for 
wood products, has been called for Noy. 10 
at the Hotel Winthrop in Tacoma. The plans 
for the meeting have been made by the wood 
promotion committee of the Loyal Legion of 
Loggers & Lumbermen, supported by the 
West Coast Lumbermen’s Association and the 


money is coming out of hiding 
vestors are seeking profitable 
their funds,” the statement 
unite in declaring that an 

buying has started.” <A 
erty owners’ 
fealty Board 
reduction of 


Los 


Northwest 


Tacoma Lumbermen’s Club. Speakers will 
include Col. W. B. Greeley, manager West 
Coast association; W. C. Reugnitz, president 
of the Four L; Maj. Everett G. Griggs, presi- 
dent St. Paul & Tacoma Lumber Co., and 
other prominent leaders of the industry. The 
meeting will be preceded by a banquet. The 
committee in charge has announced that 


some new developments in marketing, of 
great interest to the industry, will be de- 
scribed, and at least 400 lumbermen are 
expected to attend. 

Stabilization of employment and 
tion on a basic 6-hour day, with no reduc- 
tion in the present minimum wage, were 
proposals approved at the district meeting 


produc- 


of the Loyal Legion of Loggers & Lumber- 
men held here Oct. 26. The proposals of 
the district will be presented to the legion 


meets at Portland 
manager of the 
Association, at- 


board of trustees which 
Nov. 16. W. B. Greeley, 
West Coast Lumbermen’'s 
tended the district meeting, and told the 
Four L officials the association is ready to 
support their stand for maintaining decent 
wages and regulating production. ™. 
teugnitz, president of the Jfour L, declared 
there can be no profits for the industry if it 
continues a policy of wage cutting and price 
slashing. 

Urging the lumbermen of the Pacific 
to get together and improve their 
methods, Leighton H. Peebles, 
ton, D. C., chief of the lumber division of the 
Department of Commerce, spoke before the 
Tacoma Lumbermen’s Club at the regular 
meeting yesterday. Mr. Peebles declared the 
principal problems facing the industry is to 
build up public good will. “You must pro- 


coast 
marketing 
of Washing- 


mote the use of wood by proper merchan- 
dising,” Mr. Peebles declared. He was the 
target of many questions. The speaker was 


accompanied by S. H. Blalock, of the Seattle 
office of the department, and Harvey Rohrer, 
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trade commissioner at Manila. Both spoke 
briefly. President Phil Garland announceg 
that United States Senator Wesley L. Jones 
will meet with the club Nov. 13 to discuss 
legislative matters to come before the next 
Congress, and that the meeting with the 
Young Men’s Business Club, at which (Col, 
W. B. Greeley will be the principal speaker, 
has been set for Nav. 20. 

The annual banquet of the Tacoma Lum. 
bermen’s Club, one of the major social events 
of the Pacific Northwest lumber industry, 
will be held this year Dec. 11. Announce. 
ment of the plans was made today by Phil 
Garland, president of the club. toy J. Sharp, 
ex-president, has been appointed genera] 
chairman of the committee on arrangements, 
The banquet will be held as usual in the 
crystal ballroom of the Hotel Winthrop. 

Cargo shipments of lumber from Tacoma 
during Septe mber totaled 43,057,162 feet, 
valued at $507 This is approximately 
3,000,000 fe ot below the August shipments. 
Cargo shipments of doors totaled 148,009 for 
the month, wood pulp 4,500 tons, and box 
shook, 1,481 tons. 

The bequest of $150,000 made by the late 
Leonard Howarth, prominent Tacoma lumber- 
man and capitalist, to the city or any chari- 
table institution selected by city officials, has 
been awarded to the College of Puget Sound, 
which will use the fund to pay off the mort- 
gage on the Hall of hereafter to be 
known as Leonard Howarth Building. The 
award will bring a large contingent contri- 
bution from the Rockefeller Foundation. 

The White River Lumber Co. has purchased 
more than 8,000 acres of timber on the Green 
river watershed from the Northern Pacific 
railway. The deeds filed showing the trans- 
fer of the property indicate the price paid as 


$380,000. 
Buffalo, N. Y. 


Science, 


Nov. 3.—The attendance at the fall furni- 
ture market now in session at Jamestown 
has been gratifving to the manufacturers. 


Up to the end of last week the total number 
of buyers in attendance had exceeded 500, 


which equals the mark set last spring. At 
the end of the first week of the 1930 fall 
show only 393 buyers had registered. The 
exposition closes Nov. 7. 

The attendance at the Better Homes & 


3uilding Exposition at the 
torium in Buffalo was the 
numbering 80,000. The annual radio show 
was held at the same time. The effort has 
stimulated business here. 

Men who have been engaged in the build- 
ing trade in a number of the large cities of 
the country, including Philadelphia, Detroit 
and Pittsburgh, have been for some time 
looking over the Buffalo field with a view 
of starting building operations here. Some 
of these men have already erected a number 
of houses here, and are planning to erect 


Broadway Audi- 
largest on record, 


many more, as it is believed that the growth 
of the city, together with the diversified 


character of its 
field for 


industry, 
expansion in the 


make this a good 
erection of dwell- 


ings. 

W. W. Schupner, secretary of the National- 
American Wholesale Lumber’ Association, 
gave a talk to the members of the Buffalo 


Lumber Exchange at the weekly luncheon on 
Oct. 30. He outlined the program of exten- 
sion to be undertaken by the National Lum- 
ber Manufacturers’ Association, and also 
talked on the lumber situation. He gave 
figures on lumber consumption of the coun- 


try, which showed a great falling off from 
several years ago. Surplus lumber is being 
reduced, he said, and this will eventually 


stated that he had 
been in various parts of the country and in 
some sections, especially New England, he 
had found the lumber outlook improved. 

At last week’s meeting of the Buffalo Lum- 
ber Exchange, Horace F. Taylor, president 
of the Buffalo Chamber of Commerce, gave 
a talk concerning the radio programs which 
are now being given under the auspices of 
the latter organization. The 
for the purpose of giving 
industrial advantages of the 
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lead to higher prices. He 
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ericas Lumber Centers 


come time has had its main office in Erie, Association to stimulate construction in met- 
Pa., has lately announced its removal to the ropolitan territory by persuading building 


company’s Wholesale and retail distributing mechanics to accept voluntary wage reduc- 
yard at Harborcreek, a suburb of Erie. tions have been checkmated, at least tempo- 
“ visitors to the lumber offices last week rarily, by the resistance of the Boston Build- 
included: C. L. Gray, president C. L. Gray ing Trades Council, acting for the various 
Lumber Co., Meridian, Miss., and W. H. unions. 

Brooks, sales manager of the wood products Cc. H. Harris, well known in the local whole- 
division, Arkansas Oak Flooring Co., Pine sale trade, has severed his connection with 
Bluff, Ark. the Hill Lumber Co. and joined the organ- 


New York N 7 ization of the Warren Trask Co. 
' . 


Frederick Russell Moseley, formerly presi- 
dent of the old A. T. Stearns Lumber Co., has 
been appointed manager of the Cypress Lum- 
ber Co. 


Nov. 3.—With prices weak, and sales vol- 
ume small in every branch of the lumber 
pusiness here, the big news of the week is 
he announcement of the immediate construc- Mi li Mi 
Hc of three 1,100-foot North River docks. inneapo 1s, inn. 
These will not only use about 5,000,000 feet Nov 
of lumber, but will reduce unemployment by é 
a few thousand. On the docks themselves 
there will be work for 4,000 men; the com- 
pletion of the piers will enable another eight 
blocks of the West Side elevated highway to 
be finished; some stimulus will be given to 
North River warehouse construction. Like 
all big construction projects in Manhattan, 
the job will change the character of many 
neighborhoods, causing remodelling and re- 
pairing of stores and some apartments. 
Politicians say that the surprising burst of 
speed shown by the Democratic city govern- 
ment in letting the dock contracts, may pos- 
sibly cause the Federal Government to do 
something to speed up the proposed new Post 
Office building. 

Some indications of an improvement in 
business have been noticed here. Real estate 
in the suburbs is selling more freely, depart- 
ment stores are reporting better trade, and 
the volume of “help wanted” advertising in 
the newspapers is steadily increasing. 

Volunteers working under C. A. Moore, 
chairman of the lumber division of the city 
unemployment relief committee, have been 
busy all week distributing pledge cards to 
lumbermen’s offices. Returns are not yet in, 
but are expected to be over quota shortly. 


4.—Retailers are carrying low stocks; 
most of their orders for northern pine are 
for filling in purposes, almost always cover- 
ing badly mixed lots, usually for quick ship- 
ments. City as well as country yards are 
slow to buy. Box and crating manufacturers 
are placing some orders for low grade ma- 
terial. No changes in prices have been re- 
corded for some months, although concessions 
are being made. Mills have ended their 
sawing season. While stocks are in smaller 
volume than last year’s, indications are that 
they will be sufficient to fill orders speedily 
in almost any assortment the buyer stipu- 
lates. Unfilled orders are smaller than they 
were last year at this time. 

Northern white cedar manufacturers fore- 
see a shortage in posts next season, particu- 
larly in the larger sizes. Posts for highway 
guard rail purposes have been in short sup- 
ply for some time, and good weather this fall 
has encouraged fencing in some sections to 
a greater extent than dealers expected. Most 
highway projects have been completed, but 
dealers are looking forward to much improved 
business in the early spring. 

Demand for storm sash has increased dur- 
ing the last few days owing to the cooler 
weather. 

Lumber sales of 534 retail yards in the 

ninth Federal Reserve district totaled 8,314,- 

Boston, Mass. pared with 9,457,000 last August and 12,516,- 

000 in September last year. At 505 yards, lum- 

Nov. 3.—New England wholesalers of West ber stocks totaled 73,002,000 board feet at the 











Coast lumber are much disturbed by the end of last September, 76,554,000 feet at the 
startling prices quoted by a large New York end of August, and 79,471,000 feet at the end 
concern which recently invaded this territory of September, 1930. Total sales at 534 yards 
with an aggressive salesman and has now amounted to $1,228,700 last September, $1,- 
established a branch office here. Local firms 127,400 last August, and $1,885,500 during 


refuse to slash their regular lists. The com- September, 1930. Accounts and notes out- 
paratively few buyers are very timid and cau- standing at the end of last September totaled 


tious, because of rumors of further reduc- $3,606,800, compared with $3,604,500 at the 
tions by Coast mills and slashing of cargo end of August and $4,677,700 at the end of 


rates. One of the principal manufacturers of September last year. Cash collections last 
Idaho white pine shipping into northeastern September totaled $567,000 for 334 yards, 
territory is cutting prices sharply. Conces- $525,900 in August, and $953,300 in Septem- 
sions are being granted on D select, and ber, 1930. 

» No. 2 common can be had fully $2 cheaper 

» than a fortnight ago. The market here for Spokane, Wash. 


Pondosa pine is so irregular that local whole- 
salers themselves admit they are doubtful 
about what the actual range of quotations 
really is. 

Four cargoes of lumber arrived by schooner 
from Nova Scotia the last week, comprising 
702,102 feet of eastern spruce plank and 
scantling for Godfrey Lumber Co. and Blan- 


Oct, 31.—The Klickitat Pine Box Co., of 
White Salmon, Wash., has ended its season’s 
run. Over five million feet of pine lumber 
have been cut into box shook since last 
spring. 

The Diamond Match Co.’s sawmill at 
Cusick, Wash., will resume cutting Nov. 2, 
chard Lumber Co and probably run until the log pond freezes 

} ei ‘ It has been closed, except for the planer, all 

The Boston longshoremen’s strike appears this month, for repairs 
to have settled down into an endurance con- The Peshastin Lumber & Box Co. of Pe- 
test, with plenty of men from the ranks of shastin, Wash., is checking logs for its win- 
the unemployed eager to fill the places of ter run. Between 17 and 23 trucks haul about 
Striking union men, and the latter committing 70,000 feet of logs daily. The logs are being 
acts of wanton violence that is turning pub- put into the new pond. 
li¢ opinion strongly against them. The lum- The Panhandle Lumber Co. has purchased 
ver trade has not yet been much disturbed. from the Northern Pacific Railway parts of 
The strikers are demanding concessions not nine sectiens of land containing between 
Siven at any other American port. 50,000,000 and 60,000,000 feet of white pine 

There is an actual shortage in most Massa- timber for $150,000, according to an an- 
chusetts towns, it is stated, of attractive pouncement by John Dimeling, Spokane, vice 
houses in the $1,000 to $6,000 price range, and president and general manager of the lum- 
lt is generally agreed that the house of wood ber company. The land is on the Spirit 


has a strong advantage in this underdevel- Creek and Fish Creek slopes, draining into 

oped field. the Upper and Lower Twin Lakes in Idaho. 
An interesting trend noted by lumber sales- Little of the timber has been cut. 

men is that an increasing number of lumber The new plant of the Wagner Electric Mills 

specifiers at different centers are calling for will be constructed at Okanogan, Wash. 

Srade marked lumber. Otto Wagner, manager, says the new mills 


Efforts of the Building Trades Employers’ and factory will be larger than the plant on 
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The Polleys 
Lumber Co. 


Manufacturers of 


: Pondosa 
foal: Pine 
Dry Selects 


General Offices and Mills: 
Shean ecKs Missoula, Mont. 























Order Bil 


MOUNTAIN GROWN 


Mixed Cars PONDOSA 





























: LUMBER CO. 
Our new plant is ELGIN.OREGON 
equipped to turn out SOFT TEXTURED 
the very finest quality, 
accurately milled pro- 
ducts. Cut-to-length 
y DIMENSION 
Complete asso tments of WRAPPED TRIM 
stock on hand insure Cut-to-length 
prompt service on your ae 
> j I 
future orders. Write now 11/16 SHIPLAP 
for quotations on any Selects and 
items shown on the Common Lumber 
right Specialty Shook 
5 and Box Shook 
Pondosa Pine Lumber Co. 
ELGIN, OREGON 
Member Western Pine Mfrs. Assn. 




















Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER fierktsé 
OSTRANDER, WASH. 
“The original long timber mill.” 


WE House Doors, 1-2 or 5 panel, 
Casement or French Doors, 


Garage Doors, 
SHIP Turned Columns & Newels, 
Square Built-Up Columns, 


Gutter, Pickets, 





_the following Square or Turned Balus- 
either in straight ters, Porch Rail, 
or mixed cars, Mouldings, Battens, Lattice, 


with yard stock: K. D. Window, Door and 
Cellar Frames. 


John D. Collins Lumber Co. 
White Bidg., Seattle, Wash. 











58 





CI CALIFORNIA C2 











Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 




















Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 


Soft California 
Pine 
White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 




















Bird Houses 





Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 














Lw’ SOTELS Ll 


HOTEL BENSON 


Portland, Ore. 


E believe 

that there is 
no other hote! in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 





Keller and Boyd 
Owner:. and 


Operz.tors 
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the Loop recently 
indicating a payroll of $10,000 a month or 
more. The sawmill, capable of cutting 75,000 
board feet of lumber in a 10-hour shift, has 
been purchased from the Fred Herrick string 
of mills at Harrison, Idaho. The equipment 
has been used only one season, and is of the 
very latest and most efficient design. There 
are 32 acres in the entire site, all of it being 
Indiana land. It was necessary to secure 
permission from the Indiana department in 
Washington, D. C., to lease the land. 

At the Hoo-Hoo luncheon today, Capt. 
Edward Salisbury, world traveler, spoke. His 
subject was the South Sea Islands. 

The Hudson Lumber Co., Spokane, is erect- 
ing an additional warehouse and lumber shed, 
45 by 60 feet, which will be used for the stor- 
age of sash, doors, roofings, wall boards, 
moldings and other finishing materials. 


destroyed by fire, 


Bogalusa, La. 


Nov. 2.—C. W. Goodyear, treasurer of the 
Great Southern Lumber Co. and allied indus- 
tries, accompanied by his son Charles, re- 
cently spent a week in Bogalusa, looking 
after business interests. Mr. Goodyear be- 
lieves that conditions generally will improve 
throughout the next year. While the Great 
Southern interests are operating at about 50 
percent, Mr. Goodyear considered that not so 
bad when compared with other lumber mills 
that are completely closed, or compared with 
the steel mills which are operating at 28 per- 
cent capacity. 

The Lamar Lumber Co. will repair its plant 
and build four miles of track from Talisheek 
to the river, and a 2-mile extension on the 
railroad from Sun, in order to give work to 
some of its former employees, according to 
General Manager J. H. Grimmett. These im- 
provements would be necessary before the 
plant could start operating, he said, although 
there is no indication that the company will 
resume operating within the next two or 
three months. Mr. Grimmett said the lum- 
ber market is still in a deplorable condition 
and that shipments have almost ceased, but 
that conditions are certain to improve, al- 
though he declined to make a guess as to 
just when this improvement would begin. 

M. J. McMahon, traffic manager of the Great 
Southern Lumber Co. and allied industries, 
spent last Monday here looking after busi- 
ness interests. 

W. H. Jennings, safety engineer of the 
Great Southern Lumber Co. and allied inter- 
ests, died on Oct. 24 and was buried in Boga- 
lusa Cemetery. Mr. Jennings was popular 
with all his fellow employees, and was known 
for his loyalty, kindness and high character. 


Warren, Ark. 


Nov. 2.—Arkansas pine mills say business 
continues spotty. Orders and shipments ex- 
ceed production by a small margin. Orders 
come from practically all over the trade ter- 
ritory, a fair volume coming from the North- 
east and central West. 

The last few days there has been more de- 
mand from the South, because of the im- 
proved price of cotton. The cotton crop is 
two to three weeks late this year, and, if 
cotton prices continue to improve, the mills 
are certain to receive more business this 
year than they expected. With the Govern- 
ment allowing 8 cents a pound for cotton 
on the Government farm debts, many farmers 
will be able to pay these off and have a few 
dollars left over. Some of this money will 
go for needed repairs. 

Mill inventories were reduced about 3 to 
5 percent during October. Some items are 
becoming scarce because of strict curtail- 
ment now in effect. B&better 3-inch flat 
grain flooring is in limited supply at most 
mills, as is No. 1 & C edge grain. No. 1 
boards are in rather limited supply, except 
the 8-inch, which are usually plentiful. In 
boards the 10-, 18- and 20-foot lengths are 
especially scarce. These lengths are also 
very limited in all No. 1 dimension and 
2x4-inch in No. 2. In 12-inch boards, 10- and 
20-foot lengths are very scarce, and very 
few are obtainable in No. 1 grade. No. 1 lath 
continue in good demand, with available 
stocks already covered by orders. No. 2 
lath are in good supply, and the mills expect 
the price to improve on this grade, since few 
No. 1 lath will be produced during the re- 
mainder of this year. 

The large mills continue to restrict log- 
ging operations. Fewer logs are in the 
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woods than any time in the last fifteen o, 
twenty years at this season. Some of the 
small operators have closed down untij 
spring; others that intended to start up this 
fall have definitely abandoned plans to open 

A good rain this week put out small forest 
fires and lessened the hazard. 

L. J. Arnold, general manager Crossett 
Lumber Co., and W. H. Burroughs, sales 
manager Fordyce-Crossett Lumber Co., made 
a trip to the North this week. 


Macon, Ga. 


Nov. 3.—Roofer manufacturers report a 
little more activity than in some time. In. 
quiries are in greater volume, and some busij- 
ness is being booked at low prices. How. 
ever, the manufacturers are not trying to 
force sales. Few mills have reopened, and 
all running are on short time. The move- 
ment of roofers is light, with the South prob- 
ably taking as much as other sections or 
more. 

Longleaf manufacturers have _ increased 
their production. More orders are being 
booked, and inquiries are heavier. There 
appears to be an especially good demand for 
dimension. Longleaf manufacturers antici- 
pate improvement in business during the fall 
and winter. 

Increased orders for hardwood and other 
woods have led to the reopening of planing 
mills. M. B. Smith, superintendent Macon 
division Central of Georgia railway, who has 
just made a tour of the southwestern part 
of the State, says that sawmills and planing 
mills are busier than in a long while, and 
that the movement of hardwood is picking 
up. Production, however, is still far below 
normal. Shipments are believed to be in 
greater volume than production, so manu- 
facturers are drawing on stocks. Prices, how- 
ever, have not improved. 

Forest fires in southern Georgia, along the 
Florida line, for the last few days have be- 
come alarming, for in some places great 
areas of virgin longleaf are being swept 
clean. The region has suffered a long period 
of drouth. 


Jackson, Miss. 


Nov. 2.—Lumber manufacturers in this sec- 
tion say business is quiet, although strenuous 
efforts to move surplus items has brought 
in sufficient orders to equal output in most 
cases, and slightly reduce stocks of those 
mills running on short time. Other mills that 
are closed, though with badly broken stocks, 
were able to bring about further liquidation. 
The unusually fine fall weather made ship- 
ments easy, so orders are moved out imme- 
diately. 

The efforts of a large group of mills to 
inaugurate a firm price policy on Oct. 26 
brought out some business. This policy is 
coupled with an effort to hold production 
down in line with sales. Prices now being 
asked by the mills in no way represent 
stumpage and operating costs, but if con- 
fidence can be restored among buyers it is 
believed some lumber will be bought to fill in 
retail and industrial stocks. 

The Mississippi legislature adjourned Sat- 
urday, Oct. 31, after passing legislation 
authorizing the highway commission to sell 
five million dollars in bonds which will be 
matched with five million from the Federal 
Aid fund for road work during the winter 
and spring months. It is understood that 
this money will largely be spent on grading, 
which should mean many new bridges. It is 
understood these will be of creosoted timber. 
Material will be bought within the State. 

Cc. E. Klumb, general sales manager of the 
Newman and Homochitto companies at 
Brookhaven, Miss., recently returned from 2 
four weeks trip in the North and East. Mr. 
Klumb found that credit conditions in many 
communities where banks have failed are 
retarding the resumption of normal business. 
Stocks of retailers and industrial corpora- 
tions, including railroads, are at the lowest 
possible level, and in some cases stocks in- 
adequate for the proper conduct of business. 
Until prices have some measure of stability, 
he thinks dealers will hesitate to buy. 

The closing of the J. J. White mill at Co- 
lumbus, Miss., marked the end of one of the 
oldest operating companies in this section. 
H. L. White is the owner. 

H. C. Berkes, secretary-manager, and John 
Carter, manager of trade promotion, of the 
Southern Pine Association, have been calling 
on Mississippi mills in connection with the 
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coming meeting of the association in New 


Orleans. : 
Paul P. Bellinger has become manager of 
the Trenton Lumber Co. For the last seven 


years he has been sales manager of the 
Trenton Lumber Co. 
c. H. Sweets and R. D. Garber, of the 


Forest Products Laboratory, Madison, Wis., 
are visiting Mississippi operators in connec- 
tion with a study of utilization of second 
growth timber. ? 

Allen Brain, of the Brain Lumber Co. of 
Springfield, Ohio, and Charles Castoe, of Co- 
jumbus, Ohio, representing the Newman and 


Homochitto companies, are visiting their 
mills this week. 

e + 

Birmingham, Ala. 
Nov. 2.—With weather favorable, small 
mills have increased their output, while 
larger operators continue to limit theirs. 


Yards are taking green stock from the small 
mills in order to limit direct-from-mill sales, 
and to secure rough log run from which to 
select upper grades. 

Demand here has shown a tendency to in- 


crease. Buying continues in mixed cars and 
many pool cars are being made up. No. 3 
common stocks have advanced an average 


of $1, and No. 2, 50 cents. Finish, both rough 
and dressed, remains unsteady. Shortage of 
stock has been noted in lower grades, and 
mills intend to stand pat on scarce items. 
Longleaf mills are selling dimension at short- 
leaf level. Car stocks show strength, rail- 
roads paying fair prices, Industrial demand 
is poor, except for pattern stocks, buyers of 





[Sales-o-gram No. 93] 


MONDAY 


Make extra efforts on Monday—a good 
sales record on the opening day puts zest 
into the rest of the week. Plan some spe- 
cial prospects to follow up and try to close 
on that day. Never permit a blue Monday 
—keep spirits of everyone high. Monday is 
a good day for telephone canvassing, for 
special sales, for plans to get the occasional 
customer into the yard. Some merchants 
offer prizes for the first sale or sales on 
Monday. 





which have been coming into the market. In- 
dustrial users indicate they are short of all 
stock and must buy soon. Crating, flask and 
pattern lumber have not changed in price. 
Red cedar shingles are soft. Headway has 
been made in getting stocks of western fir 
plywood into the hands of jobbers. 

Oak flooring select red and white, 1x5-2%4- 
inch face, has been quoted locally, mill base 
net, at $32, against the regular $43.50, and 
No. 1 has sold as low as $30 delivered. In- 
quiry for maple flooring, southern and north- 
ern, has increased and price remains firm. 
Hardwood lumber sellers concede slightly on 
price when a fair sized order is offered. 


St. Louis, Mo. 


Nov. 2.—Sales volume of southern pine 
mills is still running light. Those operating 
on a firm price list seem to be more inter- 
ested in price maintenance than in volume. 
Recent prices quoted to railroad and indus- 
trial buyers are the lowest at which this 
class of material has been sold. Price conces- 
sions have no bearing on volume of purchases 
in these fields, where stock is bought chiefly 
for immediate consumption. B&better flat 
grain flooring, 1x4-inch random lengths, 
small-mill stock, is $28@29; large-mill stock, 
$29.50@30; straight cars of 10- and 12-foot, 
$25.50@26; straight cars of 16-foot and longer, 
$30@31. No. 1 dimension 2x4-inch, random 
loading, small-mill and transit stock, is $18@ 
19; large-mill stock, $21.50@23; 8-, 9- and 10- 


foot, $16.50@17. Eight- and 10-inch boards 
and No, 2 shiplap are $18@18.50 for small- 


mill loading and transit cars; $20.50@21 for 
large-mill stock. Bé&better car siding, 1x4- 
inch, 9-foot, is $29. Car lining, No. 1 com- 


mon, 1x6-inch, 16-foot, is $26; 18-foot, $30. 
West Coast representatives report that yard 
business is extremely light, but railroad or- 
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ders are in better volume. A number of 
representatives report that firm price instruc- 
tions are still in effect. B&better fir drop sid- 
ing, 1x6-inch, standard patterns, random 
lengths, is $28.50@29; straight cars, 16-foot 
and longer, are $31@31.50. Bé&better flat grain 
fir flooring, 1x4-inch, is $27, with %x4-inch 
B&better fir ceiling at $22.50. Vertical grain 
fir flooring, 1x4-inch Bé&better, is $38 for 
Rail B loading. No. 1 dimension, air dried, 
no moisture content guaranty, is $13.50@14; 
kiln dried, $9@9.50 off Rail B list. Timbers 
up to 12x12-inch, 40-foot, full sawn, rough, 
No. 1 common, are $32.50; select common, 
$34.50; select structural, $36.50. All above 
prices are f. o. b. St. Louis. 

Hardwood demand continues to be very light. 
Railroad timbers and track material orders 
are being placed in more satisfactory quan- 
tity, however. Oak flooring demand is run- 
ning extremely light, with dealers apparently 
endeavoring to reduce their stock prior to 
inventory. Recent price lists carry quite 
drastic reductions on a number of sizes and 
grades. No. 2 sap gum continues slow, with 
some purchases of 4/4 reported at $16 for 
rough, and $17 for surfaced, f. o. b. St. Louis, 


Kansas City, Mo. 


Nov. 3.—The increase in prices of wheat 
and cotton has created a much more opti- 
mistic feeling among lumbermen. Crude oil, 
too, has advanced to 85 cents a barrel in this 
district, and the advance is expected to re- 
sult in better oil field business for lumber 
mills. Sales last week were much of the 
same caliber as heretofore. Small lots for 
prompt shipment were purchased by retail 
yards in surrounding States, these making 
the bulk of sales. There was noticeably im- 
proved interest from yards in agricultural 
districts, probably because of the higher 
prices being paid for cash wheat. If the 
advance in basic commodities is sustained, 
lumbermen are sure to find business better. 

Industrial buyers also were quite inter- 
ested. Radio cabinet manufacturers were in 
the market for scattered lots of hardwoods, 
and furniture manufacturers showed increas- 
ing interest despite the season. The retail 
demand for furniture is holding up so well 
that manufacturers are compelled to keep on 
buying hardwood when they expected a lull 
in business, salesmen _ report. Motor car 
builders have failed to maintain the volume 
of their sales, and are now taking only 


small amounts. 
Railroad buying is of a hand to mouth 
character, and salesmen say there is little 


chance of any improvement before spring. 
There is a little scattered buying of car re- 
pair items, but other sales are scarce. 


Norfolk, Va. 


Nov. 2.—Demand for North Carolina pine 
during October will be much less than dur- 
ing September. Prices of most items have 
been pretty well maintained, but some de- 
clines have occurred in the better grades of 
rough stock. Very little rain has fallen and 
summer temperature has been obtaining, but 
there has not been any increase in produc- 
tion, most mills cutting as new business 
developed. 

There has been a fair demand for 4/4 edge 
B&better circular sawn stock, but price is 
$1 less than it was thirty days ago. Very 
little band sawn stock is being bought, be- 
cause most band mills want more money 
than circular sawn can be bought for. No. 1 
common 4/4 lumber has been moving a little 
better in the South, but the mills still have 
plenty. B&better 4/4 stock widths, band and 
circular sawn, have been rather quiet and 
the price is weak. Mixed cars of 4/4 rough 
finish declined about $2, circular or band 
sawn stock, but few mills make 5/ and 6/4 
regularly and can afford to be independent. 
More Bé&better 4/4 bark strips, rough and 
worked into flooring, are being asked for by 
the yards. 

There has been very little activity in the 
4/4 edge No. 1 box. Some inquiries have 
been received for kiln dried edge box dressed 
and resawn, but orders are slow in matur- 
ing. Some sales of good air dried edge box 
rough have been made, but the price is far 
from attractive to small mills. A low price 
will not influence box plants’to add to stocks, 
Retail yards are buying very little. There 
has been a better demand for 4/4 hardwocd 
dunnage, but 4/4 box bark strips, rough and 


(Continued on Page 66) 
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Old Growth Yellow 


DOUGLAS FIR 


Specialists 


Wholesale Lumbermen and 
Exclusive Mill Representatives 


FAST SHIPPERS OF 
DEPENDABLE MERCHANDISE 


All Yard or Industrial Items 
Quoted Quickly 
If you are having difficulty in 
securing quality stock on 


resent day market prices do not 
Fail to communicate with us. 


Hockett Lumber Co 


Spalding Building 
PORTLAND OREGON 














GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 

Carlton Manufacturing Co., Carlton, Ore. 

Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CoO. 
Failing Building, Portland, Oregon 











YELLOW FIR 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 


Factory and Industrial Stock 
Fir Plywood 


CEDAR 


SPRUCE 
WESTERN PINE 
and HEMLOCK 


‘Sullivan 


Lumber. 


PORTLAND, 
OREGON 








“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman t’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.25 postpaid. 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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A Real Sales Help For Lumbermen 
Try It For 6 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
Bby us TWICE a week as 
. they start in 
business Red 
Book credit rat- 
ings and reports 
are recognized by 
lumbermen as the 
most reliable 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer. 
Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New York City 















a AMCYS REP BOOK SEVER 
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Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 





—your credit loss. That you can only 
guess at And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the vear's total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess 

Thus your credit loss for twelve 
months is determined in advance and 
norhing can increase it. 

The cost of Credit Insurance is small 

mpared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 
OF NEW YORK 


511 Locust St. 220 So. State St. 
| St. Legis, Mo. Chicago, Ill 





537 Mer. Exch. Bidg, 
San Francisco, Cal. 


| 











YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 











GILBERT NELSON & CO. 


Public Accountants 
If SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 














Richard Shipping Corp. Establishedi847 
44 Beaver Street. NEW YORK erst "Customs 
Brokers. We 


handle allclasses 
of cargo and at- 
tend to collection 
of invoices. 


Ocean Freight Brokers 
and Contractors 





Special department handling export lumber shipments 








Ahished/3; 2 


LOG STAMeS 


“19 


BRASS& TRADE 


~ ALUMINUM CHECKS 


Brite Your Cataloy “ 


S W.W.WILCOX MFG. CO. 
564-572 WRandolph St. 
et CHICAGO _ 


Ww 
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Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? ‘*Logging’’ will tell 
you how, An_ invaluable 
reference book for logging 
superintendents, timber 
owners, etc. 


Cloth, Postpaid $4.50. 
American Lumberman **3,5- sto" 


LOGGING 


By Ralph C. Bryant 








J. H. Flack, of the C. M. Gooch Lumber Co., 
Memphis, Tenn., was a business visitor in Chi- 
cago last week. 

L. H. Ross, of Oshkosh, 
the Fuller-Goodman Co., 
day on business, 
offices. 


Wis., manager of 
was in Chicago Mon- 
and called at local lumber 


C. C. Vanlandingham, of Chicago, head 
the Vanlandingham Lumber Co., is spending a 
few days in Alabama this week, calling on mill 
connections. 


J. P. Boyd, of Chicago, district manager of 
the Weyerhaeuser Sales Co., returned to his 
duties at the firm’s offices in the Bell Building 
Monday after having been confined to his home 
two weeks by illness. 


C. M. Dendy, of Birmingham, Ala., vice presi- 
dent of the Taylor-Dendy Lumber Co., was in 
Chicago Wednesday and called on lumbermen 


here. He left Wednesday night for Detroit, 
Mich., to call on the trade there. 
E. T. Sturgeon, of the Morrill & Sturgeon 


Lumber Co. (Inc.), Portland, Ore., arrived in 
Chicago Monday to visit for a few days with 
some of his many friends in his native city. He 
has spent several weeks on a combined business 
and pleasure trip in the middle West, and last 
week he attended the annual convention of the 
National Retail Lumber Dealers’ Association, 
in Detroit, Mich. 


Mr. and Mrs. 
Iowa, 


Charles E. Greef, of Eldora, 
were Chicago visitors this week, enroute 
to their home after visiting a son and grandson 
in Ohio. While here they paid the AMERICAN 
LUMBERMAN a very pleasant visit, and also 
called upon other friends in the city, including 
one whom Mr. Greef has known for sixty years. 
Though advanced in age, Mr. Greef carries his 
years lightly and is in spirit one of the most 
youthful of men. While no longer actively 
engaged in lumber yard operation, he retains 
extensive interests in that field, and is still 
further knit to the lumber business by the fact 
that three of his sons are connected therewith 
in one way or another. Another son is a mem- 
ber of the teaching staff of Roberts College, 
Constantinople. His lumber and farm interests, 
and watching the progress of his sons, along 
with plenty of recreation in the form of golf 
and working with wood, especially in the mak- 
ing of bird-houses which he presents to his 
friends—this being a hobby which he enjoys— 
all combine to give this veteran lumberman a 
zest in life and a spirit of youth and optimism 
not always enjoyed by those who have reached 
his age. His many friends in the lumber in- 
dustry, and in association circles where he was 
for many years prominent, will be glad to know 
that Mr. Greef is looking fine and enjoying ex- 
cellent health. 





Hoo-Hoo Headquarters Moved 


St. Louis, Mo., Nov. 3—The Black Cat has 
a different alley to yowl in, now. 

The international headquarters of the Con- 
catenated Order of Hoo-Hoo, for many years 
located in the downtown district of St. Louis, 
have been moved from the Central National 
Bank Building to a large converted residence 
building at 4215 Lindell Boulevard, which is in 
the central western part of the city. 

Increased facilities for the various depart- 
ments required to serve the membership are now 
available, and furthermore Secretary-Treasurer 
Henry R. Isherwood and his staff will be able 
to impart to the new quarters the true individ- 
uality which this remarkable Order should have, 
for it occupies the entire building. There can 





be a catnip bed in every room, if the organiza- 
tion so wishes. 

The confusion and extra work which the 
move occasioned made it impractical to put out 
the usual weekly news letter, which reports 
activities of Hoo-Hoo clubs and district groups, 
this week. 

Woodwork Canteen for Large New 
Office Building Is Let 


The big event in the Chicago building trade 
this week, doubtless, was the awarding of the 
contract for the carpentry, cabinet work and 
interior finish for the new Field Estate Building, 
This contract alone involves approximately 
$1,000,000, and was awarded to Carlson, Holmes 
& Bromstad (Inc.), of Chicago. It is probably 
the largest millwork award ever made here. 

Already the millwork manufacturer is taking 
prices on the large quantities of fine quality 
woods that will be needed. R. E. Carlson, jr. 
told the AMERICAN LUMBERMAN Wednesday 
that about a half-million feet of highest quality 
walnut lumber and veneer will be required, and 
more than a million feet of hard maple flooring. 
For the core stock great quantities of chestnut, 
basswood and pine will be consumed. 

The building is to be constructed in three 
sections, the first of which will be started next 
spring and completed by August, and the entire 
structure will be completed in 1934. The im- 
mensity of the project may be judged from the 
fact that it is expected to use more wood than 
even the Stevens Hotel, which now holds the 
record as the largest millwork project in the 
Chicago district. The George A. Fuller Co. is 
the general contractor. 





Form New Business Combines 


Frank J. Hathaway and H. C. Hardaway, of 
Chicago, who have been in business as the H 
& H Lumber Co., have dissolved partnership. 
Mr. Hathaway will retain the firm’s offices in 
the People’s Gas Building at 122 South Michi- 
gan Avenue, operating a commission business 
under his own name. 

Mr. Hardaway has joined forces with Louis 
F. Driver, jr., in a wholesale and commission 
business under the name of the H & D Lumber 
Co., and the offices are in the Mather Tower, at 
75 East Wacker Drive. They expect to spe- 
cialize in railroad and car material, and utilities 
trade. 





Feted by Fellow Lumbermen 


Satt Lake City, Utan, Oct. 31—Roy M. 
Cross, widely known Salt Lake City lumber re- 
tailer who recently accepted an executive posi- 
tion with the W eyerhaeuser Sales Co. and will 
leave Nov. 3 to make his headquarters in St. 
Paul, Minn., was the guest of honor at a fare- 
well luncheon tendered him by the Salt Lake 
Lumbermen’s Club. Members of the Utah 
Lumber Dealers’ Association, of which organ- 
ization he is a charter member and a former 
president, also attended. 

Sidney L. Billings, jr., vice president of the 
local club, presided, and expressed the regret 
of the Salt Lake lumbermen in losing the fel- 
lowship and assistance of their friend, while 
wishing him success in his new field of en- 
deavor. Others who spoke included two Salt 
Lake men, Marvin ©. Ashton, head of the 
Sugar House Lumber & Hardware Co., former 
president of the State association, and Earl B. 
Smith, representing the local wholesalers; and 
Hyrum B. Wheelwright, of Ogden, president of 
the State association. 

Mr, Wheelwright in behalf of the two organ- 
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izations, presented a beautiful pullman trunk 
to Mr. Cross, and the latter responded briefly. 

Mr. Cross was again honored, by the Alta 
Club, of which he has been a member. At a 
farewell banquet he was presented with a silver 
service and was extended best wishes for the 
future. 

He came to Salt Lake City fifteen years ago, 
from the Pacific Northwest, and organized the 
Cross Lumber Co. Recently he sold out to the 
Anderson Lumber Co., of Ogden, Utah, a line- 
yard organization, but has continued as man- 
ager for the new owner. 

New Call Sheet Issued 

The Chicago Lumber Dealer’s Telephone Call 
sheet, published annually by C. W. Winters, of 
Evanston, has been distributed and a copy may 
be seen in most of the Loop lumber offices. The 
lumber and furniture industries were combined 
on one sheet this year, giving a wider diversity 
of listings and firms. 


Why Stop Fishing? 

Here is a fellow that keeps on fishing. He 
has worked some diversity into his fishing. Most 
fishermen quit fishing about the first of Sep- 
tember. Ira A. Minnick, president of the Na- 

















tional Dry Kiin C Incdianapolis, Ind., says 
that these fellows quit fishing just at the time 
the fishing commences. Past records show that 
he has been a chaser of muskies, wall-eyes, 
small- and large-mouth bass; and he now con- 
tends that the real fishing season opens around 
the first of Octcber, when the lake or salmon 
trout come up out of the deep water into the 
shallow water, where they take an artificial bait 
in the same manner as the large-mouth will 
take a large well developed frog. 

Mr. Minnick claims that the fish shown in 
the accompanying cut were caught by him about 
October 10. He found, on his return, that there 
had accumulated a nice bunch of orders for dry 
kilns, these orders being from a lumber plant 
in Arkansas, a plywood plant in Vermont, a 
hardwood plant in Virginia, a cabinet manufac- 
turing plant in Pennsylvania, a saw mill in 
Michigan, an interior finish plant in New York, 
besides a nice run of miscellaneous orders,- in- 
cluding their new design of ready-to-hang kiln 
door. 





Exhibit Wins Prize 

Readers of the AMERICAN LUMBERMAN and 
all lumbermen will be interested in the an- 
nouncement that the first award for effective 
advertising and publicity in the cause of fire 
prevention in the advertising exhibit at the con- 
vention of the National Association of Mutual 
Insurance Companies, in Chicago last month, 
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was given to the display of the Associated Lum- 
ber Mutuals. The winning exhibit consisted of 
four large panels containing both one- and two- 
color advertisements, mailing pieces and en- 
closure blotters, editorial articles on fire pre- 
vention which have appeared in different lumber 
publications, and copies of “The Burning Ques- 
tion,” the house organ of the Associated Lum- 
ber Mutuals. The Field Advertising Service of 
Indianapolis created all of the matter contained 
in the exhibit except “The Burning Question,” 
which is edited by H. J. Pelstring of the Asso- 
ciated Lumber Mutuals organization. Some of 
the material shown has appeared in the pages 
of the AMERICAN LUMBERMAN, 

The prize awarded to the Associated Lumber 
Mutuals was a handsome electric clock donated 
by the Abington Mutual Fire Insurance Com- 
pany of Abington, Mass. 





Returns Home From Hospital 


Jerome Houston, who has been in charge of 
the quotation desk at the Chicago offices of 
the Long-Bell Lumber Sales Co. for over two 
years, is well on the road to recovery after 
having sustained severe head injuries in a re- 
cent automobile collision. His parents, Mr. and 
Mrs. George A. Houston, of Kansas City, Mo., 
rushed to Chicago immediately when they re- 
ceived word of the accident, and Mrs. Houston 
remained with her son while he was at the hos- 
pital and later when he was removed to a hotel. 
The father, who is sales manager of the Long- 
Bell company, after assuring himself that the 
young man was recovering all right, made a 
business trip to New York. 

He returned to Chicago last week, however, 
and on Saturday he and his wife started back 
to Kansas City with their son. The latter will 
be “laid up” for nearly two months, probably. 


Announces Personnel Changes 


Robert E. Johnson has been appointed to have 
complete charge of the Philadelphia warehouse 
of the Harbor Plywood Corporation, and of the 
firm’s operations in that territory, according to 
an announcement made Tuesday by L. J. Phil- 
lips, of Chicago, sales manager. He added that 
Mr. Johnson’s experience in the plywood busi- 
ness, much of it in the company’s main office 
here, will enable him to give valuable service to 
dealers in the Pennsylvania metropolis. 

George A. Whitmeyer, former manager at 
Philadelphia, who has had long service with 
the company, has been placed in charge of sales 
in New York and New England territory, with 
headquarters in New York, and will contact the 
jobbing trade there. He has had twenty years 
of experience in the plywood business, including 
both manufacturing and distributing. 





Lumber Chief to Be in Chicago 


Leighton H. Peebles, chief of the lumber di- 
vision, bureau of foreign and domestic com- 
merce of the United States Department of Com- 
merce, will be in Chicago from Saturday, Nov. 
7, to Nov. 9, for the purpose of conferring with 
representatives of the lumber trade as to the 
manner in which his division can most effec- 


tively serve the industry along export and 
domestic trade lines. E. T. Anderson, assistant 
district manager, suggests that if any one 


wishes to discuss any of his problems with Mr. 
Peebles, he write or telephone the Chicago office 
at 201 North Wells Street, phone State 9681, 
for appointment. 





Tue ELM heads the list of decorative trees 
in New York State and is one of the largest 
tree varieties there. Of the forty-eight largest 
trees in the state, says John Bentley, Jr., of 
the forestry department at Cornell, twenty-three 
are elms. The giant of all is an elm at 
Gowanda, Cattaraugus County, with a circum- 
ference of 34 feet and 2 inches. This is 
equivalent to a diameter of over 10 feet. 
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General Purpose 
EXTENSION 
Air Dried Spruce Side 


Rails. 


Turned Hickory Rings. 
Gravity Hooks. 
Spread Bottom. 
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; $45.4 
n No common, for 16-foot in 4-, 5 KR. - SS See ce eee ee nae oe 
ein + $1; for 10- and 12-foot in 10- end 1x6” 1x8” 1x12” D selects AL..... 34.36 33.84 39.47 78.24 ported t 
12-in add $1 B&better . $27.25 $25.75 $42.75 a 1 common AL 37.84 38.58 44.60 73.7 Associat 
° No. 2 common AL 26.50 27.06 27.15 35.30 flooring 
fat, but a —— se lengths, to 20- aaeete a and — ons” No. 3 common AL 15.95 17.25 18.48 23.75 Oct. 31: 
fot over 20 percent shorter than iS ccsnait $12.00 $10.50 11.25 $13.26 | SELECTS S28, 6/4 anv 6/4, 4” ann Winen— x2” 
oteen. 6 §-tnch. 638. 00 EL 4-inch......$16.00 | NO 2.-------- 5.75 6.25 6.50 7.75 | C select AL....$69.60 D select AL... .$54.58 x2% 
¢- 7.00 6-i re eee 18.00 | No. 3.....--- 4.75 5.25 5.25 wees BBVEL SIDING, 6% C..cccsccvcncccvcscss 7.61 — 
Lath, spruce and eon 4-foot; No. 1, $6.50; No. Dimension No. 4 Common, S2S, RW RL........... 12.62 
3, $6.45. 12’ 14% 16’ 18’ 20° 22&24’ 26-32’ Larch and Fir \ 
No. 1, 2” thick— No. 1 din + 2x6” , ° er 
WISCONSIN HEMLOCK 4c-#11-25 $11.25 $12.00 $13.25 91225 5 55 sisi56 | NO: } Gimension, 2x10” 16"..777722277212°1378 Evers 
”» 12.2 5 75 11.7 : 7 0 | No. 3 dimension, $28 RL 1x8”.......... 8.43 Fir: } 
Following are f. o. b. Wausau, Wis., prices: 8". ae 10.75 teh 11.00 et 16.25 rt: 75 | Vert. gr. flooring C&btr, 4” RL......... 26.60 Cedar 
Ma, 1 Hemlock Boards, 818— 10”. 12.00 11.75 12.00 12.50 13.25 14, $ 16.50 | Drop siding or rustic, C&better, 6” RL.. 16.67 $19@20 
8” 10.12@14° 16° | 12”. 11.50 12.25 12.50 13.00 13.25 13.25 14.50 
BB lmcccccccesecs - -$19.60 $20.50 $21.50 2x4”, 8’, $10.75; 10’, $10.50; 2x6”, 10°, $9.75 eml: 
- : stent eeeeeeees . soe og aoe Random— 2x4” 2x6” 2x8” 2x10” 2x12” WEST COAST SPRUCE Spruc 
* ieebbebbeeembeae ME or’ Mv Rn RE 2 + ad ene 
ae ertassaegctnce 27.50 28.60 30.00 | “% °°": ag sh ane (Special telegram to Ausnscan Lumsenuan) EN 
For shiplap or flooring, add 50 cents to No. 1 Common Timbers Portland, Ore., Nov. 3.—The following are 
prices on No. 1 boards. 3x3 to 4x12” to 20’, surfaced.......... g19.95 | SUES SEP mates chetets prevaling touny: 
Mo. 1 Hemlock Dimenst 5x5 to 12x12” to 40’, rough............. 12.50 Finish— Factory stock— Price: 
om, 2&14" 16° 5x5 to 12x12” to 40’, surfaced.......... 11.00 oaser — an y $17.00 | Mills, 1 
>: |. £a4@e @e0488 260486 e698 80 |  @#&°;} 7} 2 © tn, Gem, = GIES aoe °° °°" 00 ejBfe seeeeeses . 
os “ soccec sce BBE. +4 ey + $34. 4 o*. +4 Fir Lath 1x4—10” 33.00 a . 21.00 44 
Fe epee 32 oe ee atte 2650 | NO. 1, 14x", Ary... -.eeeeeeeeee reece es 2.25 | Bevel siding— ae Serres ye 5/4 | 
2z10° ........-. 38.50. 29.50 28.50 28.50 B&better, Flat Grain Car Siding, 9 or 18’ a 00 6/4 . 
a %x 4 $19.00 10&12/4 ..... 29. 8/4 
Bre adn b Risser Mates A800 trpen weine, | 1ZEE cece ececcececeereceececsecece eens $19.00 %x6", Fiat gr. 20.00 Lath 3.00 B 10/4 | 
ah. fo, mension, deduct $3.00 from price | 1x6" oo cece teen eeeeeees 20.00 Vert. gr. 25.00 Green box 11.00&13.00 § 12/4 | 
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RED CEDAR SHINGLES 


seattle, Wash., Oct. 31. 





Eastern prices of 
red cedar shingles f. o. b. mill are: 





New Grades 
Per Square 
rails, 24”— 

Rote.  . deeb were e ee ba aee mas $2.07 @2.80 
' Sererrerttie tiie er 1.90 
No. DB ocesecessoceceveseeesesoes seses 

——- 18”— 

Re . mite bee aia eae ae ere 
No. © cwnedGacher dd ie keene aeeene 
No.  eeeeeeecee een ete dundee wreeee 

10. 1, XXXXX Perfects......... 
No. 2 or pO EAE a 
No. 3 or 10” Clear or better..... 

Extra clears 5/2........-eeseeeeees 

Extra Stars 6/2 PE eS eee ee 

Choice A’S, 5/2.....0.eeeeeeeeecees 

Common Stars, 6/2 .........-eeeeee 

No. 2 Perfections ClO” Cheer) sss cos 

Rite-Grade Inspected Stock 
New Grades 
Per Square 
Royals, 24”— 
I ick a ik we alae Gee te wot $2.60 
De E cntenreseres theneevesseeree Seeekhue’ 
i  ccrerceecCR ant oket eee sea ean Sacenmawe 
rfections, 18”— 

“— ra cle ecru elk aseiau weak a arenes $1.68@1.95 
BE sh aghaimn ie eta m ae a 96@1.10 
DID. -cGkaRted det ee Me Rakémene ee eames 

16"— 

No. 1, XXXAX Perfects........-. 1.66@1.70 
ee eer 1.25@1.35 
No. 3 or 10” Clear or better...... 95@1.00 





PHILADELPHIA PRICES 


Philadelphia, Pa., Nov. 2.—Following are 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
B&better, $37.00; No. 1 common, $33.50; No. 2 

droppings, $25.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$35.00 $40.00 $52.00 $60.00 $71.00 

GEORGIA AIR DRIED ROOFERS— 

Tongued and grooved, %-inch, 6-inch width, 
$18.00. 

KILN DRIED YELLOW PINE ROOFERS— 

Tongued and grooved, standard, 6-inch width, 
$22.00. 





NorRTH CAROLINA PINE RouGH Box, No. 1— 


10-inch, $24.00. 12-inch, $25.00. 
NoRTH CAROLINA PINE FINISH, 
DOG  is.40c0 00a dav es ects $37.00 
NorkTH CAROLINA PINE STEPPING, 
B&better, 5/4x12-inch .......c.cccces $55.00 
ter CAROLINA PINE DIMENSION, No. 2 & bet- 
- 
S48, %-inch scant, 2x3-inch, 9-foot, $18.50: 
2x3- inch, 16-foot, $19.00. Rough, 2x10-inch, 


10- to 16- foot, $21. 00. 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. bk cars 


ae mill basis during the week ended 
Cc 

; First Second Third 
ES son cng aie mnedmed $53.16 $41.13 $23.51 








WEST COAST LOGS 


Everett, Wash., Oct. 31.—List prices of logs: 
Fir: No. 1, $18@20; No. 2, $15; No. 3, $10. 


Cedar: Shing] 10; 
119620. ngle logs $8@10; lumber logs, 


Hemlock: No. 2, $9.50@11.50; No. 3, $9@11. 
Spruce: No. 1, $17@18; No. 2, $14; No. 3, $9. 


——— 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 





FAS No. 1 & sel. 
i saictisxeeetie cas iac hoon ae $105.00 $ 75.00 
elie eeisimnetic sig rest k: - 110.00 80.00 
RRR eegenteente setts 110.00 80.00 
RRR neeaieeen ies aati: . 115.00 85.00 
10/4 Fae BR Se ee Re . 140.00 110.00 
TE Aiea eee Nid aha kB ee 150.00 120.00 





AMERICAN LUMBERMAN 


NORTH CAROLINA PINE 


The following list of typical average sales 
prices of North Carolina pine remains un- 
changed, the North Carolina Pine Association 
advising that few sales were reported during 
the week ended Nov. 3: 


Rough 

Edge 4/4— 
a Satta ed ariel Shikai wih areca dave ate $33.15 
eS aa hg ir ties oe tile nce esata as or Dk Gl mah adel 24.05 
Box No. iais dé alera wiehd Ronse dc nd and he blae ee 16.35 
I Fla ecg aw ae ko alarm ata ca aie eee tere 12.60 

No.1 No.2 
B&better No.1 box box 

Sere » © $33.25 eae oane 
2 ese 35.75 oti ey 
i ee 37.50 $25. 85 $18.45 $14.35 
i capa ebnwe ee 37.25 cite arate 
EY ire s nent 39.05 28.30 19.05 15.20 
BGS Sbeacaneaxe 41.35 31.35 19.75 15.80 
RT hin bashi iatiata 48.85 38.40 22.20 16.40 

sag B&better— 

TE ee EE PR eee $37.30 
84x16" Bs saan ted Tat atich cain ps ae wee aie oe hap sealed 50.75 
gill ESTES IES KCRERER ERE s,s, oe eg Te Smaoe ie 57.65 
Oe banana da bis ce tenn seer tekets 42.35 

Bark Strips— 
IC, ERR a. cecal-a:'n seca tat weasel wince Wie wae $22.65 
NS face fala a sar araesani es Sie a Saccnn hia Bio ada  ee eat 10.70 
Dressed 2%” 3” & 
Flooring— Wide Wider 
SRN, MO Sn eiwiarwine rn $32.15 $30.65 
ee ee 27.10 27.15 
ef Cer 18.20 19.60 


Bé&better, bark strip partition.......... $25.35 


OK DATE GUID, GONE 6 ccc cscccvssveccs 13.05 

No. 2 
Roofers dressed 
A ER ee en ee eee re eee. $16.95 
SS pee ee PCT Tet eee Te rrr err ree 17.60 
TE ib. isa (us, ceo en ch A RS, 18.10 
CEE 2% chi sais ei a ora ac ihe SONI a es 23.00 





WESTERN RED CEDAR 


Seattle, Wash., Oct. 31.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 





18 foot, f. o. b. mill, are: 
Beveled Siding, 14-inch 
Clear 66 A “_B” 
NN icc iia aitarepan as Siete $20.00 $18.00 $15.00 
2 ert ee 24.00 20.00 17.00 
NS aah wiceesiaiaerarce 24.00 19.00 17.00 
Clear Bungalow Siding 
% inch ¥% inch 
DN 5. owe alate maneere@er . -$39.00 $26.00 
a a ee 48.00 38.00 
rn ee 60.00 55.00 
Pinish, B&better 

S2S or S4S 
or Rough 
Rc kddwcisewsd bank ie se ee wedinaeed $ 45.00 
EE. Si ecsaslcitike ia bh cal rina ace neta eal aaa ae 50.00 
SS in 6 orui'die aein ak eS eee eee ee ee 65.00 
BET <6: 46i- st ace Bia wm adeeb acerane aa are are aes 85.00 
EE as ie rina gal chs hina a waa wee ir oa a 90.00 
ES ave esa ea Riko Wien aaa ato ee 95.00 
ES iiaiidliGrd dink Cake WOE We eaww awn ha 100.00 
= ea er ee eee merane 105.00 


SE, BS OO SE ki csseccccsvcccscnccccesées $30.00 


Se sO Oe Saks ced banner dues even mae 40.00 
Discount on Moldings 
Made from 1x3” and under...........ee0- 55% 


Made from other sizes........ % 
For 50,000 feet or more additional discount 5% 
Clear Lattice, S458, 4 to 16’ 

100 lin. * 





OAK FLOORING 


Following are averages of actual carlot 
sales prices of oak flooring, Memphis (Tenn.) 
basis, as reported to the Oak Flooring Manu- 


facturers’ Association for business done dur- 
ing the week ended Oct. 24: 

8x2%” 3§x114” 3x2” %x1%” 
Clr. qtd. wht....$85.18 
Sel. qtd. wht.... 41.95 
Sel. qtd. red.... 35.50 ie ali : Seas 
Clr. pln. wht.... 53.99 $46.00 $47.25 $42.00 
Cir. pin. red.... 46.73 47.44 46.00 40.67 
Sel. pln. wht.... 40.08 37.43 33.00 28.49 
Sel. pln. von: ~- 38.29 36.55 32.62 30.91 
No. 1 com. w ht.. 25.67 acne 19.47 21.25 
No. 1 com. red.. 24.30 24.00 16.91 18.95 
Ss fF ea 12.64 ok 11.00 

%x2” %x1%” fex2” fex1ls” 

Clr. pin. wht....$62.50 veee 
Clr. pin. red.... 56.50 $46.50 
Sel. pln. red.... 44.40 Sioa 36.50 
No. 1 com, wht.. .... $22.50 seas 
No. 1 com. red.. 22.50 oes 





NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 


f. o. b., Wausau, Wis.: 
AsH— 

FAS Sel. No.1 No.2 No.3 
ee $47-49 $37-39 $28-29 $20-21 $15-16 
J = 55-57 45-47 33-35 22-23 15-16 
| ee 60-62 50-52 38-40 25-26 15-16 
ae 70-72 60-62 43-45 28-30 15-16 
BircH— 
|, SRA 52-54 37-39 27-28 19-21 14-15 
S ———- 55-57 40-42 30-32 21-22 15-16 
7, 60-62 45-47 36-38 23-24 14-15 
_, 5S 67-69 52-54 42-44 30-32 14-15 
|, Se 75-77 60-62 55-57 45-47 -e 
it) eee 80-82 65-67 60-62 50-52 ; 
7 ea 130-135 115-120 100-105 rae ‘ 
5/8 ae 45-46 35-36 25-26 17-18 ; 

i ee 45-46 35-36 25-26 17-18 
Thin 4/4. 45-46 35-36 25-26 ... ad 


Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $24-25. 


For select red, add $10. 


Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $50-52; one and two face clear, 
$38-40; 1x5-inch, two face clear, $60-62, one 
and two face clear, $48-50. 

SOFT MAaPLeE— 

eee 45-47 35-37 25-26 17-18 14-15 
Bie s ica 50-52 40-42 30-32 21-22 15-16 
| a 60-62 50-52 35-37 23-24 14-16 
SS. ee 60-62 50-52 35-37 28-30 14-15 
Sort ELM— 

FAS No. 1&sel No.2 No.3 

oer 40-42 28-30 20-21 17-18 
, Oe 47-49 35-37 22-23 19-20 
| Se 47-49 35-37 22-23 20-21 
J). ae 50-52 35-37 25-26 20-2 
Rock ELM— 

FAS Sel No.1 No.2 .No.3 

re 80-82 55-57 25-26 16-17 
; See 85-87 60-62 30-32 18-19 
ae 90-92 65-67 30-32 19-20 
See 95-97 75-77 38-40 25-26 
i 105-107 85-87 52-54 ae 
iy TS ee 115-117 95-97 57-59 30-32 
Basswoop— 

SS 50-52 40-42 28-30 20-21 14-15 
J 53-55 43-45 32-34 22-23 15-16 
=. ae 57-59 47-49 35-37 22-23 15-16 
: 62-64 52-54 40-42 22-23 15-16 
ae 70-72 60-62 50-52 35-37 vale 
12 Spee 80-82 70-72 60-62 40-42 nie 

Keystock, 4/4 No. l1&better, $55-57; or on 
grades, FAS, $65-67; No. 1, $45-47; 5/4 No. 
1&better, $60-62; or on grades, FAS, $70-72; 
No. 1, $50-52. 

One and two face clear 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $45-47; 1x5-inch, $50-52. 
RED OAK— 
ye 60-62 45-47 33-35 23-25 12-13 
See 65-67 50-52 38-40 28-30 13-14 
ee 70-72 55-57 45-47 30-32 13-14 
3. See 80- 82 65-67 50-52 35-37 13-14 
HarD MAPLE— 

3 pets 50-52 40-42 30-32 20-22 11-12 
1, 2 60-62 45-47 32-34 22-24 . 13-14 
| 65-67 50-52 34-3 24-26 18-14 
ik Sere 65-67 50-52 34-36 26-28 13-14 
LS ee 80-82 65-67 50-52 35-37 ea 
fe 95-97 80-82 60-62 40-42 - 
ae 145-147 130-132 110-112 ata 


HarD MAPLE RovuGH FLOORING Stock— 


No. 1» No. 2-No. 3A 
com. com, com. 
4, 64 cateakie deena a 30 $20-22.$14-15 
eee re re 30-32 22-24 16-17 
ln ok aa hene wet lee sue ~-- 24-26 . 16-17 
BEECH— 
No. 2.and bétter 
OO nk eo vind ce d& he od aa eee ee $33- 
PP ib op eal Waar re Ok oe eae 38-40 
FAS Sel. No No.2 No.3 
2 ae $62-64 $52-54 $42- “4 $30-32 $14-15 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 


CROSS TIES 


St. Louis, Mo., Nov. 2.—The following cross 
tie prices prevail f. o. b. St. Louis: 





Untreated S’th’n 

White Southern Heart 

Oak SapPine Pine 

No. 5, 7x9”, 8’, 9” face. : $1.10 $0.90 $1.75. 
No. 4, 7x8”, 8’, 8” face.. 1.00 .80 1.45 
No. 3, 6x8”, 8’, 8” face.. .90 -70 1.23 
No, :2, 6x7”, 8’, 7” face.. .80 .60 1.07 
No. 1, 6x6", 8, 6° fane:. .76 .50 89 


Red oak and heart cypress ties, 10 cents less 
than white oak; tupelo and gum cross ties, 15 
cents less than white oak; sap cypress, 20 
cents less than white oak. 


Switch Bridge 
Ties Plank 
RE OE cncudsans tarcbadaee $34.00 $32.00. 
TT er a ree 31.00 oe @ 
Southern sap pine, untreated— 
a ec eee ness cab ee emess 25.00 
BE ack dvedesak ened kn enews 27.00 o° 
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i 
SALES PRICES OF SOUTHERN HARDWOODS | he follow: 
| » ff pa 
Following were average sales prices received for southern hardwoods during the week ended Oct. 27, Chicago basis: ey $13 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 . 
Rep GumM— PoPpLAR— ! BALTIN 
Qtd. FAS... 69.26 j§(.-=§=§ § = —nvevcccccees. seccvecesncs seccsccvcves Pin. Pnl. & | ders fol 
No. l&sel. 41.75 _—  40.00@ 40.25 49.00@ 48.25 53.00 aS PoP Sr gen are, earner i } yer 
i rr i Se Seek ie baba. Bhd AERO Saps .... 46.25 45.00 16.00 47.00 character, 
ee ae ek ae rey. ye ae ee ee ee ee DSI te cui SRMeReE RES stocks in 
Sap GumM— ek Ce eee | sSercerabibe aeulkeouwewesn adequate, 
ge a 43.75 13.75@ 48.50 AsSH— commitme 
No. 1&sel. 27.50@ 31.25 29.50 31.50 29.50@ 34.00 FAS ..cceee 48.25 ree eee ee 57.50@ 71.5 50 Ms 
Pin. FAS... 35.00@ 36.00 36.50 —_— § 8=—s a eae coms No. 1&sel mizee 66.50 6650 jj —— reversvdecin 35.50@ 42.99 KANSAS 
No. 1&sel. 25.25@ 27.75 28.25@ 30.50 29.25 j= = .sccecceseee Sort .MAPLE— little mor 
No. 2..... 21. 50 ee eee CC ee “ig ahah lntaiae hee No. 1&sel., put sales 
I I WHND .. 27.25 ee rctoacd Pea e eatin | amounts 1 
Sd. wormy 26.75  ————nececeececee cece reeeeeee teeeeeceeves No. 2 Industrial 
BLAcK GuM— WHND .. 26.00 ae — 
Qtd. No. - BrECH— 
ee 280 Reyseonenns’ aT RSENS RREe Sehesooonsnn Pe Soles <cpekeseueee’ Gh eaiuhede’ 19.50 
TUPELO— ° Os. od eee. Oe eae wie 34.50 BOSTO? 
Pin. No. Mo Gat igs: aia ahen 24.50 ic 
Reeve ans 0.00 Pete SSVSSweseset Seevereasese ee = eee ket Is Ql 
REC. 1 oe ewaginme aBileelw biee ats Sort Eum— nae sens Bee 
WHITE OAK— 2:  Rigighh asbcenheeseate Gabudereerew -Aemeses ne nae 21.50 England 
8 le eee 113.00 WONG ganicecvevas CoTToN wooD— ask $25 fe 
No. 1&sel. 59.00@ 63.00 ..........-.. 64.00 64.00 ree 25.75 $33.25 («<= = ——— evccvscreves $24 for ra 
Pa, Dakss SEO Gee BOE COD ce ckewretasre§ setenvetncee No. 1&sei 26.75@ 29.00 31.00 _. CaeeeeRehaee, Gearouwanimey in wester! 
i, ce Me. «spcanbieued -Sharcetdcann o6eéeeh0ax ne NO. 2..-00 27.00@ 27.25 28.50@ 28.75 «1.1... seen by price 
i ee MT dct cken ose AeR GDM Oy wadedekouens SycaMORE— é 
ee Mee cok aacdwadcdaae cedetweseces ye oC 17.50 ie 
Rep Oak— ie Ss ORB cobucaenoucs 32.50 caheeusceeeell ee tee 
Qtd. No. RG cn ee el art Vokes Beoriad 22.50 eataseochnan | ae 
OU MN A a a pa rt WILLow— $14 off. 
Pin. FAS. Re eee 64.2 5G 70.00 6.00 i ess ce abe Cmebacewe ee Meee ne Cees 
No. i&sel. cf) Ff eee SD.2eee BEBO weccvccvssee k Dcgcuns ae -  “@¢itwebrnvace eb eeke neces 
i aes ee (ccignte Shee emma ties wivleukulwde eine MAGNOLIA— CINCIN 
MIXED OAK— No. 1&sel... 31.25@ 35.00 ............ 33.00 er ll grade: 
Sd. wormy 27.00@ 29.75 ......... ox S636 . , ae Sct ee Ne Sees ae, sie hare Wahl 23.25 eeu tr 
See Se Stetacvicine De 4 ‘Seenebwewoas Ek: Eeacckr See »* i  -dneaewavecdn, dectebedwe settled. 
out of tl 
mixed Ca 
e . are having no trouble in getting the advance, | and hard 
Red oak also is firm to strong. 
This Week’s Market Reports sic 
BUFFALO, N. Y., Nov. 3.—The hardwood | mand has 
trade continues in small volume, most orders | changed. 
For Editorial Review of Current Market Conditions See Page 29 being for immediate needs. Some lines of | slight tu 
industry are planning for increased activity | hopefulne 
NORTHERN PINE ments when they have leased the ones now in the near future, and inquiry is said to be. Stocks h 
improved. Inquiry is mostly for FAS. No. 1 somewhat better than it was a short time 
BUFFALO, N. Y., Nov. 3.—Northern pine and select and lower grades are not moving. — peer stocks at ene emg | are not 
trade is in limited volume, being mostly in ,ALTIMORE ‘ as 9 7 —" : veing offered as extensively as they were ee 
mixed cars or smaller lots. Retailers are Pa paw oe adn F gy Mvn several weeks ago, and it Ss believed that BOSTO 
-arrvine , Snilding is ; ; : : . . the market will soon display more firmness, © the m 
carrying small stocks. Building is quiet and firming up in hardwoods, with the buying of Jearlv ; i ; ar ryi ex 
demand from industrial concerns is not up e more couiient ehavacter ne ey +m eg erconis Big per plants are carrying ex- Posey on 
: : : ; . ‘ : - ‘emely smi stocks. ADU 
+h nag yl vl anning ‘to do little lowing ah a Sele hardwoods are expanding op- tates pt ; schedule 
SS 'NS erations *rices rem: Ww y . ney , , irr 
during the coming winter or Mee eee oe eae ee WESTERN PINES sett 
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the following basis on Boston dock: Scantling, 


$12 off page 11% Atlantic differentials; other 
9.inch, $12.50 off; 3-inch and thicker, $13 off. 

BALTIMORE, MD., Nov. 2.—The placing of 
orders for fir is still of a very hesitant 
character, and level of values" is no higher. 
stocks in the hands of big distributers are 
adequate, while the yards are entering into 


commitments only as their needs oblige them. 


KANSAS CITY, MO., Nov. 3. 
little more interest last week in Douglas fir, 
but sales were scattered and of small 
amounts for prompt to immediate shipment. 
Industrial demand is lagging. 


HEMLOCK 


BOSTON, MASS., Nov. 5.—The 
ket quiet. Prices are irregular and low. 
There has been little call of late for New 
England and Provincial boards, wholesalers 
ask $25 for eastern and northern clipped, and 
$24 for random. Some business is being done 
in western hemlock and most of it is secured 
by price cutters. Conservative wholesalers 
quote on the Boston dock as follows: Scant- 
ling, $13 off Atlantic differentials page 11% 
other 2-inch, $13.50 off; 38-inch and _ thicker, 


CYPRESS 


OHI10, Nov. 2 
quiet, with prices 
Buying slow, with most yards 
the market, except for an occasional 
ear of fill-in items. Finish is weak 
move, with prices unchanged. 





There was a 


hemlock mar- 
is 
sO 


CINCINNATI, 
all 
settled. 
out of 
mixed 
and hard 


of 
un- 


.—Cypress 
soft and 


grades is 


1S 


to 


BALTIMORE, MD., Nov. 2—Cypress de- 
mand has not increased and prices remain un- 
changed. There are some indications 
slight turn for the better, and a 
hopefulness is beginning to assert 
Stocks here low. 


of a 
feeling of 
itself. 
are 


EASTERN SPRUCE 


BOSTON, MASS., Nov. 3.—The 
in the market for eastern spruce 
dimension are bargaining for 
About the best price 


obtainable 
schedule is $34 base, fandom 
very irregular, 


and some 
shaded $22, but the general 
and 4-inch, $22@23; 2x6- and 
2x8-inch, $27@28; 2x10-inch, 
dull and weak. Light offerings of lath 
command no better prices. More mills will 
1ut down for the winter. 


SOUTHERN PINE 


YORK, Nov. 3.—Many 
mill representatives 
of the opinion 
bottom. While 
announcement 
for three 


few buyers 
frames and 
concessions. 
for a difficult 
lengths are 
producers have 
range 2x3- 
7-inch, $23@24; 
$33@34. Boards 


is: 


are 


soon si} 


NEW southern 
and commission 
that prices have 
ordinary inquiry is small, the 
of the letting of the contract 
1,100-foot North River docks has 
started southern pine specialists figuring on 
the 3,000,000 feet of southern pine specified. 
Representatives of some of the mills said 
yesterday that they did not expect to be low 
on the job, because, while they are selling 
small quantities at a low price, they would 
not bind their mills to deliver 3,000,000 feet 
at present levels. Likewise, one of the 
cleverest commission men in the trade said 
that he would consider it business suicide to 
contract to deliver that much lumber at pres- 

ent prices. 


pine 
men are 
hit rock 


KANSAS CITY, MO., 
fair sales to retail 
States. Dealers seem 
out their stocks than 
the entire autumn. 


Nov. 
yards 
more 


3.—Mills report 
in surrounding 
disposed to fill 
they have been during 
It may be that yards 
ealize the price of other commodities are 
advancing daily, and think lumber may be 
the next to show strength, consequently they 
are eager to get in at the market low. 





BALTIMORE, 


MD., Nov. 2.—Long leaf 
Stocks are 


in some demand, but trade is quiet. 
Twelve-inch boards seem to hold quite firmly, 
but values in general are low. North Carolina 
Pine trade has possibly shrunken a little. Ad- 
ditions have been made to stocks on the 
wharves of late, so selection is more adequate. 
The range of the quotations remains much 
the same. 


CINCINNATI, OHIO, Nov. 2.—Aside from 


afew items in which mill stocks are reported 
rather broken, southern pine is dull and hard 


AMERICAN LUMBERMAN 


to move at quoted prices. 
not reduce any further. However, it is 
claimed a cash offer will shave the list 
$1@1.50. Such items as 14-foot B&better are 
held firmly. Long sheathing also is none too 
plentiful. Yards here are buying sparingly. 


Mills say they will 


BOSTON, MASS., Nov. 3.—Southern pine 
sellers are urgent, but business is limited to 
modest immediate requirements. Many re- 
tailers doubt that southern pine prices have 


touched rock bottom, Nice kiln dried 8-inch 
roofers are urgently offered at $22, and air 
dried at $21.25@21.50. ’artition from the 


West Coast is underselling southern pine, now 
offered at $33@36.50 for B&better, 11/16-inch 
Flooring is dull and cheap. Low for shortleaf 
and high for longleaf 1x4-inch, B&better rift, 
$60.50@70; C rift, $48@57; B&better near rift, 
$50.50@53.25; B&better flat, $34@35.50. 


CLAPBOARDS 


BOSTON, MASS., Nov. 3.—The 


clapboard 


trade is very slow and bargains fail to arouse 
much interest, Eastern spruce clapboards are 
offered as follows: Extras, 


4-foot, $100@105 


65 


a thousand pieces; clears, $95@100; second 
clears, $90@95. Plenty of Inland Empire and 
Coast clapboards are offered well below this 
basis, and secure the bulk of the modest cur- 
rent business, as stocks of eastern spruce 
and native white pine clapboards are very 
light. 


SHINGLES AND LATH 


KANSAS CITY, MO., Nov. 3.—There is still 
considerable interest in shingles in mixed 
and straight cars, although the volume of 
sales has dwindled somewhat. Lath are still 


 BOXBOARDS 


BOSTON, MASS., Nov. 3.—Boxboard pro- 
ducers who have contracted for or own stump- 
age they must cut this winter, are offered 
very low prices for 1952 deliveries. There is 
still a surplus of dry box lumber in Maine 
and New Hampshire. Numerous operators 
claim they do not intend to produce until the 
present excess is consumed and _ prices 
strengthen. Log run round edge white pine 
inch boxboards can be bought around $18@20. 











ATHERTON 


LORING, president of 
George McQuesten Co., of Boston, Mass., and 
one of the leading lumber dealers in the 
Northeast, died Sunday, Nov. 1, at the New 
England Deaconess Hospital, Boston, follow- 
ing an operation. He was 62 years old, and 
was born in Boston. He was a graduate of 
the Massachusetts Institute of Technology. 
Mr. Loring was vice president of the New 
England Yellow Pine Association and a di- 
rector of the Boston Sand & Gravel Co., the 
Massachusetts Lime & Cement Co., and the 
Atlantic Works of East Boston. He was 
president of the Bay Farm Co. For many 
years his lumber company was the leading 
distributer of southern pine in New England 
territory. Mr. Loring took a leading part in 
the consolidation a few years ago of the P. S. 
Huckins Co., the Manson Lumber Co. and the 
B. L. Tim Lumber Co., now the Tim-Manson- 
Huckins Co. and operated by the George Mc- 
Questen Co. The management of these large 
allied interests has been assumed by Frank B, 
McQuesten, treasurer of the George McQuesten 
Co., following Mr. Loring’s death. Mr. Loring 
was a prominent member of the Algonquin 
Club of Boston and of the Massachusetts Club. 
During the last year he had served as a re- 
ceiver of the A. T. Stearns Lumber Co. Mr. 
Loring is survived by his wife, a son, Ather- 
ton Loring, jr.; a daughter, Miss Nancy Lor- 
ing; a brother, Harrison Loring of Jamaica 
Plain, Mass., and three nephews and a niece. 


the 


A. 


FRANK BUNTING, 
Bridg 


zeton Lumber Co., of 
died Friday, Oct. 30, at 

Bern, N. C., following a stroke of paralysis 
suffered a week before. Mr. Bunting was 
about 70 years old and a native of the Bastern 
Shore of Maryland. At the age of 16 he 
engaged in oystering, in the Chesapeake Bay, 
and in course of time he formed a connection 
with the A. B. Blades Lumber Co., at first in 
charge of vessels carrying lumber and. later 
as an officer of the corporation. Still later he 
sold his interest and organized the Bridgeton 
Lumber Co., which eventually became a fam- 
ily affair, with himself as president, and with 
his sons, Harry M., as treasurer, and Carl F., 
as vice-president. Associated with him also 
was a brother, Harry Bunting. A third son is 
named Elisha. The sons, in addition to their 


president 
Bridgeton, 
his home 


of the 
mM, <p. 
in New 


interest in the Bridgeton Co., operated saw 
mills at Jacksonville and elsewhere. The de- 
ceased also controlled the North Carolina 


Veneer Co., at Bridgeton. His wife survives, 
with his three sons and one daughter. 





CHARLES F. ALLEN, lumberman, engineer 
and newspaper proprietor, died at a hospital 
in Tacoma, Wash., Oct. 26, after a short ill- 
ness. Mr. Allen entered business in Brook- 
ings, S. D., where he published the Brookings 
Press and was prominent in South Dakota 
politics. In 1908 he removed to Tacoma where 
he entered the lumber manufacturng business 
and later moved to Oakland, Calif., to engage 
in the same line, Several years ago he re- 
tired from business and returned to Tacoma 





A Classified Ad in the 
AMERICAN LUMBERMAN 
“pulled” 77 replies. 
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to make his residence. For the last year he 
had been a consultant for the State depart- 
ment of labor and industries. Mr. Allen is 
survived by his widow, three daughters and 
a brother. His funeral was held Oct. 28 and 
was attended by a large number of Tacoma 
and Olympia lumbermen. 





JAMES McCAMLEY, woods superintendent 
for the West Lumber Co., Lugerville, Wis., and 
widely known among Wisconsin lumbermen, 
died at the St. Mary’s Hospital in Rhinelander, 
Wis., Oct. 27, after an operation performed a 
week before. He was 76 years old and was 
born in Kenosha, Wis. Mr. McCamley had 
held his position with the West Lumber Co. 
for many years and in earlier days had occu- 
pied a similar position with the H. W. Wright 
Lumber Co., of Rhinelander. He is survived 
by a widow, two sons and four daughters, also 
one sister, 


MARCUS E. CUMMINGS, 


aged 
lumber 


dealer of Toronto, Ont., was 
in the power canal at Queenston, Ont., re- 
cently, the body being found on Oct. 23. Mr. 
Cummings was the Canadian representative of 
the Maley & Wertz Co., the Amos Thompson 
Corporation and the Welch Lumber Co. He 
had been in poor health for some time and 
had been missing more than a week. The 
body was identified by letters and automobile 
licenses found in the pockets. 


55 years, 
drowned 


JOHN J. BRUN 
Sondheimer Co., Memphis, 
day night, Oct. 27, 


PR, traffic manager of E. 
Tenn., died Tues- 
at his residence, 1211 Mis- 
sissippi avenue, Memphis, after a lingering 
illness. He was 63 years of age. He had 
been employed by E. Sondheimer Co. for more 
than 25 years. Funeral services were held on 
Thursday with burial in Memphis. He is sur- 
vived by his widow, two daughters, and one 
son, all of Memphis. 





JOHN HARQUAIL, founder and president 
of J. & D. A. Harquail Co., Campbellton, N. B., 
passed away recently at his home in Campbell- 
ton. Death was a result of a heart attack. 
Mr. Harquail was 62 years old and was born 
in Campbellton. In 1894, at the age of 25, 
he formed a partnership with his brother, 
David A. Harquail, under the name of J. & 
D. A. Harquail Co. John Harquail was presi- 
dent and remained in this position for 37 
years. Mr. Harquail is survived by five sons, 
four daughters, five sisters and one brother. 


HORMISDAL DUPUIS, former mayor of 
Hull, Que., and founder of the firm of Dupuis 
& Sons, dealers in lumber, building material, 
fuel etc., there, died at his home in Hull re- 
cently. Mr. Dupuis commenced his business 
career in the employ of the E. D. Eddy Co. Sub- 
sequently he established a lumber, sand and 
gravel business at Hull. At one time he was 
president of the Ottawa and Hull Retail Lum- 
ber Dealers Association. 





MICHAEL TRYGAR, aged 38, died unex- 
pectedly last week at his home in Perth Am- 
boy, N. J. He was the president and treas- 
urer of the Trygar Lumber Co. (Inc.), which 
he founded five or six years ago. He had been 
in the lumber business most of his adult life, 
resigning from the organization of Ira W. 
Krause to go into business for himself, Mr. 
Trygar is survived by his widow, two sons, 
and two daughters. 
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(Continued on Page 59) 
continue to drag, even at a low 
price. There has been a little improvement 
in demand for small framing and sizes, rough. 








dressed, 


The planing mill operators seem to be get- 
ting a better percentage of the new business 
and have been kept fairly busy. Prices re- 
main the same. toofers continue very quiet, 
and some air dried from good mills have been 
bought at $9.50 for 6-inch beaded f. o. b. 
cars Georgia main line rate. Most mills, 
however, want 50 cents higher. 

New Orleans, La. 
Nov. 2.—With consumers’ stocks at record 


low levels, and manufacturers’ stocks reced- 
ing steadily as a result of curtailed produc- 
tion, the southern pine industry should be in 
fair shape by the first of the year, declared 
©. N. Cloud, manager Longleaf Yellow Pine 
(Inc.). When the year turns, said Mr. Cloud, 
the rail carriers should begin to buy to 
extent, and other demand develop. Bet- 

as a whole should cause 


terment in demand 

an advance of $5 a thousand over a six weeks’ 
period, he believes. Advances will be real- 
ized anyway on staple items, now becoming 


scarce 


some 


Shreveport, La. 


Nov. 2.—More of the southern pine mills 
and wholesalers are quoting their prices and 


sticking to them. There seems to be an 
indication of market firmness that presages 
better prices. Buyers themselves are be- 


ginning to recognize that when they bear the 
market continually they are working to their 
own disadvantage, for they have been com- 
pelled to inventory their stocks at a big 


loss. They would like to see the market more 
steady. The mills believe that liquidation 
has about run its course. 

Hardwood buyers are willing now to co- 


operate with the mills to steady the market. 


With rather light stocks at the mills, the 
hardwood market is due for a pick-up, it 
is believed. Shipments are steady, orders 


at a fair rate. 


Laurel, Miss. 


coming in 


Nov. 2—Demand for southern pine con- 
tinues only fair. It is understood that one 
local mill received a large order last week 
for export sawn timber. Demand for this 


item has been slack. 
buying mixed 


The yard trade is still 
cars to take care of imme- 


diate requirements. Drastic production cur- 
tailment still continues. 
Jacksonville, Fl 
acxsonvilie, a. 
Nov. 2.—The situation in southern pine, 
although not greatly improved, is steadily 
showing signs of betterment. Everyone in 


this territory is of the opinion that most of 
the buyers are convinced that the bottom in 
prices has been reached. 

The retail yards report business for Octo- 
ber some better than for September, but ex- 
pect a very good business during November. 
Collections are reported as being somewhat 
better. Most of the yards try to sell for 
cash whenever possible. The yards are be- 
ginning to make inquiry for stocks that they 


have been putting off buying. Shed stocks 
are still moving slowly, high grades being 
the worst sellers. Most calls being for No. 2 


common flooring, siding and sheathing. 

The Chesapeake & Ohio Railroad has 
tributed inquiries during the last few 
for approximately one million feet, the At- 
lantic Coast Line has just released an in- 
quiry for over 200,000 feet, and several other 
southern roads are coming into the market. 
Larger sizes show a tendency to stiffen. 
Twelve-inch is firm at $33, delivered port, 
10-inch at $24, and secantling sizes firmer 
than for the last two weeks at $18 to $19 
port. These are mill selling prices to the 
wholesale trade. Exporters report business 
very dull, few inquiries coming from their 
regular customers. Some report that can- 
cellations outnumber new orders, because of 
the high exchange rates on foreign settle- 
ments. 

Larger cypress shippers are still troubled 
because mills that have cut out are trying 
to liquidate as quickly as possible, by very 


dis- 
days 
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low quotations to the eastern market. 
large mills however, are still taking a stub- 
born attitude as far as reducing prices are 


The 


concerned, continuing to hold to their lists 
strongly. Several of the medium-sized 
cypress mills are still talking about closing 
down on account of low prices, and insuffi- 
cient orders to keep going. The Watertown 
Cypress Co., at Watertown, Fla., closed Oct. 
29 and it has not been reported how long 
the owners plan to remain down. 


Baltimore, Md. 


Nov. 2.—The managing committee of the 
Baltimore Lumber Exchange, at its monthly 
meeting held this afternoon, elected John L. 
Alcock, of John L. Alcock & Co., as a mem- 
ber to fill the unexpired term of Pembroke 
M. Womble, who died Oct. 24. Accumulated 
routine business was also disposed of, and 
the regular monthly statement was _ sub- 
mitted by Secretary-treasurer L. H. Gwaltney. 
Henry D. Dreyer, jr., of H. D. Dreyer & Co., 
the president, occupied the chair. 

Bowie Smith, who used to be on the staff 
of the James Lumber Co., and who embarked 
in business on his own account, is an object 
of considerable discussion just now because he 
has managed to corral the contracts for the 
lumber to be used in the Baltimore Country 
Club at Roland which burned down some time 
ago and which is being rebuilt on a larger 
scale; in the Enoch Pratt Free Library, which 
will take up half a block between Cathedral, 
Franklin and Mulberry streets and Park 
Avenue, and the Masonic Home at Bobilink. 
These three operations are among the largest 
that have come out for some time, and that 
they should have been obtained by one man 
is quite remarkable, especially at this time 
when the demand for lumber lags. The bid- 
ding for the business was of the liveliest sort. 


Seattle, Wash. 


Nov. 2.—The smallness of the volume of 
lumber moving to the Atlantic coast has 
given rise to many rumors of a break in the 
intercoastal rate, but it is holding at $10. 
Local mills are interested in maintaining a 
stable rate, as also are the shipping lines. 
Rail trade volume has been declining, but 
revival is expected after the first of the year. 
Japan and China are not buying. The rate 
to Japan is $4.50 for lumber, and $6.50 for 
logs. The entire export picture continues to 
be discouraging. 

That mills themselves are utilizing lumber 
to a greater extent than before was stated 
by one observer, who in traveling about has 
noticed that the demand of buyers for dry 
common lumber is resulting in a number of 
mills building long sheds. One of the largest 
sheds, that built two years ago by the 
Eclipse Mill Co., at Everett, may accommodate 
12,000,000 feet of lumber. 

Some shingle operators reported less vol- 
ume than last week’s. Prices are holding, 
despite efforts to break them. 

J. H. Bloedel, president Bloedel Donovan 
Lumber Mills, Bellingham, Wash., said his 
company is now employing 2,269 men, cutting 
about 60 percent of capacity. Operations are 
being conducted in six counties. They are 
not profitable, and would be impossible were 
it not for the utilization of byproducts, espe- 
cially in connection with the pulp and paper 
industry. Hemlock, formerly unmarketable, 
can now be sold to the Port Angeles mill. 
Slab waste, once fed to fires, can be sold to 
pulp mills, and even sawdust is salable. 

The Brady & Ketcham Lumber Co., has re- 
moved to 344 White Building. 


San Francisco, Calif. 


Nov. 2.—Demand for lumber is still light in 
the San Francisco Bay region, with few new 
inquiries of importance reported. Mills in the 
Westwood and Susanville districts are now 
working on an average of four days a week, 
with only one mill reporting a working week 
of five days. 


After operating for five months, the San 
Francisco tetail Lumbermen’s’ Association 
ceased to function, due to the fact that a 


change of policy was needed to meet existing 
conditions. However, with all the larger re- 
tail dealers in San Francisco realizing the need 
for such an association, it is expected that a 


new retail association will be in operation 
shortly. 

Due to the large volume of Federal con- 
struction in the western States, the weekly 


average on both planned and awarded struc- 
tures has remained near the average of 1930. 
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f How to Figure Costs for Advertising | 
: In Classified Department H 


Ur GRR: SINE onc carcdscaccocs ...-30 cents a line | 


For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 
For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 


Seven words of ordinary length make 
tus OS 
Count in the signature. 


Heading 
counts as two lines, 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order 
No extra charge for copies of paper 
containing advertisement. Copy must 
b- in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 














THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 


Send your advertisement to the 
AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 


Address 431 South Dearborn Street, 
Chicago, Illinois, 





WANTED 


Salesmen 














WANTED—COMMISSION SALESMAN 


By manufacturer and wholesaler of Souther 


Hardwoods, Cypress and Southern Pine, selling 
direct to consuming trade. 
Address “‘M. 8,"" care American Lumberman. 





WANTED A SALESMAN 


To act as salesmanager for a northern dimension 
mill, to sell northern glued-up dimension stock 
Address ‘‘M. 22,’" care American Lumberman. 





Employees 
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YARD AND OFFICE MAN WANTED 











In one man yard in Illinois. Position open Jan. 1st. 
Address “M. 12,’’ care American Lumberman. 
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WANTS SUPPLIED 








Large number of wants supplied each week through 
the classified section. We do it for others, wh! 
not for you? AMERICAN LUMBERMAN, 431 & 
Dearborn St., Chicago. 
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